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Santa Writes a Letter 


December - 1955 








You leave a Vifetine salesman on the job ! 
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The 770 Series Oil Fired Boiler-Burner 





Unit performs so well, gives so much 
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Fitzgibbons 770 Series come completely pre- 
assembied and wired—all ready to 
hook up to an forced hot water system 


Flush jacket (as shown) or Enclosing Jacket 


The Fitzgibbons Boiler 
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THE VAST MAJORITY OF THE NATION’S FINE BUILDINGS ARE SLOAN EQUIPPED 






MARRIOTT MOTOR HOTEL 
Serving Washington, D.C. 


JOSEPH G. MORGAN & EDWIN WEIHE, architects 

GENERAL ENGINEERING ASSOCIATES, mechanical engineers 
NORAIR ENGINEERING ASSOCIATES, INC., plumbing contractor 
NOLAND COMPANY, INC., plumbing wholesaler 
AMERICAN RADIATOR & 

STANDARD SANITARY CORP., plumbing fixtures 











HOT SHOPPES, INC., owners and operators of the 
new Marriott Motor Hotel and a national restaurant chain, 
centered its executive and administrative activities in this 

new office building in Washington, D. C., early in 1955. 
This ultra-modern structure is SLOAN equipped. 


EXECUTIVE-ADMINISTRATION OFFICES, HOT SHOPPES, INC. 


WORLDS LARGEST MOTOR HOTEL 


Midway between the nation’s Capitol and the Pentagon to accommodations by bicycle-riding escorts. Con- 








there’s great excitement. Soon the new 4-million dol- 
lar MARRIOTT MOTOR HOTEL will open its doors to travel- 
ers. Eight main buildings, all connected by covered 
walkways, will contain 370 de luxe, air conditioned 
and sound proofed guest rooms, each with dressing 
alcove and combination tub and shower bath. All 
showers equipped with Sloan Act-O-Matic Shower 
Heads (See below.) Patrons may register at a drive- 
in booth without stepping out of cars, and be escorted 


SZ oan SLushe 


FAMOUS FOR EFFICIENCY, DURABILITY, ECONOMY 
SLOAN VALVE COMPANY * CHICAGO ° ILLINOIS ——— 


Another achievement in efficiency, endurance and econ- 
omy is the SLOAN Act-O- Matic SHOWER HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. Architects specify, and Wholesalers 
and Master Plumbers recommend the Act-O-Matic—the 
better shower head for better bathing. 
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Qi Write for completely descriptive folder 


venient parking space for 450 cars will be available. 
In a centralized location guests will enjoy a 40’ x 60’ 
swimming pool—a wadirig pool and playground for 
children. An excellent restaurant, gift and conven- 
ience shop, hospitality desk, barber shop, automatic 
laundry, and car servicing station will cater to traveler 
needs. Throughout the MARRIOTT, as in thousands of 
other fine buildings, will be sLoaN Flush VALVES, famous 
everywhere for efficiency, durability and economy. 


VALVES 
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This pump puts maintenance men on the shelf 


The maintenance man who depends on repairing 
Dunham Vacuum Heating Pumps for his living... 
can quit right now. There’s nothing for him to do. 
Dunham Code Rated Pumps just don’t require ex- 
tensive maintenance—even after 15-20 years of con- 
tinuous service producing high vacuum (26 in., if re- 
quired) at low amperage. Here’s why: 
Dunham Pumps need no close clearance adjustment 
to maintain capacity ... no extra-high air capacities 
to compensate for lower efficiency due to pump wear. 


Dunham Pumps have only one principal moving part. 


DUNHAM 


EQUIPMENT 


RADIATION * CONTROLS ¢ UNIT HEATERS * PUMPS * SPECIALTIES 
C. A. DUNHAM COMPANY ¢ CHICAGO « TORONTO « LONDON 
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HEATING & COOLING 


Dunham Pumps need only one motor for removal 

of both air and condensate. 

Dunham Pumps have no vacuym on pump stuffing 

box. 

Dunham Pumps are code rated—your assurance of 

more than adequate air capacity, without overrating 

to compensate for leaky systems. 

Dunham Pumps have heavy-gauge copper bearing 

steel tanks for maximum resistance to corrosion. 
Single and duplex models in capacities from 2500 

through 65,000 EDR. For full information, mail coupon. 


C. A. DUNHAM COMPANY 
Dept. DE-12, 400 W. Madison Street 
Chicago 6, Illinois 


Please send me Vacuum Pump literature. 
Name 

Firm 

Address 


Citys... ‘ Zone____State 





























MEET THE GREAT NEW 


CRAFT 


SHOWER CABINET LINE 


The great new line of Craft Shower Cabinets is making news all over the U.S.A. 
Highlights: Genuine Terrazzo shower cabinets at no higher cost than ordinary pre-cast 
receptor units. Ultra-modern decorator styling with free-flowing 

functional lines throughout. Smooth rounded corners flanking the doorway 
entrance to all units. New larger shower heads and superior quality, 

heavy-duty mixing valves. And galvanized and bonderized walls on all units 

to insure corrosion protection. Your move: Specify Craft— 

now more than ever your best shower cabinet buy on the market today! 














The CAPRI with Genuine Terrazzo Receptor 


The new Capri, glamorous and modern in styling, is designed 
to provide maximum quality and value and yet meet the 
requirements of the most carefully controlled budget. 

This is the shower cabinet that is setting the pace in the entire 
industry—perfect for every type of installation. 

32” x 32” x 78” and 30” x 30” x 78”. 


Write for the new Craft Catalog today! 





CUTLER METAL PRODUCTS CO. 
1025 Line Street, Camden 3, New Jersey 
Shower Cabinets ¢ Shower Doors e¢ Shower Receptors 
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Revised Speedway 
Catalog Available 
Brass-Craft Mfg. Co. announces that 
its newly revised catalog is now avail- 
able. It has been expanded to 36 pages 
to include new products. The revised 
pages have been rearranged in logical 
groupings, carrying more specific de- 
scriptions for easier and fas‘er ordering. 
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The redesigned cover also serves as 
an index, dividing the 36 pages into 12 
major sections. A convenient, at-a- 
glance tab system (with page numbers) 
runs the full length of the cover. The 
corresponding pages of each section are 
keyed directly opposite the index tab on 
the cover, showing immediately where a 
particular section may be found. In ad- 
dition, every page-tab carries the gen- 
eral classification of the products on its 
page. 

New products included in the catalog 
are: Adjustable rod holder for shower 
curtains, new copper compression and 
copper sweat supplies and their step- 
by-step installation instructions, a dis- 
play board showing 100% copper instal- 
lations, sweat angle valve with exten- 
sion, sweat angle water supplies and 
S.P.S. rigid supplies. 

Write Brass-Craft Mfg. Co., Detroit 1, 
Michigan. 


Display Board Shows 100% 
Copper Installations 
Speedway’s new display board dem- 
onstrates graphically how simply and 
easily 100% copper jobs can be installed 
with copper compression and copper 


cogent e 
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sweat valves and fittings. 
Display No. 4000...... List price $4.44 
Manufacturer: Brass-Craft Manufac- 
turing Company, Detroit 1, Michigan. 


Speedway Rod Holders Improved 


Brass-Craft Mfg. Co. announces new, 
improved, non-skid gaskets on all 
Speedway Rod Holders for shower cur- 
tains. Although these gaskets are not 
visible once installed, they nevertheless 
are the gripping surface on which the 
security of the rod depends. 

The excelient gripping ability of these 
new gaskets is attributable to two fac- 
tors. They are now made of 100% rub- 
ber, especially treated for non-skid 
qualities. Solid discs, in contrast to 
the old-fashioned washer type, almost 
double the effectiveness of the gripping 
surfaces which contact the walls. 

This engineering improvement has 
been incorporated without altering the 
appearance. Therefore, the primary rea- 
sons for its immediate acceptance re- 
main the same. 1. The beautiful jew- 
eled chrome finish enhances the overall 
appearance of the shower. 2. Because 
of its compact size and functional de- 
sign the holder appears to be part of 
the rod itself. 3. ‘he speed and ease 
with which it can be installed. 

Installation procedure also remains 
unchanged. Tighten the proper length 
of rod (4 1034” for the standard five 
foot opening) between the fittings by 
turning the knurled sleeve. That's all. 
Expansion of the sleeve secures the rod 
to the walls by pressure exerted on the 
new, improved, skid-proof gaskets. 

No screws, no nails, no bolts, no cum- 
bersome flanges are required; eliminat- 
ing holes, wall damage and cracked tile. 
Adaptable to both plaster and tile, either 








or one inch O.D. rod (wood or 
metal) may be used. 

For easier merchandising, Speedway 
Adjustable Curtain Rod Holder is in- 


15/16” 


dividually packaged in an attractive 
window box with cellophane over-wrap 
This affords a full view of the product. 
at-a-glance identification and overall 
protection to the jeweled chrome finish. 

Part No. 3000.......... List price $.98 





Speedway Introduces Complete Line of Valves 


Brass-Craft Manufacturing Company 
announces a complete line of chrome 
shut off valves ... one for every water 
supply specification. 


With the addition of two new valve 
types, copper compression and copper 
sweat, 250 different size and style com- 
binations are available. Both the copper 
compression inlet type and copper sweat 
inlet type are specially designed for 
100% copper jobs. These new valves 
eliminate the need for chrome nipples 
and adapters, possibility of breaking fit- 
ting behind plaster, frozen-in pipe stubs 
and possibility of electrolysis spoiling an 
all-copper job. 


Both valve types are available in!” 
O.D. (3%” nom.) inlet and 5” O.D. (14” 
nom.) inlet, straight and angle. They 
are also available packaged complete 
with Speedway Flexible Supplies. 


All 250 combinations come with the 
newly designed oval handle, which en- 
hances the beauty of the valve and fits 
the hand for easier turning. 


Manufactured in combinations of reg- 
ular bonnet, stuffing box, lock shield- 
loose key and lock shield-screw driver, 
and in finishes of polished chrome, 
brushed chrome and rough unplated, 
there’s a valve to meet every need. 


“Brass-Craft” is trade-marke@ on all 
valves and handles to meet the National 
Plumbing Code Requirements. 

Manufacturer: Brass-Craft Manufac- 
turing Company, Detroit 1, Mich 


(Advertisement) 
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A CUSTOMER 
\\ 


Yun hor’ 


¢ a ’ 4 ! When a customer calls you to take care of hot water trouble, 
an t at $ your C ance: you have two chances (but only one right one). You can 

do a repair job—or you can do your customer a favor 
and sell a new Electric Water Heater. The right way 

to do it is to explain its benefits. 











Do this: Feature efficiency and economy. Short pipe runs 
mean much less heat loss, and economy always sells. 





Do this: Explain easy installation—no flue or vent 


connection to be provided for—how a table-top or upright 
model can be installed close to where the hot water is needed. 


Do this: Describe its complete insulation—top, bottom and sides 
—for maximum protection against heat loss. Holds heat like a 


giant vacuum bottle. This means low operating cost, too. 





Do this: Explain that the Electric Water Heater is 
really automatic, offering years of trouble-free service. 
You never need go near it, you can’t hear it, and it 
doesn’t even feel hot on the outside. 





Do this: Do yourself a favor, too! Figure what a new Electric 
Water Heater sale means to you in terms of easy installation 
with minimum labor, a tidy profit, and fewer service calls. 
Satisfied new customers will come back to you for other 
appliances and service. 





ELECTRIC Water Heaters 


GOOD FOR THE PLUMBER AND THE CUSTOMER! 


ELECTRIC WATER HEATER SECTION 
National Electrical Manufacturers Association, 155 East 44th Street, New York 17, N. Y. 


ALLCRAFT - BAUER - C-EHEATMASTER - CRANE SELECTRIC - CROSLEY - FAIRBANKS-MORSE - FRIGIDAIRE - GENERAL ELECTRIC - HOTPOINT - HOTSTREAM 
JOHN WOOD - KELVINATOR - LAWSON - MONARCH - NORGE - PEMCO - REX - RHEEM - SEPCO - A.O.SMITH - THERMOGRAY - WESTINGHOUSE 
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No. 709-A Deck Type, Concealed. 8” Center. No. 722-A Topmount Cast Brass Body. 8” Center, 
8” Cast Brass Spout w/Aerator. 0” to 1” 8” Cast Brass Spout w/Aerator. 0” 1 
Adjustment. Renewable Seats. Also avail- Adjustment. Renewable seat shanks 

able with Hose and Spray No. 710-A. available with Hose and Spray No. 724-A 


Renewable Stem 

Assembly Car- 

tridge. The 

No. 600-A Deck Type, Concealed. 8” Center. Heart of the 

8” Tubular Spout w/Aerator. 0” to 1/2” Crown Jewel line 
Adjust ment. Renewable Seats. 
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The ability of water to hold a large number of BTU within a small volume...move them economically 
in small pipes from one place to another...and keep them under close control are the reasons why 
water is the most efficient and satisfactory medium for both bringing heat to a space and taking 
heat away. Only water can provide all five... 


Heating—Radiant, draftless warmth, controlled to 
match the weather, produced at low cost. 


Cooling —Separately engineered to more accurately 
answer the differing problems of heating and cooling. 


Year ‘round hot water— No separately fired 
heater needed—the same boiler that heats the house 
heats an ample supply of summer-winter domestic 


hot water for kitchen, laundry and bath.’ 

Snow melting — Water in pipes is the only practical 
method to convey the heat needed to keep sidewalks 
and drives clear of snow and ice. 

Zoning—Easy to divide the piping system into 
zones for better temperature control and fuel 
economy. 


j=) Bett & Gossett 
C) G Beet 


Canadian Licensee: $. A. Armstrong, Lid., 1400 O' Connor Drive, W. Toronto, Canada 


Domestic ENGINEERING, DeceMBER 1955 





DomEsTIC 


ats otis ly 


Say 


Peas 


you ALL FIVE 








DomEsTIc ENGINEERING, DeceMBER 1955 


BaG Hydro-Fio propucts 


for heating and cooling with water 


The label “B&G” is your assurance of the finest in 
water system equipment. Over a quarter century of 
continuous growth is sound evidence that Bell & 
Gossett products have won the approval and confidence 


of the heating industry. 


A complete line of water heating, circulating and auxili- 
ary equipment enables you to specify B&G throughout 
... for an integrated installation carrying one manufac- 


turer's guarantee. B&G Hydro-Flo Products include 


Booster and Universal Pumps for heating and cooling 
systems @ Industrial Centrifugal Pumps @ Package 
Liquid Coolers @ Refrigeration Components e Flo- 
Control Valves @ Monoflo Fittings @ Relief Valves e 
Reducing Valves e Self-filling Valves ¢ Compression 
Tanks @ Airtrol Systems @ Air Vents e Comfort Control 
Systems @ Motorized Valves e@ Indirect Water 


Heaters @ Heat Exchangers 


BELL & GOSSETT COMPANY. 


*Reg. U.S. Pat. Off. 
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The Discounter's Progress 

That menace, the discounter, is 
tidying up his business habits and 
trying to look respectable in many 
cases. Maybe, says one industry 
leader, this is the time for repu- 
table businessmen to help these old 
economic sinners join the fold. 

A. W. Bernsohn, manager of the 
National Radio & Television Deal- 
ers Assn., says the first step would 
be to invite reforming discount- 
ers to join groups like the chamber 
commerce and Better Business Bu- 
reau. By cooperating with estab- 
lished firms, the discounter might 
be able to throw off the last of his 
parasitical habits and help legiti- 
mate competition. 

Bernsohn told executives of the 
American Chamber of Commerce 
in Milwaukee, “You can _ teach 
someone religion a lot more easily 
after you get him inio the church 
... there’s a lot of very interesting 
and rewarding work to be done 
with, for, or to (the discounter).” 


More Time for Bridge 
Are housewives obsolete? Well, 
not yet, but we’re working on it. 
General Motors, which helped 
put the toiling horse into greener 








ING | [IRONING] [DRYING } 
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pastures, appears to be doing the 
same for the overworked house- 
wife. 

Here’re things GM predicts for 
future homes—an automatic washer 
which will convey, sort, clean, iron 
and fold laundry; equipment to 
wash floors automatically, solar or 


12 


atomic heating and cooling; indi- 
vidual water and sewage plants 
and other “facilities to make 
housekeeping all but effortless.” 


The Golden Gauge 

Gold is where you find it. In 
streams, mountains, air condition- 
ers, pirate caches... 

What! You question that air 
conditioning inclusion? Well, don’t. 
Carrier has come out with a Self- 








Contained Weathermaker with 22- 
carat gold-plated controls. 

The golden controls have a main 
switch, automatic thermostat and 
reset button ... everything but a 
burglar alarm. Carrier says it went 
on the gold standard to symbolize 
the quality of the unit and its ducts 
that lay the golden airs. 


Restaurant Recipe 

Man does not live by bread alone 
and nobody should know that bet- 
ter than a_ restaurateur, says a 
Crane Co. executive. 

Frank P. Uphues, manager of the 
bathroom and kitchen planning de- 
partment, told a restaurant con- 
vention recently that the Ameri- 
can public demands excellent sani- 
tation in its eating places, particu- 
larly in the rest rooms. 

Uphues said washrooms should 
be spacious, well illuminated and 
ventilated and have private closet 
compartments. The women’s wash- 
room should have a rest area with 
comfortable chairs, a vanity and a 
place to change baby diapers. 


Story Behind the Glory 

Representatives from nine for- 
eign countries recently learned 
why the American gas industry set 
postwar sales and expansion rec- 
ords. It was the cooperation among 
competitors, according to E. Carl 
Sorby of the Gas Appliance Manu- 
facturers Assn. 

He told the sixth annual Inter- 
national Gas Union Conference 
that giant trade associations have 
built a strong economic structure 
by working toward common objec- 
tives of their members. 

On the local level, Sorby told 
guests at the New York meeting, 
associations have fostered the ex- 
change of information on promo- 
tion plans, marketing statistics and 
product standards. 


Convention Clean Up 

A fashion show at the National 
Home Laundry Conference will 
prove you can have a complete 
wardrobe that can be washed, dried 
and ironed. 

“Casual living” clothes from the 
West Coast will be featured at the 
conference’s style show in San 
Francisco this month. 

The laundry group will also hear 
reports on textiles available for 
washing, types of water which aid 
laundering and the mechanics in- 
volved in the modern washer. 


Comeback 

Executives of Chase Brass & 
Copper made a mistake recently. 
They’re glad, too. 

They had estimated that it would 
take two months to reopen their 
Waterbury, Conn., plant after the 
damaging flood of August 19. 

But two weeks ahead of the 
deadline the first metal was cast in 
the electric furnace and produc- 
tion had resumed. Chase gave 
credit for the fast recovery to its 
employees and representatives of 
other companies who worked con- 
tinuously to clean-up the inundated 
plant in record time. 


A Giant Swallow 
The City of Chicago is looking 
for ways to slake the big thirst 
of some air conditioners. During 
last summer, air conditioning used 
250 million gallons of water a 
(Please turn to top of page 14) 
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NOW! Eljer puts 2 new profit-builders 
in your hands! 


1. PINEHURST STEEL LAVATORY 


Here’s a newer, more massive (20” x 18”) 
Pinehurst with many features to help you 
sell. 

For example, this new fixture has extra- 
deep back height and wider apron pro- 
viding extra-rigid wall attachment and 
strength. 

New integral front overflow is out of sight on 
this enameled formed-steel lavatory. Avail- 
able in white and five lustrous pastel colors. 





Pinehurst’s New Added Back Height gives more 
bearing surface, absorbs more weight, provides 
more rigidity through new hanger bracket. WW J 
We 
Ei 





2.PALM SPRINGS STEEL LAVATORY 


This popular model has been redesigned 
to put you way out front in counter-top 
lavatory sales. 

It features a brand-new integral front 
overflow, for cleaner, more modern appear- 
ance. The 21” x 17” size is popular for 
counter-top installations. 

Smartly designed center-set fittings have 
aerator and pop-up waste. Available in 
white and 5 other lustrous colors. 





NN 


v 
300LBS. 











See your Eljer distributor for full information or write: Eljer Division of The Murray 
Corporation of America, Three Gateway Center, Pittsburgh 22, Pennsylvania. 


EUER 


CORPORATION OF AMERICA 
THE ONLY NAME YOU NEED TO KNOW IN PLUMBING FIXTURES 
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TACKLE JACKLEGG PROBLEM 

Miami, Fia.—The Plumbing In- 
dustry Program, Inc., is an associa- 
tion of plumbing contractors who 
perform approximately 90 percent 
of the plumbing installations in 
Dade County, Florida. 

We have read and discussed your 
articles with reference to the jack- 
legg menace and would be very 
much interested in receiving the 
Qualified Contractor kit. 

We have a committee working on 
this problem, and we feel your kit 
may be our solution. 

Dewey R. Deprick, JR. 
business manager 
Plumbing Industry Program, Inc. 


THE LINE FORMS HERE 
CLARKsBuRG, W. Va.—Please send 
at your earliest convenience the 
Qualified Contractor kit. We would 


be more than proud to know in this 
small way we can help curb the 
industry’s biggest menace. 

The industry needs a lot of out- 
side help, and the staff and person- 
nel of Domest1c ENGINEERING should 
be congratulated for the fine coop- 
eration which they have always 
contributed. We are proud to join 
such a fine organization. 

FRANK IAQUINTA 


Sprinc Lake, Micu.—Your pro- 
gram is certainly a move in the 
right direction. Too bad the public 
can’t see and understand some of 
the jacklegg installations we have 
to correct. Sometimes people would 
be better off going back to the old 
“Chick Sale”—at least they were 
back of the house, not under it. 

W. P. Puston 
Bilz Plumbing and Heating 


© For the latest news of the Qualified Contractor program, see page 98 


TIRED OF RETIREMENT 


HIGHLAND Park, ILt.—On Octo- 
ber 1, I retired as executive secre- 
tary and director of the National 
Assn. of Domestic and Farm Pump 
Manufacturers. 

After 30 days of retirement I 
have come to the conclusion that 
it would be unwise to throw into 
the junk heap an experience of 
over half a century in the pump 
business. My wide acquaintance- 
ship with electric utility companies, 
and with agencies in Washington, 
particularly the Department of 
Agriculture and the Rural Elec- 
trification Administration, could be 
of utmost value. 


= I have decided to offer my serv- 


ices on an advisory basis to man- 
ufacturers in the plumbing and 
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Herbert C. Angster 


related industries field. If you can 
make mention of this in your fine 
publication, I will be grateful. 
Hersert C. ANGSTER 
e During the past 23 years, more than 
3,000 articles have appeared over Mr. 
Angster’s name in business publica- 
tions in the plumbing, hardware, 
(Please turn to top of page 16) 





Between Ourselves 


(Cont:nued from page 12) 
day, one-sixth of the city’s total 
consumption. 

Units over three tons which have 
no recirculating system, says the 
city, are the heavy drinkers. Some 
metropolitan areas, particularly in 
the south, are considering a $40-a- 
ton charge for the extra load these 
conditioners require. 

Chicago may follow suit and part 
of the extra revenue will be used 
to finance a $145 million water sys- 
tem expansion—some of it needed 
for the new demands from air con- 
ditioning. 


A Veteran Looks Forward 

Judson S. Sayre, president of the 
Norge Division of Borg-Warner, is 
completing his 30th year in the ap- 
pliance business with an optimistic 
look ahead. 

Sayre said that despite wars and 
depressions in the past three dec- 
ades “a place in the appliance busi- 
ness is still a worthwhile goal for 
every businessman.” 

“During the next 30 years the 
appliance business promises to out- 
do even its own record for excite- 
ment,” Sayre added. “What will 
1985 bring? Saturation? Impossi- 
ble. The strength of this business 
is its ability to expand its markets.” 


Davy Jones Clubhouse 


The United States Navy has a 
new atomic - powered submarine, 
the Seawolf. But atomic power or 
paddle power, a vessel is only as 
good as its crew, and its crew is 
only as good as the conditions it 
works under. 

That’s why the Navy tipped its 
cap to heating, ventilating and air 
conditioning men, as well as atomic 
engineers, when the Seawolf was 
christened recently at Groton, 
Conn. 

Mechanically, the Seawolf can 
stay under water for exceptionally 
long periods of time. But the hu- 
man element would crack if fouled 
air or furnace-like heat had to be 
endured. The air, however, will be 
clear and cool for the sub-mariners, 
thanks to what the Navy believes 
is one of the most ultra-modern 
pieces of air conditioning ever to 
be designed for a sub. END 
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Plumbing & Heating Look, Pal! Do you really know that 


vem’ Free U-Cote on 
U-BRAND Black 
Fittings Resists Rust 
10 Times Longer? 


Canny Canine: Sure, met tough tests by independent 
testing laboratory. 











Plumbing & Heating What kind of tests? 
Contractor: 


Canny Canine: Humidity, for one. Not a speck of 
rust on U-Cotes for 10 times as 
long as ordinary black fittings! 


Plumbing & Heating You don’t say! Tell me more. 
Contractor: 


Canny Canine: U-Cotes stood salt spray test 12 
times as long! 











Plumbing & Heating Say, that would mean U-Cotes won’t 
Contractor: rust in the bins... nor lying around 
on the job! They stay new looking. 


Canny Canine: Right! And U-Cote proved it won’t 
crack or flake even under wrench jaws. 





ed 





Plumbing & Heating At same price as other black fittings, 
Contractor: they’re a bargain I’m having. 
Gonna call my wholesaler tomorrow 
and demand! 








SS 
hd 





be 
+ 





A SINGLE SOURCE FOR ALL YOUR PIPE FITTING NEEDS 


Galvanized and Black U-Cote Malleable Iron Pipe Fittings—Unions 
— Plugs and Bushings— Cast Brass Solder Joint Pressure and 
Drainage Fittings — Cast Iron Drainage and Screwed Fittings — 
Steel Nipples and Couplings— Insert Fittings for Plastic Pipe. 





ae Pe 





The 
Union Malleable 


Manufacturing Company 
Ashland, Ohio 
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Only this gas-fired 
duct furnace... 





| Letters 


(Continued from bottom of page 14) 
| implement and well crilling fields. 
Through personal experience, Domes- 
tic Engineering knows Mr. Angster to 
be eminen‘ly qualified to serve in such 
advisory capacities. As an old friend, 
we wish him the best of luck in his 
new venture and many more years of 
constructive service to our industry. 





WONDERFUL HAWAII 

Newark, Det. — Belated thanks 
from Mrs. Skold and me to DomEs- 
TIc ENGINEERING for giving us the 
opportunity to visit Hawaii. 

Literally hundreds of folks in our 
vicinity have inquired about our 
trip, and needless to say we have 
made them aware of that leading 
publication called D.E. 

Our trip with United Airlines 
was swift and safe, and we are cer- 
tainly sold on their excellent serv- 
ice. We believe it would be very 
difficult to find a hotel to surpass 
the Royal Hawaiian for beauty, 
service, and all around hospitality, 
tcgether with excellent cuisine. 

We swam and sunned every day, 
and toured the island of Oahu. The 
warmth and friendliness of every- 
one we met will be long remem- 
bered, and some day we hope to 


} 7 return for another visit. 
offers all these installation es ee 
and operating advantages e@ Readers will remember Mr. Skold 


as the winner of the 10-day trip to 
Hawaii in D.E.’s “Consult Your Whole- 
saler” contest. 





1. Full protection against rust and edges to deter lodging of dirt or scale 

corrosion. Stainless steel heat ex- ... are, in effect, self-cleaning. A LITTLE HELP, PLEASE 

changer and burners prolong service PirtspurcH — Can you tell us 

life, lower maintenance costs, extend PLUS whether the term “water closet” is 

application possibilities. {4 Lightweight and small bulk to mini- | in general use throughout the 
mize installation and handling costs. plumbing, building and architec- 


2. Easy access. Entire control assem- 
bly is mounted on side of unit, is easy 
to get at for service regardless of 


“A choice of five sizes — 88,000 to tural fields? One of our clients 
213,000 Btu/hr input, all AGA-approved | seems to prefer the us2 of this 








where furnace is located. —to meet applications including: central term in editorial material we pre- 

heating ‘a. booster units . . . ait condi- pare. Also, when we refer to 
3. Fast, uniform heat transfer. Seam- tioning . . . industrial and agricultural plumbing fixtures in commercial 
welded, gas-tight exchanger features drying, processing and ventilating. and industetel test roses, aeeuld 


individually-fired tubes. we use the term “toilet,” or “wall 


For details, ash the representative listed in . a 
4. Non-fouling burners. Burner ports the classified phone book for Bulletin 855, or closet,” or “water closet? 

have four times more area than con- write— Modine Mfg. Co., 1502 DeKoven | W. L. Reppinc 
ventional drilled ports . ... knife-like Ave., Racine, Wis. Ketchum, MacLeod & Grove, Inc. 


@In our opinion, the term “water 
closet” is preferred and is in general 


€ GAS-FIRED STAINLESS | “*¢ in the industry. In the case of 


industrial and commercial applica- 


STEEL DUCT FURNACES | tions, “wall hung closet” seems to be 


preferred. At any rate, both terms 
are readily understood throughout the 14 


building and architectural fields. 





D-1277 
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HAMMOND VALVES 


SEATTLE, WASH. CLEVELAND, aH, EW vORK, NY. | 
= aN <a, ‘MICH \ HRRESON, Mh || i 


“ae wHi0. Rison CONN, | 

_— = PITTSBURGH, PENN. PHILADELPHIA, PENN. | 
DUIS; _~ aN, BQ Seni N\N. i || . 
KANSAS € M0, BUFFALO,-N.Y, 4 
CHICAGU, tht —penManD, VA: 


Pi 


LANCASTER, PA UTICA, N-¥~ 














J This service means quick deliveries 
that save time and money for the 
plumbing and heating Malt 


aia VALVES 


- standard of value with the trade for over SS years 
HAMMOND BRASS WORKS wammono, indiana 
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COMPLETE COVERAGE applies, not to model, but to big 
advertising campaign for In-Sink-Erator disposers. There 
will be exposure in all media with contractors invited to 
join promotion on local level. The campaign is now underway. 


Picture 


aragraphs 


MISS CLEAN AIR swells her lungs with pure ozone in 
honor of Cleaner Air Week which you may have caught 
a whiff of recently. Trion Air Cleaner helps provide this 
beauty with good breathing and some breathless contours. 
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THE BIG QUESTION—are Hawaiian shirts worn inside 
or outside trousers? Mike Mercury, ASSE treasurer, and 
Wendell Dillon, president, had opposite views during a 
business trip to Honolulu for Watts Regulator Company. 





anf. 


EVERYTHING DIVES but the temperature in pocl at 
Beverly-Hilton Hotel near Los Angeles. Powers Regula- : 
tor controls keep water just right as these fair-enheit 
watchers will testify after taking a big-scale reading. 
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sB quality plus 


af no extra cost 


The new CS&B packaging combines eye appeal with buy appeal. Quality in appearance 
and durable in design, these new packages ore crush resistant and easy to stack. And 
the overall! pattern reminds the buyer of CS&B's complete line, making it easier for you 
to sell related items. 


Cash in on this combination of Quality Plus at no extra cost. 


THE CONNECTICUT STAMPING & BENDING CO. 


NEW BRITAIN, CONN., U.S.A. 
affiliate: TUBE BENDS INC. aircraft parts 
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(OOK FOR FRA 
RELIABLE GUIDE T 
¢ PROCESSII 

¢ HEATING 

¢ AIR COND 

* LEADING | 
LATEST T 
FARM & | 













models of U. S. 


| 
| 
One of the many 
Slicing machines for 


the meat industry. 


U.8. SLICING MACHINE 
COMPANY. INC. 


UsSCK 


Franklin Mctou _______ 


for dependable powering of 
their outstanding products 





are an integrated, vital part of many leading commercial and home appli- 
ances. Franklin builds in that dependability of motive power which is a 
major factor in judgment of product “quality.” To be assured of continuing 


satisfaction, fine equipment is best powered by Franklin Motors. 





‘OOK FOR FRANKLIN MOTORS AS A 
RELIABLE GUIDE TO DEPENDABILITY IN... 


PROCESSING MACHINERY Frankfin Electric Co.. Ine. 
HEATING EQUIPMENT ; 
AIR CONDITIONING 

LEADING WATER SYSTEMS 


LATEST TYPE SUMP PUMPS 
FARM & HOME APPLIANCES HOME OF DEPENDABLE ELECTRIC MOTORS 





345 EAST SPRING STREET @ BLUFFTON, INDIANA 


| 


Z 


k 


) 


A “PROJECT” PRICED 


% You acked for it ! 


IRIE AIRES RIE matt 





“CUSTOM” QUALITY BATHTUB 


CHECK THESE FEATURES 





Y Full 5 feet long recessed tub High tiling-in flange assures 
.. with sound deadener, positive, permanent, water- 
proof seal between tub and 


tf Acid-resisting, stainproof andl: 


porcelain enamel finish. 
Medicines, soaps or bleaches 
will not effect this finish. 


Straight bottom and ends 
eliminate special, costly cut- 


: ting of fi Il tile. 
a dataabes die-formed steel ing of Heer and wall te 


eliminates expensive rough- 
ing-in changes or carpentry 
alterations. 


Light-weight of porcelain on 
steel means faster, easier, low 
cost installations. 





| It’s here at last ...a bathtub designed specifically 
for low budget homes with all the fine quality 
advantages and appearance of high priced bath- 
tubs. How has Ingersoll done it? With modern 
mass production methods using the latest tech- 
| niques and materials. And, the Ingersoll way 
means economy without sacrificing quality. Here, 
at last, are bathroom selling features you can 
! afford. Write or wire for details and prices. 
| 


INGERSOLL PRODUCTS DIVISION 


J oleycope (Lot as1-) a Mel gelesaotsleyel 


CHICAGO 43, ILLINOIS 





TS 


THE LAW! 


Legal Decisions of Interest to Contractors 


QQGW 


OA NAVY (¢« P0§3rlbEe mpd ees ANN 





Patent Rights 

Ever say to yourself, “That 
idea of mine is good enough to 
patent?” 

Well, if an invention is that 
good, don’t waste time. A patent 
is your best protection against 
“borrowing.” But even if some- 
body tries to take over your 
brainstorm before you obtain a 
patent, you still have the law on 
your side. 

For example, a contractor de- 
veloped a device that had genu- 
ine production possibilities. He 
told his son-in-law about it in 
order to have a contract drawn 
for manufacture and promotion 
of the invention. The son-in-law, 
however, attempted to use the 
information for his own use. 

The contractor brought suit. 
Despite the fact he had no pa- 
tent, the judge said he was “en- 
titled to be protected in the en- 
joyment of his own invention.” 
The contractor was given full 
rights to the device. 

Citation: Sketchley v. Lipkin, 
222 Pac. (2d) 927. 


Extra Work?—No! 

Generally it’s wise for a con- 
tractor to consider “extra work” 
as something that exists only in 
the imaginations of some people. 

Take a plumbing contractor 
who contracted to do work for a 
state government. While per- 
forming the work, officials asked 
the contractor to cut back por- 
tions of a concrete wall as “extra 
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By Leo T. Parker, Attorney 
Cincinnati, Ohio 


work.” Such work was not speci- 
fied in the contract, and when 
completed, officials refused to 
pay. The contractor brought suit 
but was told by the court that he 
should not have undertaken it 
“even under protest.” 

Citation: Available from D. E. 





Damages Must Be Proved 

Contractors aren’t liable in 
damages to property even if 
negligence can be shown, unless 
the amount is proven. 

For example, a contractor re- 
cently completed a job covered 
by a contract requiring the usual 
“good workmanlike manner” in 
installation. The property own- 
er, however, filed a damage suit 
because he claimed the contrac- 
tor did not complete the installa- 
tion in “good workmanlike man- 
ner.” Thus the contract had been 
broken, and, said the property 
owner, he did not have to pay. 

The property owner had a wit- 
ness testify to damage, but he 
could not prove the amount. The 
court, therefore, required him to 
pay the full contract price. 

Citation: London v. Hinton, 77 
N.E. (2d) 265. 








YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 

A plumbing and heating contractor signed a contract 
for the installation of fixtures in a building. The property 
owner failed to make the agreed payments after the in- 
stallation, however. The contractor, without the consent 
of the property owner then removed the fixtures from the 
building. 

The owner sued saying the contract contained no clause 
stating that the contractor can repossess equipment if 
there is a default. Had the contractor acted illegally? 


Bd of * 

Yes. The court said unless there was a repossession 
clause in the contract, such action was wrong. The con- 
tractor was held liable for $1,050 damages. (Court cita- 
tion available from Domestic Engineering). 











‘Compare 


LARGE CAPACITY GAS BOILERS 


| 
with | 


ijanitrol 


‘66’ SERIES 


le 









18 SIZES e NET RATINGS (I-B-R) 


1,770 TO 12,950 SQ. FT. OF STEAM OR 
3,005 TO 20,720 SQ. FT. HOT WATER 


















(Approximate Net Steam Rating: 10,000 Sq. Ft.) Janitrol 66" Brand A Brand B Brand C 
o/ No. Sections To Assemble 16 18 18 33 
o/ No. Burners & Tubes To Install 30 68 34 64 
oe Overall Length Of Boiler Jacket 128 
o/ Maximum Height 69% 

ah 


Sage 


com pare the features of the new Janitrol ‘66’ Series Boilers with 


any other brand for quality in design, appearance and construction. _ 
You'll find Janitrol is faster and costs less to install . . . requires less floor V4 
space . . . is simpler to service and inspect. a 


Janitrol Boilers are especially designed for use with city gas and L-P gas 
fuel. The high-capacity boiler sections give maximum heat extraction . . . 2 
operate economically with long-life dependability. The Janitrol ‘'66’’ Series 
is designed for larger apartments, institutions and commercial-industrial 
buildings. Smaller sizes, with similar exclusive design features, are 


available for residential work. 
anitrol 


HEATING AND AIR-CONDITIONING 
DIVIS{1O8n =—_——= 









i for 
CONTRACTORS —Write today 
all the facts on Janitrol and the sales 
opportunities in your area. 











SURFACE COMBUSTION CORPORATION ° COLUMBUS 16, OHIO ® In Canada: Alvar Simpson, Ltd., Toronto 13 Spar 
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Sr rArt eh CW STEEL PIPE GIVES 





TOP-QUALITY SERVICE AT MERRY ACRES MOTEL 


Merry Acres Motel, situated on ten 
acres of beautiful ground in a quiet 
suburban section of Albany, Georgia, 
is typical of the many new motels that 
line our highways, offering top-quality 
service to motorists. Each of the 33 
rooms at Mérry Acres was planned to 
give overnight guests maximum com- 
fort and convenience. 

To assure a top-quality plumbing 
installation in each room, 2,165 feet of 
Spanc CW Steel Pipe were installed. 
The specs called for Spanc CW, not 
only because it is easy to work with, 
but also because it has a top-quality 
reputation for giving years of depend- 
able service. These two important 
factors are the result of Spanc’s careful 
quality-control. 


This quality-control begins with the 





Owner and Builder: G. G. Dozier, Albony, Georgia 

Architect: Rayburn Webb, Albany, Georgia 

Plumbing Contractor: Lipsey Heating and Plumbing Company, Albany, Georgia 
Spang Distributor: Engineering and Equipment Compcny, Albany, Georgia 
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selection of top-grade skelp, continues 
through the close control of the manu- 
facturing process, and includes the 
final inspection and testing of the 
finished pipe. 

Quality-controlled Spanc CW is easy 
to bend, cut, thread and weld. It has 
strong, uniform welds; smooth, clean 
inside finish; uniform diameter 
all important features in lowering in- 
stallation time and costs. 

Why don’t you take advantage of 
Spanc’s quality-control? Whatever your 
piping needs may be—radiant heating, 
snow-melting, plumbing, air condition- 
ing or water’ lines—Spanc CW Steel 
Pipe will give you top-quality service. 
See your local Spanc Distributor, for 
your next order of pipe. He will give 
you top-quality service, 400. 


SPANG-CHALFANT 


DIVISION OF NATIONAL SUPPLY COMPANY 
General Sales Office: Two Gateway Center, Pittsburgh, 
Pa. District Soles Offices: Atlanta, Boston, Detroit, Houston, 
los Angeles, New York, Philadelphia, Pittsburgh, St. Louis 


PANG | 


























SPECIFY PHELPS DODGE 


For prompt §é< 
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1GE SOPPER WATER TUBE 


delivery from 
service depots’! 











When you specify Phelps Dodge copper 
water tube, you are assured of fast delivery to 


wholesaler stocks anywhere in the nation. 


Phelps Dodge service depots in Cambridge, 
Mass., Bayway, N.J., Philadelphia, Chicago, 








Houston and Los Angeles enable distributors 





to maintain complete warehouse stocks, 


fill orders of any size without delay. 





Place your next order for copper water tube 
with Phelps Dodge—for highest grade 
copper, expert craftsmanship and finest tube 
properties—for prompt delivery! 














(Pap leg Qa fion Mets Meal? 
PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


NEW YORK, N. Y.—LOS ANGELES, CALIF. 
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Questions and Answers 


Hot Water Line Develops Sweat Joint Leaks 


To the Editor: 

We have been servicing a 10-unit 
motel that is continually develop- 
ing leaks in the sweat joints of the 
domestic hot water line (the cold 
water line causes no trouble). 

The accompanying sketch (See 
Fig. 2-A) is a plan view of the motel 
and the area of the hot water line 
giving trouble. The piping is buried 
1 ft underground and all laterals 
pass through an 8 in. brick wall. 
The supply line is approximately 10 
in. from the outside wall and runs 
parallel with it. 


= No provision was made for ex- 
pansion and contraction when the 
piping was installed and that is evi- 
dently the reason for repeated fail- 
ure of the soldered joints. 

Would a swing joint like the one 
shown on our sketch (See Fig. 2-A) 
compensate for the expansion-con- 
traction action? Would one expan- 
sion joint at the center of the line 
be sufficient to handle the pipe ex- 
pansion in both directions from that 
point? 


Wisconsin JH. 


To the Reader: 

If there were no branches through 
the footing, it would be possible to 
place an expansion joint in the cen- 
ter of the run. 

Because of the numerous branch 
lines throughout the length of the 
hot water main and the short dis- 
tance from the main to the building 
foundation, however, the use of 
swing joints is not recommended. 
Fatigue and abrasion probably 
would develop where branch lines 
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enter the building (See point X, 
Fig. 2 at right). 

The permanent solution to this 
problem would be to use a short- 
traverse expansion joint at all 
points marked “E” on Fig 2-B. 
The expansion joints are also 
termed expansion compensators and 
ere commonly used in baseboard 
radiation jobs as well. 

In addition to the use of expan- 
sion joints, it would be necessary 
also to anchor the hot water main 
at points “Y” and “Z”; with both 
ends fixed. The compensators wou!d 
absorb the pipe travel at frequent 
intervals and eliminate the flexing 
action at point X, Fig. 2. 

Another improvement in this in- 
stallation would be to use water- 
proof pipe insulation which would 


prevent temperature heat loss from 
the line and in turn prevent tem- 
perature changes from continually 
taking place. 

In calculating the amount of ex- 
pansion that will be encountered, it 
is necessary to determine the tem- 
perature when the line is filled with 
hot water and compare this with the 
temperature of the pipe when the 
installation was made. This com- 
parison provides the temperature 
differential. An example of this 
may be shown with hypothetical 
conditions by assuming the use of 
160F hot water and assuming that 

(Please turn to top of page 126) 


CEMENT BRICK 
F 


TION 





Fig. 2: Cross-section view of expan- 
sion problem shows reader’s suggested 
swing joint connection of a service or 
street elbow installed in ips branch of 
copper sweat tee. See accompanying ar- 
ticle for details, alo Figs. 2-A and 2-B. 
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Fig. 2-A shows a plan view of a 10-unit motel with hot water piping which 
has no provision for expansion and contraction. The soldered copper joints have 
been broken at points “A” and “B”. Fig. 2-B shows the solution to the expan- 
sion problem in the long run. Pipe should be anchored at points “Y” and “Z” 
and expansion joints or compensators placed at points “E” in the system. 
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Introducing the Winkler 


"GQ" 


ee.@ genuine advance in all-year 
air conditioners—oil or gas fired 


Another money-maker for Winkler Franchised Dealers! The “GO” 
offers all the economy and dependability features of Winkler 
Furnaces—with cooling equipment now added! You have to 
see the ‘““GO”’ to fully appreciate the quality of its exclusive design 
and long-life construction. 

The “GO” is flexible—can be installed either as a complete 
heating-cooling system, or with the special evaporator casing left 
empty for future addition of the cooling coil. The compressor- 
condenser unit is installed outdoors. 

Shipped as a complete “‘package”’, the Winkler ‘‘GO”’ is avail- 
able in models for basement or utility room installation and for 
conventional cr perimeter type systems. /t costs Jess to install— 
the filter is housed in a frame which can be placed in any of five 
positions, assuring greater adaptability to various installing situa- 
tions and lower duct costs. 

Write today for the facts on the Winkler ‘““GO”’—and how to 
obtain a Winkler Direct Factory Franchise. 








Up to 42% more heating surface 
The corrugated Heat Exchanger has 
almost one half again as much heat- 
ing surface as conventional types— 
transmits more heat—keeps fuel bills‘ 
down. 








Money-saving 
oil burner 
Oil-fired units are 
equipped with the 





Winkler LP low pres- Model WB 

sure burner—proved Remote compressor unit For basement instal- 
to save as much as 50% Installs outdoors—no noise in the home. lation. Casing for 
in fuel. Available in water and air cooled models. evaporator coil is lo- 


cated at top of unit. 





Oil and Gas-Fired Boilers and Furnaces. ..Gas Conversion | ~ r 
Burners... Oil Burners. .. Stokers. .. Air Conditioners 


WINKLER® © 


WRITE TODAY FOR DIRECT FACTORY FRANCHISE DETAILS ¢ AUTOMATIC * 


STEWART-WARNER CORPORATION “2a 


U. S. MACHINE DIVISION e« Dept. F-125 ¢ LEBANON, IND. 
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Republic Flexible Plastic 
Starts with 100% Virgin 


74a STD wr, 
REPUBLIC Fe @ SFr 


75 PS! REp 
VSUIE fe @ Sem 


/00 PS / R 
EPY 4 
GLIC *¢ @ SFT 


ce = eee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee oe 


REPUBLIC STEEL CORPORATION 
3158 East 45th Street 
Cleveland 27, Ohio 


Please send me literature covering details on: 


(_] Republic Flexible () Berger Steel Shelving 
Plastic Pipe (1) ELECTRUNITE Stainless 
(J Republic Steel Pipe Steel Pipe 


EE OS 


Company 

QUALITY OF SERVICE AS WELL AS OF PRODUCT makes Republic Steel Pipe a 

favorite in the plumbing, heating and air conditioning industries. Customers 

know they can get what they want when they want it from their Republic 

. Pipe Distributor. Made by the Cortinuous Butt Weld Process, pipe is easily 
ee —_—_—_——_— : * 

City. ne____State threaded, readily bent—has tight adherence of the galvanized coating. 


Send coupon for literature. 


Address.__$_$_$_$_$_________—_——__—________— 
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Pipe Quality 
Polyethylene 


Right off the bat you know that every inch of 
wall in every foot of Republic FE Plastic Pipe is 
homogeneous in structure—that you and your cus- 
tomers are protected from weak spots. 


Supplied by nationally known manufacturers, 
this top-grade polyethylene is typical of Republic’s 
high standards of quality. Also typical are the 
modern machines, the latest annelvcaing tech- 
niques, the rigid controls employed. These com- 
bine with more than 50 years of os 
experience to make Republic one of the world’s 
foremost manufacturers of tubular products. 





We're proud of the plastic pipe we’re produc- cial 
ing and the acceptance of Republic Flexible by LIGHTNESS of Republic Flexible Plastic Pipe is demonstrated by the ease with which 


customers everyw ere. It’s a natural on the farm men handle this 90 - foot loop. It's a small section of the extensive sprinkler system 
for jet umps, watering livestock, brooder houses, recently installed in the fairways of the Manakiki Country Club, Willoughby, Ohio. 
and other cold-water applications. It’s ideal for 
residential and municipal sprinkling systems— 


f j t jobs. 
ee oe on nneEOR ome Nationally advertised Republic Flexible Plastic 





Highly resistant to acids, alkalies and many Pipe comes in 9 sizes from 4" to 6” diameters. 
chemicals, it’s also immune to electrolytic action. It’s available in coils—sizes 4%" through 3”; in 25- 
It’s lightweight—-installs quickly. And joining is foot straight lengths—sizes 4” and 6”. Booklet 
so easy the most inexperienced person can do it. 603 will give you all the facts. Send for your free 
Only tools needed are a knife or saw, plus ordi- copy. Imprinted literature and display material 
naty screwdriver for tightening stainless steel are also available. For immediate information 
clamps. contact your local Republic Pipe Distributor. 


REPUBLIC STEEL 
Weldli Wile Range off Stiwalard, Stiols aud Sto Prodlivte 


PART OF EVERY REPUBLIC PRODUCT 


i a =| C} 


QUALITY OF CONSTRUC- 
TION MAKES THIS PIPE 
RACK STRONG and long- 
lasting. Units 35” and 70” 
long can be joined to pro- 
duce racks of any desired 
length. Seven arms on 
each side are easily ad- 
justable, will support one 
ton each. This is just one 
of many quality products 
produced by Republic's 
Berger Division. Others: 
Shelving, lockers, files and 





QUALITY OF THE WELD MAKES REPUBLIC ELECTRUNITE STAINLESS 
STEEL TUBING AND PIPE DEPENDABLE— and favorites among 
contractors whose customers include chemical plants, paper 


ipe a 

anit office equipment. mills, food processing and citrus plants. Accelerated lab test 

public demonstrates weld is not subject to preferential corrosion by 

easily boiling short length of ELECTRUNITE stainless in 20% hydro- 

ating. chloric acid solution. Contact Republic Steel and Tubes Division 
for further information. Mail coupon for literature. 
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CONTRACTORS * WHOLESALERS « MANUFACTURERS 


CONTRACTOR ASSNS. . . . National 


Jan, 15-17—NARDA—Annual con- 
vention of the National Appliance & 
Radio-TV Dealers Assn.; Conrad Hil- 
ton Hotel, Chicago. 


Jan. 23-25—ASHAE—Annual meet- 
ing of the American Society of Heat- 
ing & Air Conditioning Engineers; 
Sheraton-Gibson Hotel, Cincinnati. 


May 15-18—MCAA—Annual con- 
vention of the Mechanical Contractors 
Assn. of America; Brown Hotel, Louis- 
ville, Ky. 


CONTRACTOR ASSNS. 
... State 


Jan. 25-28—Illinois—Annual con- 
vention of the Illinois Master Plum- 
bers Assn.; Congress Hotel, Chicago. 


Feb. 6-8—Ohio—Annual convention 
of the Ohio State Assn. of Plumbing 
Contractors; Pick Ohio Hotel, Youngs- 
town. 


Feb. 16-18 — Minnesota — Annual 
convention of the Minnesota Assn. of 
Plumbing Contractors; Hotel Nicollet, 
Minneapolis. 


Feb. 17-18—Kansas—Annual con- 
vention of the Kansas Plumbing and 
Heating Contractors Assn.; Broadview 
Hotel, Wichita. 


Mar. 1-3—Arkansas—Annual con- 
vention of the Associated Mechanical 
Contractors of Arkansas; Marion Ho- 
tel, Little Rock. 


Mar. 1-3—Missouri—Annual con- 
vention of the Missouri State Assn. of 
Master Plumbers; Continental Hotel, 
Kansas City. 


Mar. 8-10—Oklahoma—Annual con- 
vention of the Associated Plumbing & 
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June 11-14—NAPC—Annual con- 
vention and exposition of the National 
Assn. of Plumbing Contractors; Audi- 
torium, Milwaukee. 


June 18-20—ASHAE—Semi-annual 
meeting of the American Society of 
Heating and Air Conditioning Engi- 
neers; Shoreham Hotel, Washington, 
D.C. 


Sept. 16-21—ASSE—Annual meeting 
of the American Society of Sanitary 
Engineering; Morrison Hotel, Chicago. 


Heating Contractors of Oklahoma; 
Mayo Hotel, Tulsa. 


Mar. 12-13—Nebraska—Annual con- 
vention of the Nebraska Plumbing and 
Heating Contractors Assn.; Hotel Lin- 
coln, Lincoln. 


Mar. 16-17—Louisiana—Annual con- 
vention of the Associated Plumbing 
Contractors of Louisiana; Captain 
Shreve Hotel, Shreveport. 


Mar. 21-22—Maine—Annual con- 
vention of the Maine State Assn. of 
Master Plumbers; Eastland Hotel, 
Portland. 


Mar, 22-24 — Washington — Annual 
convention of the Associated Plumb- 
ing & Heating Contractors of Wash- 
ington; Chinook Hotel, Yakima. 


Apr. 5-7—Colorado—Annual con- 
vention of the Colorado Assn. of 
Plumbing Contractors; Shirley-Savoy 
Hotel, Denver. 


Apr. 5-7—Iowa—Annual convention 
of the Iowa Assn. of Plumbing Con- 
tractors; Hotel Savery, Des Moines. 


Apr. 8-10—Florida—Annual con- 
(Please turn to top of page 36) 


WHOLESALER ASSNS. 


Jan. 23-24—PHWNE—Winter meet- 
ing of the Plumbing & Heating 
Wholesalers of New England; Statler 
Hotel, Boston. 


Feb. 9-11—WDA—Annual meeting 
of the Wholesale Distributors Assn.; 
Statler-Hilton Hotel, Dallas. 


Apr. 4-6—CSA—Spring meeting of 
the Central Supply Assn.; Palmer 
House, Chicago. 


Apr. 8-10—SWA—Annual meeting 
of the Southern Wholesalers Assn.; 
Palm Beach Biltmore Hotel, Palm 
Beach, Fla. 


Apr. 15-17—MAWA—Annual meet- 
ing of the Middle Atlantic Wholesalers 
Assn., Chalfonté-Haddon Hall, Atlan- 
tic City, NJ. 


Oct. 28-31—AI—Annual convention 
of the American Institute of Whole- 
sale Plumbing & Heating Supply 
Assns.; Sheraton-Park Hotel, Wash- 
ington, D.C. 


MANUFACTURER ASSNS. 


Jan. 7—AHLMA—Annual meeting 
of the American Home Laundry Man- 
ufacturers Assn.; Palmer House, Chi- 
cago. 


Jan. 22-26—NAHB—Annual con- 
vention and exhibition of the National 
Assn. of Home Builders of the U.S.; 
Conrad Hilton Hotel, Chicago. 


Jan. 23—NIWKC—Annual meeting 
of the National Institute of Wood 
Kitchen Cabinets; Sheraton Hotel, 
Chicago. 


Jan. 26-27—NADFPM— Quarterly 
meeting of the National Assn. of 
Domestic & Farm Pump Manufactur- 
ers; Sherman Hotel, Chicago. 


Feb. 9-10—SKCMA—Quarterly 
meeting of the Steel Kitchen Cabinet 
Manufacturers Assn.; Waldorf-Astoria 
Hotel, New York City. 


Mar. 22-23—WCF—Annual meeting 
of the Water Conditioning Foundation; 
Edgewater Beach Hotel, Chicago. 


Apr. 19-21I—GAMA—Annual con- 
vention of the Gas Appliance Manu- 
facturers Assn.; no exposition; The 
Greenbrier, White Sulphur Springs, 
W. Va. 


June 11-15—OHI—Annual conven- 
tion and exposition of the Oil Heat 
Institute of America; Coliseum, New 
York City. (Note: This date has been 
changed from that previously listed). 
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Do 


Why More and More 


Air Conditioned Churches 


Are Controlled by POWERS 


Year ‘round 
AIR CONDITIONING 
Control System 


used in this distinguished modern church helps provide these 
important benefits: (a) light and airy appearing 

church due to use of large glass areas, without penalties of 
cold drafts or excessive solar heat; (b) people attending 
weddings, funerals and other services leave church without 
feeling and looking wilted in hot weather, no drooping 

altar candles; (c) closed windows reduce cleaning bills and 
outdoor noises; (d) increased attendance due to 

greater year round comfort. 


For more than 60 years Powers Control 
Systems have been providing thermal 
comfort in various types of buildings. 
Experience gained here and in many 
other prominent buildings should be 
helpful to you in selecting the most 
efficient control for your building. 


For further information contact your 
nearest Powers office or write us direct. 











. 














THE POWERS REGULATOR CO. 


Offices in Chief Cities in U.S.A., 
Canada and Mexico 


CHICAGO, ILLINOIS 
SKOKIE, ILLINOIS 


Over 60 Years of Temperature and Humidity Control 
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WHO 
wants a 





kitchen sink 




























Color has long had an important place in 
the kitchen—and now the demand is for 
color in sinks because home owners are 
more color-conscious than ever before. 


So AllianceWare meets this demand with a 
choice of 5 colors in two models of famous 
AllianceWare —the most complete line 
of sinks. 


Two popular numbers—S-2421—a single 
bowl with or without faucet ledge and 
S-3221—a double bowl with or without 
faucet ledge—are now available in color— 
pink, yellow, tan, blue, and green—as well 
as white. 


As always, AllianceWare helps progressive 
plumbers meet customer desires with sani- 
tary ware of high quality styled for mod- 
ern preferences in home building. You'll 
gain profit and prestige with AllianceWare. 
For complete details ask your plumbing 
supply jobber, or write us. 


ALLIANCEWARE, INC. - Alliance,Ohio 





Plants in 


BATH TUBS 

LAVATORIES Alliance, Ohio; 
CLOSETS Colton, California and 
SINKS Kilgore, Texas 
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More shut-off per dollar! 


Globe or gate, solder cup or threaded 
... you get extra value with NIBCO 
pressure rated valves. That’s because 
their Nibcoloy stems permit the cutting 
of accurate long-wearing threads, are 
high in tensile strength, and are non- 
corrosive. Then, too, valve bodies are 
85-5-5-5 alloy in accordance with A.S.A. 
standards. In fact, NIBCO valves meet 
or exceed all performance standards... . 
with SWP and WOG pressures clearly 
marked on side of the body. And they’re 








— ao 


7 


o 
- 


made by valve specialists—in a plant 


devoted exclusively to the manufacture = 


~ > 
eas as = 


of valves. i 
—it wears and wears 


I 
SEND FOR FREE CATALOG NVC-2 and wears 


Illustrated catalog gives specifications 
for all popular types and sizes. 


Northern Indiana Brass Co., 
1204 Plum Street 
Elkhart, Indiana 














NIBCO 


PRESCURE RATED VALVES 
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Circulating pump bulletin. Four 
pages of general information on 
pumps for circulating large hot 
water heating and chilled water 
cooling systems. Discusses con- 
struction of motor and pump and 
includes typical! specifications, 
servicing data, capacities, sizes and 
dimensions. 

Available from: Bell & Gossett 
Co., 8200 N. Austin, Morton Grove, 
IL. 


Pipe installation folder. Gives 
instructions for installing bitu- 
minous fibre pipe for drainage, 
sewer and septic systems. Explains 
trench preparation for different soil 
types and provides hints for work- 
ing with this type of pipe. Four 
pages. 

Available from: Line Material 
Co., 700 W. Michigan St., Milwau- 
kee 1. 


Baseboard heating and cooling 
catalog. Twelve page catalog on 
baseboard heating and cooling sys- 
tems features full color photos of 
typical residential, commercial and 
church installations. Presents com- 
parative data on air distribution. 
performance and operating cost. 


Methods of sizing to different types 








of structures are included with 
capacities and specifications. 

Available from: Thermo-Base 
Div., Gerwin Industries, Inc., Mich- 
igan City, Ind. 
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m., READING 


Gas water heater booklet. Pock- 
et-size, 20-page public relations 
booklet, on the automatic gas water 
heater line, gives a complete report 
on company plans and achieve- 
ments. Includes eight pages of pic- 
tures and information tracing man- 
ufacture of equipment. 

Available from: Ruud Mfg. Co., 


Kalamazoo, Mich. 


Polyvinyl chloride pipe catalog. 
Thirty pages describe the com- 
pany’s polyvinyl chloride plastic 
pipe for oil and water lines, vents 





and other installations. Charts pro- 
vide physical properties and chem- 
ical resistances for both normal- 
impact and high-impact types. 
Lists operating pressures and wa- 
ter flow data and includes installa- 
tion procedures. 

Available from: National Tube 
Division, U. S. Steel Corp., 525 
William Penn P1., Pittsburgh. 


Boiler cleaning literature. Pre- 
sents the firm’s boiler cleanout kit 
for removing rust, scale and cor- 
rosion from metal parts of residen- 
tial and small hot water and steam 
boilers. Applications are described. 

Available from: Dominion Poly- 
Products Corp., 11 W-. 42nd St., 
New York City 36. 


Pipe hangar bulletin. Four pages 
of charts and illustrations on a new 
(Please turn to top of page 161) 


Convention Dates 


(Continued from center of page 32) 
vention of the Associated Plumbing & 
Heating Contractors of Florida; Soreno 
Hotel, St. Petersburg. 


Apr. 12-14—New Mexico—Annual 
convention of the Associated Plumb- 
ing, Heating & Piping Contractors of 
New Mexico; LaFonda Hotel, Santa 
Fe. 


Apr. 12-14—North Carolina—Annual 
convention of the North Carolina Assn. 


of Plumbing & Heating Contractors; 
George Vanderbilt Hotel, Asheville. 


Apr. 19— Massachusetts—Annual 


convention of the Massachusetts State 
Assn. of Master Plumbers; Sheraton 


Plaza Hotel, Boston. 


Apr. 19-21—New Jersey—Annual 
convention of the New Jersey Assn. 
of Plumbing Contractors; Hotel Chal- 
fonte, Atlantic City. 


Apr. 20-21—Virginia—Annual con- 
vention of the Virginia Associated 


Plumbing & Heating Contractors; Ho- 
tel John Marshall, Richmond. 


Apr. 21—Vermont—Annual conven- 
tion of the Vermont State Assn. of 
Plumbing and Heating Contractors; 
Montpelier Tavern, Montpelier. 


Apr. 26-28—Montana—Annual con- 
vention of the Associated Plumbing 
and Heating Contractors of Montana; 


Finland Hotel, Butte. 
Apr. 26-28—New York—Annual 


convention of the New York State 
Assn. of Plumbing Contractors; Hotel 


Seneca, Rochester. 


Apr. 26-28— Pennsylvania— Annual 
convention of the Pennsylvania Assn. 


of Plumbing Contractors; Zembo 
Mosque, Harrisburg. 


Apr. 26-28—Texas—Annual conven- 
tion of the Associated Plumbing & 


Heating Contractors of Texas; Carlton 


Hotel, Tyler. 


May 3-5—Michigan—Annual con- 
vention of the Michigan Assn. of 
Plumbing Contractors; Hotel Hayes, 


Jackson. 


Chicago’s big business tipped its 
hat to Crane Co. recently in honor 
of the firm’s 100th birthday. 

The Chicago Assn. of Commerce 
and Industry passed a resolution 
commending Crane for its exempli- 
fication of the highest traditions of 
American business. 
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NOT THIS .. . Irregular, long smoky flame 
tips of conventional burner head indicate 
combustion inefficiency. 


BUT THIS .. . Note regularity of U.S.-Carlin's 
cone shaped flame. It’s clean, concentrated, 


bright—feotures that add up to maximum 
efficiency. 








just one of many reasons why 
you profit more with U.S.-Carlin 



















There IS a difference in oil burners . . . a difference 
you can fell easily ... and sell even more easily. 
The U.S.-Carlin famous High Temperature Com- 
bustion Head and its efficient flame is just one of 











0 many real sales advantages. 
: The famous HIGH TEMPERATURE . U.S. - Carlin Oil Burners—ranging in capacities 
q lates bei to ae from 0.50 to 20.00 GPH—offer many saleable 
‘ features: fuel-saving HTCH ... exclusive vernier 
flame control... delayed- 
f opening oil valve... 
, instantaneous fuel cut-off seer) 
. .. plus smooth, efficient | 
performance and preci- 
. sion-made quality une- 
7 qualled on the market. 
1 
: THE CARLIN COMPANY 





WETHERSFIELD 9, CONNECTICUT 
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new {Gm u30 


Positive snap action, time 
tested for trouble-free 
service. Working parts may 
be removed and adjusted 
from inside tub. 


2%" adjustment without 
cutting 


Solid threaded connection 


Patented overflow washer 
saves one half hour instal- 
lation time. Adjustable 
from 6° to 10°. 


All tubing heavy gauge, 
seamless, brass 


Brass spring wire for long 





life 


Meets all State codes that 


call for water seal in tub 


Plunger assembly may be 


removed by simply lifting ——~ 


out 


Final adjustment of plunger —_ | 


opening for quick drainage 


Tee may be reversed for 
shallow floor construction 


Shoe cam and links are 























heavy brass riveted as- 
sembly for smooth waste 
flow 











Tal O8 pg Pifunp 
sale, dmc 


$" Guaranteed by 
Good Houssheoping 


£0r as ADveaTIstO wwe 


a> 













No. 582 Automatic 
Diverter Spout. 
Twin ell two-valve 
body, shower head, 


No. 80 Chrome Over- No. 
The-Rim Tub Filler. 
8” centers with 
spout. Also with 6” 


arm centers 
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MAKE GERBER 


802 Chrome 
Bath and Shower 
Diverter. 8” centers 
with spout, shower 
head, arm and 
flange. Also with 11” 
centers 





232 North Clark Street °* 

























Pop-up drain 


0. 180 Positive, Snap-Action 
vals Waste and Overflow 


This is it! A pop-up bath tub 
drain loaded with exclusive fea- 
tures! Completely new in de- 
sign, the Gerber pop-up drain 
gives you all the latest engineer- 
ing advances in waste and over- 
flow design, yet the price is 
moderate. 


Look at this: 


, Exclusive modern-design 
patented Gerber overflow head 
washer 


All internal working parts 
easily removable from inside 
tub 

Assembles quickly Adaptable 
to all tubs—cast iron or steel 


May be ordered specifically to 
fit any make tub, at no extra 
cost 


All exposed parts heavily 
chromed 


i ea | OR 








available | 
to fit any 

installation... 
eliminates 





joist cutting Lf SHOE 








HORIZONTAL DRAIN 


ley 
> DRAIN IN TEE 











YOUR SOURCE FOR ALL BATHTUB BRASS 





No. 642 Chrome 
Bath and Shower 
Supply Unit. 4-valve 
with spout, shower 
head, arm, flange 


C5202959 0 O PLUMBING FIXTURES CORPORATION 


Chicago 1, Illinois 











181 Chrome 
Trip Lever Bath 
Drain. Can be fur- 
nished for all codes 


No. 189 Chrome No. 


Connected Drain 
and Overflow. With 
chain and plug 


EASTERN SALES DIV.: 500 Green St., Woodbridge, N.J. 
SOUTHERN SALES DIV.: P.O. Box 815, Gadsden, Ala. 


Five Great Factories: Delphi, Ind. * Kokomo, Ind. 
West Delphi, Ind. - Woodbridge, N.J. * Gadsden, Ala. 
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TRADE PRACTICE 
RULES CLARIFIED 


ACTION RELEASES 
REMODELING MOVIE 


SURVEY POINTS 
UP COOLING 
MARKET 


I-B-R BIDS FOR 
BIGGER SHARE 
OF MARKET 
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AT PRESS TIME 


INCLUDING WASHINGTON REPORT 






































At the recent Central Supply Supply Assn. meeting (see 
pe 145), the question was raised as to whether trade prac- 
tice rules applied to sales made by a wholesaler to a con- 
tractor in the same state, but shipped by an out-of-state 
manufacturer direct to the customer. 

The answer, a tentative "yes," given at the meeting, 
has been verified, according to word received from James 
Peery, CSA secretary, at press time. A letter to Perry 
from Charles Grandey, director of the FIC Bureau of Consul- 
tation, states that "such sales are in interstate commerce 
and within the jurisdiction of the Federal Trade Com- 
mission. 

This means, of course, that direct shipments are under 
the trade practice rules, even when shipped by an out-of- 


State manufacturer. 
* KKK 


With 1956 slated as Home Improvement Year, the American 
Council To Improve Our Neighborhoods has released a new 
film to help motivate home remodeling. The filmis a 
13% minute color cartoon, called "Man of ACTION", available 
without charge for public showings. 


KK 


Initial findings of the first annual survey of the 
home cooling market by the Du Pont Company shows that 
only one home in 22 is equipped with mechanical air 
conditioning. This indicates a considerably bigger 
market than air conditioning officials anticipated, since 
the industry sold about four million room units in the 
last three years. Surveyors pointed out, however, that 
many of these units probably went into commer¢éial build- 
ings, not covered in their study. 

It is even more significant that only .2 percent of 
the homeowners interviewed had central cooling, and that 
an additional 6.2 percent reported that their cooling was 
provided by other than a refrigerated system. More com- 
plete details of the survey will be presented next month. 

Meanwhile, as this issue goes to press, seven associa- 
tions in the air conditioning industry were holding their 
annual meetings in conjunction with the ninth air condi- 
tioning and refrigeration show in Atlantic City. In New 
York City, the National Warm Air Heating and Air Condi- 
tioning Assn. was holding its annual meeting. 

Highlights of the show and conventions will be re- 
ported next month. 





RK 


In a bid for a bigger share of the heating market, the 
hot water heating industry served notice on the warm air 
segment of our industry that competition was going to be 





rougher in 1956. The action took place in Absecon, N. J., 
recently where the Institute of Boiler & Radiator Manu- 
facturers held its semi-annual meeting to develop better 
sales techniques for contractors (see (p. 80). 


1K KK 


Cumulative sales of home laundry appliances for the 
first ten months were 28 percent greater than for the 
same period in 1954, reports the American Home Laundry 
Manufacturers Assn. October sales were the third 

LAUNDRY SALES highest of any month in the industry's history, says 
SHOW BIG GAINS the association, exceeded only by August and September. 

With an eye on future growth, laundry manufacturers 
conferred in San Francisco recently on how to improve 
laundering methods. Turn to page 148 for a report of 
this conference. 
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If you've been looking at your profit margins lately 
PRICE CUTTING and worrying about where local price cutting conditions 
DANGERS TOLD may lead you, turn to page 106. There you'll find an 
astute analysis of the price cutting problem, the cost of 
doing business and why you cannot afford to sacrifice a 
proper profit for more volume. 
% Hk 


Mergers and expansions continue to make news in the 
p-h industry. Barnes Mfg. Coe, Mansfield, 0., has sold 
BARNES SELLS its complete standard brass goods line to Western Foundry 
BRASS LINE Co. of Tyler, Tex. M. H. Pryor, Barnes president, states 
that the move clears the decks for an expansion of the 
firm's pumps and water systems lines. The acquisition 
also gives Western Foundry a broader brass line. 
Anderson Brass Company of Detroit has announced the 
pee nd oo purchase of certain assets of the brass division of 
DIVISION Detroit Brass and Malleable Company. With these assets, 
a new company known as Detroit Valve Company will be 
formed and operated as a division of Anderson Brass. 
A merger of Typhoon Air Conditioning Company and 
TYPHOON-HUPP Hupp Corporation has been approved by directors of both 
MERGER TOLD firms and is expected to be consummated in three to four 
weeks. Hupp, which merged recently with Perfection 
Industries, will now be in a position to market a complete 
line of both air conditioning and heating equipment. 
1k 2K AK 6 


The industry lost one of its staunchest supporters 
and hardest workers for its improvement last month when 
Martin P. Durkin, president of the United Assn. of Journey- 
men and Apprentices, passed away after a prolonged illness. 
INDUSTRY LOSES Mr. Durkin, 61, served as President Eisenhower's first 
MARTIN DURKIN Secretary of Labor until he resigned in 1953 in a contro- 
versey involving the Taft-Hartley Law. In the past few 
years, Mr. Durkin had been conscientiously engaged in 
developing programs to assure an ample supply of skilled 
labor for the industry in future years. 


%* RK 


Peter Te. Schoemann, Milwaukee,was elected president 

UNITED ASSN of the AFL Plumbers’ & Steam Fitters Union late last 
ELECTS SCHOEMANN month to succeed the late Martin P. Durkin. Schoemann, 
formerly assistant to the president, had been acting as 

president during Mr. Durkin's illness. He will fill 

Mr. Durkin's unexpired terms, running to December 31. 


*e KX 


Looking for a good job control system and some new 
ideas for keeping a ‘live’ list of prospects for future 
sales? You'll find them on page 84 where Norman Rupert, 
Albuquerque, N. M., contractor, outlines in detail a 
simple system that is doing double duty for hin. 








DOUBLE-DUTY JOB 
CONTROL SYSTEM 
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SOLD ONLY THROUGH 


RECOGNIZED WHOLESALERS AND DISTRIBUTORS 


—~ 


MFG. & SUPPLY CO. 


= 1955 5 B COLUMBUS, OHIO 

















“ain, SNOW, TlasS ooads, Clogged Sewe 
the season... . the reason 


FOR BIG BARNES CELLAR DRAINER SALES 


\ tain and snow — flash floods — clogged sewers —can tomers hundreds of dollars in unwanted water damage. 
urn a cozy recreation room or a nicely equipped workshop Sell them Barnes cellar drainers for perfect economical 
nto an expensive mess. Be prepared to help save your cus- protection. 


LARGE CAPACITY PERFORMANCE 
FLOATLESS SWITCH 

WATER LUBRICATED BEARING 
RIGID STAND COLUMN 





NON-CLOGGING IMPELLER 
ONE-PIECE SOLID DRIVESHAFT 
HIGH CAPACITY BODY 























HEAVY DUTY 3 HP MOTOR 





ALL BRONZE MODEL S-16 CAST IRON MODEL S-15 
(Equipped with cord and plug) 





NONE FINER AT ANY PRICE—a completely automatic cellar drainer QUALITY IS INEXPENSIVE —with the low cost, sturdy, dependable, 
that features corrosion-free bronze for maximum life and fully automatic S-15. This unit is designed to outperform and 
performance on all parts that are exposed to water. outclass many higher priced cellar drainers. 


EASIER TO CLEAN STRAINERS — slotted construction for easy cleaning 
with a broom or brush without disconnecting cellar drainer and re- 


moving it from the sump. 





any time is the right time 

to stock the BARNES lightweight line 

of self-priming centrifugal pumps 

Four gasoline engine driven models include pumps ranging 
in size from 1 inch suction and discharge openings to a big 
3 inch model—all offering peak portability, performance and 
self priming with capacities up to 18,000 gph. These are 
also available with electric motor or universal drive. 








1MA 4MA 





1” Model 1 MA weighing only 30 Ibs. produces 1,500 gph. 
1%” Model 4 MA weighing only 40 Ibs. produces 5,000 gph. 
2” Model 6 MA weighing only 56 lbs. produces 7,200 gph. 
3” Model 15 MA weighing only 153 Ibs. produces 18,000 gph. 


BUILD CUSTOMER CONFIDENCE WITH 
BARNES QUALITY PRODUCTS 
For Additional Information 


Write Barnes, Dept. P-3 6MA 15MA 





a 


BARNES MANUFACTURING COMPANY 
a Mansfield, Ohio Ookland 21, Calif. 
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5 CONTRACTORS ty 


You can be certain that you’re safeguarding your reputation as well as 
your business, when you use and recommend Reading Copper Tube— 
because it’s made by ‘specialists’ who make tubing and only tubing. . . 
who direct all their know-how toward the production of a better product! 
Even Reading's “‘shirtsleeve’’ service sets a new standard of dependability 
. . . because everyone—from our “‘top brass’’ on down—stands ready 
at all times to help you safeguard your reputation and your business! 


READING TUBE CORPORATION 


EMPIRE STATE BUILDING, NEW YORK 1,N.Y., PLANT: READING, PA. 





Distribution © READING, PA. © HOUSTON, TEXAS © CHICAGO, ILL. Sold Through 
Depots: © WOODSIDE, L.I., N.Y. 1121 Rothwell Sr. 724 W. 50th St. 
: 57-17 Northen Blvd. | © DENVER, COLO. © LOS ANGELES, CALIF. Wholesalers 
® ATLANTA, GA. 2845 Weinut St. 120 Ne. Santa Fe Ave. Only 
690 Murphy Ave. © CLEVELAND, OHIO ® OAKLAND, CALIF. 
S.W., Unit 5, Bidg. B 4615 Perkins Ave. 410 Hegenberger Rd. 
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Now — a new exclusive seat design that 
assures smooth, stable outlet pressure at 
varying rates of flow. The new stainless 
steel seat has a scientifically designed 
contour with a tapered opening. Water direction is 
changed gradually, eliminating turbulence pockets at the 
seat opening. Too, the new seat has a smaller diameter 
opening with high valve lift — this assures less seat 
erosion and no “chatter” at limited rates of flow. Wear- 
resistant, special composition seat washer fits seat snugly 
and gives prolonged life. New one-piece yoke auto- 
matically locks into place when cap is removed, prevent- 
ing twisting and rupturing diaphragm when removing 
and replacing seat and washer with regulator in the line. 






Your wholesaler has complete informa- 
tion and “honest” flow charts on the 
Mueller 9300 Regulator. See him or 
write direct for complete details. 


MUELLER CO. 


Dependable Since 1857 





MAIN OFFICE &2 FACTORY OECATUR, ILLINOIS 
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TIPS FOR 


How to Make Home Show Displays Pay Out 


WATCH THE FACES of the people 
who visit a county fair or home 
show. Generally they’re smiling 
and animated. The people are 
looking forward to a good time. 
They’re keyed for pleasure. 

The businessman who reaches 
them on this level will have the 
best chance of selling himself. 
Best of all he does his selling in 
an atmosphere that the prospect 
will always recall with enjoy- 
ment. 

That’s the sales psychology be- 
hind the fair exhibits of the J. 
B. Edmondson Co., Santa Ana, 
Calif., heating and air condition- 
ing contractors. 

“We meet fair goers with the 
carnival outlook they expect,” 
says J. B. Edmondson. “One of 
our most successful displays fea- 
tured a clown and a circus motif. 
It appealed to the visitors’ mood 
and made them feel we were a 
part of their wonderful time. 


a “We recognize the value of 
good, straight displays, of course 
—like you see at a convention or 
such. But we feel that the ex- 
hibit should match the mood of 
the people we’re trying to sell. 
At a county fair, the mood is 
much different than at a business 
convention.” 

Edmondson’s carnival display 
exemplifies his idea. The firm’s 
sales manager, “Senator” O. 
Cleghorn, a former concern sing- 
er, put his husky frame into a 
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gay costume and with buffoon- 
ery and good humor attracted 
more than 600 prospects. 

Considering the fierce com- 
petition along the Midway, that 
testified to Cleghorn’s drawing 
power. Testifying to Edmond- 
son’s thorough follow up is the 
several dozen major sales that 
directly resulted from the color- 
ful fair exhibit. 

These sales more than made 
up for the $700. 

An added attraction of the 
booth was a prize food waste dis- 
poser unit installed free. This 
offer was used to induce pros- 
pects to sign Edmondson’s regis- 


> pl 


EDMONDSON CO. 





MANAGEMENT 


tration book, the basis of what 
has proved to be an excellent 
mailing list. 

“You don’t sell directly at a 
fair,” Edmondson explains. “Peo- 
ple aren’t in that serious frame 
of mind. But you do plant a buy- 
ing idea and learn where and 
with whom to follow it up.” 

The follow up in Edmondson’s 
case is an immediate mailing re- 
freshing the fair visitors’ mem- 
ory. Other mailings keep the 
memory alive. Personal follow 
ups are made on prospects who 
express direct interest in Ed- 
mondson products. 

“We're very happy with the 
results of our fair exhibits,” 
Edmondson concludes. END 


| 
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“LET’S HAVE FUN?” is the sales pyschology behind the carnival-like display 


used at 


nty fairs by Edmondson Co., Santa Ana, Calif. By matching the 


cou 
mood of the Midway, Edmondson has attracted more than 600 good prospects 
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Trane Fans and Coils have more features that give you 


Greater flexibility... 
easier installation on every 


In TRANE Fans and Coils you get Take the universal connections 


Handle bigger jobs faster, simplify all the features that make instal- on most Trane Coils, for example, 
lation easier, application more or the continuous inlet duct col- 


maintenance and on-the-job changes! flexible, and that guard against lars on TRANE Fans. Both make 


on-the-job installation damage. installation easier, faster, simplify 


Compare Trane with any other fans 


TRANE Centrifugal Fans available in BI types in all sizes . 
through 109”, FC types through 89”. Utility fans 4” through @ Sturdy housings of lock-seam 
construction (small fans), 


30", Propeller fans 10” through 48”, welded construction (large 
fans) reduce possibility of in- 
stallation damage. 

@Easy handling in cramped 
quarters. On large units, hous- 
ings can be split on horizontal 
and vertical plane so fan parts 
can be moved through small 
openings and reassembled. 




















- 
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@ Large rugged bearings for extra 
long life, fewer maintenance 


service calls. 


@ Fan wheel balanced dynamical- 
ly and statically with elec- 
tronic balancing equipment. 
Assures quiet operation. 


@ Continuous inlet collar simplifies 
attachment of sheet metal duct 
or canvas connections. 





Streamlined inlet cone distributes alr 
evenly in fan wheel without noisy 
turbulence. Permits fan to operate 
at high efficiency with low noise level. 


"7 
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job! 


on-the-job changes. And since are extra rugged, too. They’re 
TRANE Water Cooling Coils can _ built to take punishment, Want 
be used with hot water for winter more facts? Contact your nearest 


heating, application is far more TRANE Sales Office or write 
flexible. TRANE Fans and Coils TRane, La Crosse, Wis. 


Compare Trane with any other coils 


a * more rigid fin. Formed delta 
= on the Delta-Flo Fin 
stiffens leading edge. 


@ Dependability backed by over a 
quarter of a century of coil 
building experience. 

@Rugged mechanical tube-to- 
header joints ——— 


sealed by brass bushings 





Mechanical fin-to-tube 


bond 
strong as though fin and no were 
one. Wide, flat collar forms gen- 


erous heat transfer area. 





Kinetic orifice on SD coils releases 
steam in the direction of the con- 

te flow. Accelerates conden- 
sate flow, guards against freezing, 
provides more uniform temperature 
distribution on modulated control. 


ruggedness... 























@ Universal piping connections on 
most types for fast installa- 
tion, easy on-the-job changes. 


@ Matched casings. Heating and 
cooling coils may be _ bolted 


together, banked when desired. 
@ Added flexibility Tevet by by 


RANE Cooling 
hot water for winter heating. 


NEW °° sl Oi te 


Old plate fin. With flat fin design, turbulence New Delta-Flo Fin. Del ita shaped ridge just 
is concentrated behind each tube as shown by ahead of each row of tubes exte aie tur- 
this unretouched laboratory test photo. Since bulence over entire fin surface for uniform 
turbulence is concentrated, a large part of the heat transfer. Unretouched test photo 
fin area produces little heat transfer. shows how every inch of fin surface con- 


tributes to heat transfer. 





IR f | ' Fans and Coils 


OF A1R CONDITIONING, HEATING, VENTILATING AND HEAT TRANSFER EQUIPMENT 
La Crosse, Wis. « Eastern Mfg. Div., Scranton, Pa. « Trane Co. of Canada, Ltd., Toronto « 90 U.S. and 15 Canadian Offices 

















A radiant heating system of 
Chase Copper Water Tube 


protects your reputation! 











Once you install a radiant heating sys- 
tem of Chase Copper Water Tube, you 
can be sure it’s installed for good! 


Because Chase Copper Water Tube 
comes in long lengths of 60 to 100 feet, 
fewer fittings are required —a feature 
that means easier installation plus a 
truly pressure-tight system! 





What’s more, the few fittings required 
are the most leak-proof known —they’re 
solder joints— made with Chase Solder- 
Joint Fittings. One more reason why you 
can depend on a radiant heating system 
of Chase products! 


For more information, write today for 
the free Chase Radiant Heating Booklet. 
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BRASS & COPPER CO. 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION 
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wow LAWNDALE smacesir EASIER 


FOR YOU TO SELL THAT 2ND BATHROOM WITH 


we LOA, 

























The Lawndale Beverly-Bath 
gives you an unprecedented sales 
opportunity that means bigger 
profits for you. It will help you 
sell a vanitory, and a closet, too, 
as a complete 2nd-bathroom- 
package. You'll profit 3 ways. 
Better find out about the 
Beverly-Bath today! 


game WNDALE ENAMELING 


ewe 
sburgh 
svidence 
chester 









COMPANY 1137 W. 14th Streg 
Chicago 8, Illinoi 





Tlelgeld-melielsleMehis cs 
all these advantages 


fom salina) dolek-meet <li luilialehice Mele] oliale Mm leyiaig: 
Resists compression—firm in structure 


Ulalhcolaaimmeliail-tariiclalteed ola-tetticlaMcolaiil-to mre) 


exact fit 


Economical application—lightweight, easy 
to cut with a knife 


lfat-tanlel effectiveness 

sK60t Can be easily installed—Fibrocel is 

light, easily cut with a knife. Uniform 
dimensions assure tight, smooth joints 
and neat appearance. 


Johns-Manville fuse 
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Permanence —flame, rot, odor and vermin 

















PIPE INSULATION 
For plumbing, heating and air conditioning systems 


@ Johns-Manville Fibrocel is an entirely new concept _ readily handled. Fibrocel speeds application, keeps 
in pipe insulation for the 35F to 300F temperature _— Costs at a minimum. 

range. In the manufacturing process tiny particles of This new insulation has been developed and tested 
silica are exploded and expanded to forma cellular _in the world’s largest insulation laboratory, located 
structure of “dead” air spaces. Itincorporatesinone at the Johns-Manville Research Center. It has been 
material a combination of properties not found in _ proved in actual field installations. And it is backed 
any existing insulation for heating and plumbing by more than 96 years of Johns-Manville experience 
service. in insulation engineering. 

Fibrocel completely eliminates objectionable Available now—Fibrocel is in commercial produc- 
shrinkage caused by atmospheric changes. It permits _tion. Architects, contractors, and engineers can 
no gaping, unsightly joints with accompanying heat _ secure full information from J-M District Offices. Or 
leakage. Strong and firm in texture, Fibrocel resists | write for Brochure IN-155A, address Johns-Manville, 
deformation. Dimensionally uniform, it provides Box 60, New York 16; in Canada, 565 Lakeshore 
exact fit and neat appearance. Light in weight, it is | Road East, Port Credit, Ont. 





Fibrocel Organic Insulation 
Vs \ Soft 
Fibrocel : 
j N insulation 
| 
li J : 

she Joints stay tight—tests prove Fibrocel does not shrink, Withstands compression —tests prove Fibrocel 
joints even after severe moisture exposure and service under con- suffers no deformation or compression even under 
tinuous steam flow. Ordinary organic insulation shows 200-lb. weight. Softer type insulation shows marked 

substantial joint shrinkage after same test. deformation after being subjected to 50-lb. weight. 


JOHNS -MANVILLP 


UV | INSULATION ei eerccsnoe OY 
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Kohler to Build $5 Million Pottery; 
Expansion Trend Picks up Momentum 


Kouter, Wis.—Kohler Co. will | necessary by an upsurge in sales, 
build a new $5 million pottery in | start of a new tube manufacturing 


Industries Bureau 
Gears Operations 
to Remodeling Push 


Cuicaco—The Plumbing and 
Heating Industries Bureau has an- 
nounced plans to gear its operations 
with three national promotion pro- 
grams aimed at stimulating home 
modernization in 1956. 

At the 36th annual meeting of the 
Bureau recently held here, John H. 
Ewald, president, said tremendous 
sales opportunities are being pre- 


| sented the industry by the ACTION 


program (American Council To 
Improve Our Neighborhoods); the 
OHI program (Operation Home 
Improvement), and the moderniza- 
tion program recently developed by 














Spartanburg, S. C. which eventu- 
ally will nearly double its produc- 
tion of vitreous china plumbing 


fixtures. Herbert V. Kohler, presi- | 


dent, said the new pottery will 
provide about 500,000 sq ft of pro- 
duction space and will be located 
on a 250 acre site. The company 
decided to locate the pottery in 
the Southeast, Kohler said, because 
of more immediate access to some 
of its major markets. 


Other Plans in Action 

General Electric Co. reports it 
will build a new $5 million resi- 
dential air conditioning plant in 
Louisville, Ky. Ground is expected 
to be broken this year and the 
factory is scheduled to go into pro- 
duction in 1957. The company also 
announced plans for several new 
additions to its laundry plant. 

The Trane Co. is building two 
new additions, totaling 90,800 sq ft, 
to its La Crosse, Wis. plant. An- 
other 30,000 sq ft is being added to 
its Seranton, Pa. plant. Total cost 
for both projects has been esti- 
mated at over $1,300,000. 

As the initial step in a five year 
development program, the Airtemp 


Division, Chrysler Corp., will spend | 


over $2 million on plant and equip- 
ment. The immediate program will 
include a new production line, a 
new plant addition and new tooling 
equipment. 

Eureka Williams Co. has pur- 


chased The Thor Corp. plant in | 


Bloomington, Ill, a move made 


| operation and the desire to make | the National Assn. of Plumbing 
| component products previously | Contractors. 
bought. Ewald said the Bureau is in the 
Four other firms have completed | midst of preparing publicity in the 
expansion programs. Minneapolis- | form of films and special articles for 
Honeywell has made an addition | consumer publications. 
to its Gardena Calif. plant to dou- All officers of the group were re- 
ble operations of the Appliance | elected at the meeting: Ewald, vice 
Controls Division; Nu-Way Corp. | president and general manager, 
has spent $100,000 on a new plant; | Kenneth Anderson Co., Detroit, 
The Western Heater & Tank Di- | president; W. O. Brown, district 
vision of John Wood Co. has built | manager, Crane Co., Los Angeles, 
a new heater assembly building; | vice president; George O. Toepfer, 
and Clayton & Lambert Mfg. Co. | president, The Maag Co., Milwau- 
added a new building for expanded | kee, treasurer, and Norman J. Rad- 
production of water heaters. der, Chicago, secretary. 





Other News Highlights in This Issue... 





| Hot Water Heating Bids for More Sales........... p-80 
Pre-Plumbed Kitchen Planned for °56.......... p.105 
GAMA Elects Rockwell President.............. p.124 

_C.S.A. Meeting Features T.P.R. Panel........... p.146 
Brighter Wash Goal of Laundry Mfrs............ p-148 


ee ee ere p.39 


Boiler, Furnace, Water Heater Sales Up 


New York Crry—Shipments of |; over September, 1954, setting a new 
gas central heating and water heat- | record for the month. Nine-month 
ing equipment continue to show | sales showed a 13.1 percent rise 
substantial gains over 1954, accord- over 1954. 
ing to figures released by the Gas A record 100,200 warm air fur- 
Appliance Manufacturers Assan. for nace units were shipped during 
the first nine months of this year. September, representing an _ in- 

Boiler sales were up 22.7 percent (Please turn to center of page 54) 
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Generals COVER THE FIELD 





For Full-Line Heating Profits! 








Two-Piece 
MODEL 250 













The most unique warm air fur- 
nace humidifier ever offered! 
Eliminates plates, overflow lines, floats and needle valves. Nothing 
to stick, clog or cause trouble! Hydro-Flow Regulator filters, 
measures and replenishes water as it evaporates from separate 
pan — mounted on heat exchanger where air is hottest. Recom- 
mended for large capacity furnaces and for deluxe humidification. 





JUST INTRODUCED! | 
Unit Type a: “ 
MODEL 200 Bs: 









This new unit-type warm air furnace humidi- 





fier requires the smallest plenum opening 
of any humidifier on the market — just 
314x354"! An exclusive leveling feature 
automatically adjusts balance, water level 
and line pressure of the ‘'200’—in straight 
or sloping plenums. Installation time is re- 
duced to a minimum! Porosil “porous weave” ceramic evaporating 
plates resist calcifying action and contain better capillary qualities 
than any other known material 









| 


MODEL 2A-700A 


MODEL 1A-25A 





Small Homes, Space, or Average Size and Large Homes 
Water Heafers Step-Design Wool Felt 
nee manga Wool Felt Cartridge 
‘artridge 7 
Cost iron ee pont a= ewe seal 
ee $- 83 sq. in. filter unit surface 


41 sq. in. filter unit surface 
Ye" or V4" pipe openings %e" or V2" pipe openings 


MODEL 2A-17 


MODEL 2A-300 








Deluxe Filter for Extra Dirty Tanks 
e 


Metal encased, ‘‘depth type’ Heavy Oils Nos. 4, 5, or 6 


cartridge @ Cleanable Monel mesh screen 
@ Big 63 cu. in. filter unit surface @ Lifetime cap-bowl construction 
@ leakproof screw-type steel @ Economy of using heavy oils 
handle @ Single bolt assembly 
@ 5%" dia. — 9%" high @ Gravity or pressure type 
@ %" pipe openings burners 








CLEAN RIGHT SOOT REMOVER 


For Any Heating Plant — Oil, Gas, Coal or Wood 
Cuts heating costs as much as 25% by removing up 
to 4" layer of soot in 2-5 minutes without flash or 
intense heat. Non-corrosive, non-explosive. Simple 
and inexpensive to use. Complete directions on 
package. 








OUTSTANDING 
PRODUCTS OF 











Domestic ENGINEERING, DecemBer 1955 


MODEL 90 WATER TRAP 


Designed for bottom or side outlet fuel 
oil storage tanks. Removes water from oil 
before it reaches filter; protects filter, 
nozzle, and pump, Contains interchange- 
able 34’ inlet-outlet and 34” threaded 
brass drain plug. 









GENERAL FILTERS, INC. 


43800 Grand River Avenue, Novi, Michigan 


In Canada: Canadian General Filters, Ltd., 39 Crockford Blvd., Scarborough (Toronto 16), Ontario 














News . « « continued 








A name plate is attached to the first 
Timken unit off the Scaiffe Co.’s new 
production line as T. A. Crawford, 
(left), vice president in charge of sales, | 


and A. V. Murray, president, supervise. 





nine percent greater than the pre- 
vious August record. Cumulative 
sales for the first nine months 


| totaled 4,117,459 units, 30 percent 


Laundry Mfrs. Report 
Sales Hit New High 


Cuicaco—September home laun- 
dry appliance sales hit a new high 
for the industry, reports the Amer- 
ican Home Laundry Manufacturers 
Assn. Sales totaled 593,993 units, 


Seaife Markets First 


Oakmont, Pa.—A new plant has 
been opened here by Scaife Com- 
pany for production of Timken 
Silent Automatic residential heat- 
ing equipment. Manufacture and 
distribution of equipment produced 
by the Timken Division, purchased 


| from Rockwell Spring and Axle Co. 


I-B-R Publishes New Guide to Simplify 


Calculation of Residential Heat Losses 


New York City—A new guide to | 


simplify calculation of residential 
heat losses has been published by 
the Institute of Boiler and Radiator 
Manufacturers. The new guide sup- 
plements previously published 
I-B-R installation guides and con- 
Hotpoint Paves Way 
for Sales Growth 

with Reorganization 


Cuicaco—Hotpoint Co. has made 
a major move to prepare for an- 
ticipated growth by 1960 by re- 
aligning its organization into inde- 
pendent product departments. In 
making the annourcement, John C. 
Sharp, president, explained that 
many departments now have a 
larger volume than the firm’s total 
business in 1940. 

Each product department will 
have full responsibility for all 
aspects of producing and selling its 
own appliances, including market- 
ing, manufacturing, engineering 
and finance. 

Heading the new departments 
are: J. F. McDaniel, range and 
component parts; O. E. Wolf, re- 

(Please turn to top of page 56) 
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tains such additional data as pre- 
figured area and volume tables, 
calculation forms, heat loss factors 
for any type of residential con- 
struction and unusual weather. 
The guide, prepared by Arthur 
L. Wales, technical secretary, has 
been designed to save time and 
effort by eliminating conventional 
calculations. Copies of the guide 
(H-20) can be obtained from the 
Institute, 608 Fifth Ave., New York. 


H & H Tube Marks Silver Anniversary 


Detro1it—H & H Tube and Manu- 
facturing Co. is celebrating its 25th | 
anniversary as a manufacturer of 
fabricated tubular products. Since | 


the founding of the company, facil- 


— Co ae ¥ 


Production facilities of H & H Tube and Manufacturing Co. have been expanded 


| above the corresponding 1954 pe- 
riod. 


September washer sales of 314,- 
266 units exceeded the previous 
record set in August by 14 percent. 
Sales of automatic dryers during 
September totaled 169,905 units, 
also a new record. 


Consumer Product 


last April, will be under the Timken 
label. It marks the first time Scaife 
has made consumer products. 
Canadian manufacturing and dis- 
tribution operations of the Timken 
Silent Automatic Division will now 


| be handled by Scaife Company 


(Canada), Ltd., of Toronto. 





Heating Sales Report... 
(Continued from bottom of page 52) 
crease of 22.2 percent over the same 
month last year. Sales for the first 
nine months were up 32.8 percent, 

the association reports. 

Conversion burner shipments 
reached 45,600 units, hitting a new 
high for the month and the year. 
However, nine month figures are 
down 16.9 percent. 

Water heater sales for September 
exceeded the all-time record for 
the month with a 12 percent in- 
crease. The nine-month total was 


22.8 percent better than in 1954. 


ities have been greatly expanded 
to accomodate recent developments. 
Among latest additions to manu- 
facturing facilities is a newly de- 


| signed electric annealing furnace. 





from the original building of 4,900 sq ft 25 years ago to the present plant, above. 
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WHEATLAND TUBE COMPANY 
Bankers Securities Building, Philadelphia 7, Pa. 
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News . + » continued 





Hotpoint Reorganizes.. . | 


(Continued from bottom of page 54) 
frigeration; R. M. Spang, home 


laundry; E. M. Haines, dishwasher, | 
water heater and custom appli- | 


ances; W. C. Ayres, commercial 
equipment; W. A. Kissock, relations 
and utilities, and I. L. Stephenson, 
legal. 

sd + e 
Bituminous Pipe 

+ 

Institute Formed 

New York Crity—The Bitumi- 
nous Pipe Institute, a trade asso- 
ciation to serve manufacturers of 
bituminous fiber pipe, has been 
formed. Among the members of the 
Institute are Brown Company, Ber- 
lin, N. H., Line Material Company, 
Milwaukee, Wis., and Orangeburg 
Manufacturing Company, Orange- 
burg, N. Y. Headquarters of the 


New York Crry—American- 
Standard has dissolved its wholly- 
owned subsidiary, Kewanee-Ross 
Corporation, and has formed two 
new divisions. This action was 
taken to conform with the firm’s 


Water Systems Assn. 
Appoints Hosford 


Executive Secretary 


% Cuicaco — John 





Hosford has been 
named executive 
secretary of the 
National Assn. of 
Domestic and Farm 
Pump Manufactur- 
Hosford ers, succeeding Her- 
bert C. Angster, 
who has retired after 23 years of 
service. 

Hosford joined the association of 
electric water systems manufac- 
turers in 1949 as assistant executive 
secretary. He previously was pub- 
lic relations director of the Chicago 
Real Estate Board and before that 
a member of the Plumbing and 
Heating Industries Bureau. He 
also is executive secretary of the 
Water Conditioning Foundation. 
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Alan P. Tappan, president of Tappan 
| Stove Co., demonstrates how cooking 
| with microwaves eliminates heat in the 
firm’s new built-in electronic range. 





new organization are at 370 Lex- 
ington Avenue, New York City 17. 
Frank H. Baxter Associates will 


serve as managers. 





A-S Realigns Kewanee-Ross Operations 


policy of divisionalizing its opera- 
tions along major product lines. 

The two new divisions will be 
known as the Kewanee Boiler Di- 
vision and the Ross Heat Exchanger 
Division. W. B. Russell, president 
of Kewanee-Ross, has been named 
| president of the new boiler division; 
| and E. M. Palmer, vice president of 

the former organization, is the new 
| executive vice president of that di- 
vision. 

John C. Linsenmeyer has been 
named president of the Heat Ex- 
changer division, with Richard S. 
Reade as executive vice president. 
Linsenmeyer is also president of 
American Blower Corp., another 
division of American-Standard. 
Reade has been director of pur- 
chases for the Plumbing and Heat- 
ing division. 





Cuicaco—A Christmas season 
water heater campaign, focusing at- 
tention on the plumbing contractor 
and his services, has been an- 
nounced by Crane Co. It features 
the free installation of certain water 





Investor Group 
Acquires Detroit 
Brass & Malleable 


Detroit—An investor group 
headed by Ralph S. Geddes has ac- 
quired the business and name of the 
Detroit Brass and Malleable Co. 
Operations of the 63-year-old com- 
pany will be consolidated at its 
Wyandotte, Mich. plant where a 
program of major expansion is now 
under way. ; 

Geddes, former president of the 
Hupp Corp. in Detroit, becomes 
chairman of the firm, and M. A. 
Macheath, formerly executive vice 
president, has been elected presi- 
dent. David E. Lawson succeeds 
Macbeath as executive vice presi- 
dent. Other officers include Ben T. 
Roe, sales vice president, and J. F. 
Gallagher, Jr., vice president in 
charge of manufacturing. 


ASHAE Expands 
Research Budget 


New York Crty—A ten percent 
increase in research expenditures 
was approved by the Council of the 
American Society of Heating and 
Air Conditioning Engineers at a re- 
cent fall meeting. The Council also 
indicated that the budget might be 
expanded beyond the present $223,- 
825 to accommodate new projects 
now being organized. 

Seventeen current projects will 
be continued, and new programs to 
study insulation, heat flow through 
glass blocks, and allied subjects will 
be developed. Eleven of these 
studies will be conducted through 
contract arrangement with cooper- 
ating institutions. 

One such project will be on pul- 
sations and resonance in oil and gas 
burners at Battelle Memorial In- 
stitute. Another will be on venting 
of hot water heating systems. 








Crane Launches Christmas Promotion 


heater models. The sales tools in- 

clude a card topper to fit on the top 

| and sides of display heaters, two 

| Christmas wreaths, three large 

| colored paper cut outs, ribbons, 
(Please turn to center of page 58) 
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LENNGX makes a report 


to its friends... 


Regarding the Progress of the Company 
and a Change in the Company Name 


There is, of course, nothing dramatically important in the simple fact that 
Lennox is changing its corporate name. 


But the happenings that have caused the name change are important, and we 
thought our many friends — our thousands of dealers, suppliers and employees - 
would like to hear about then. 


Those of us who have long been associated with Lennox — and have been so busy 
building heating and air conditioning equipment — are frequently surprised 
when we stand back to view our accomplishments in proper perspective. 


It is satisfying, of course, to find that Lennox has grown to be the largest 
company of its kind in the world. Our growth to this position was no flash in 
the pan. When we landed solidly in first place it was because of our policies, 
people and products; and it is for these reasons that we have stayed there. 


We have now entered the home cooling and air conditioning field in a big way. 
Already multiple thousands of homes are Lennox cooled. Leading air conditioning 
and heating dealers throughout America are featuring Lennox cooling equipment. 
At our present rate of growth in a relatively young industry, Lennox 

confidently expects to hit the top in residential cooling too, in a few years. 


We have also added divisions for the manufacture of agricultural crop drying 
and processing’ equipment, as well as barn ventilating equipment and a number 
of other articles for home, farms, commerce and industry. Still other divisions 
concentrate on the building of special machinery, jigs, dies, fixtures and tools. 


With all these developments, the time has come for a company name that properly 
encompasses our widespread activities. That is why as the year changes 
our name will change officially. 


That is the only change, however — just the name. There has been no change of 
ownership, management, officers or policies. There has been no transfer of 
stock and no other company is stepping into the Lennox picture in any way. 


As more people in more walks of life rely on the Lennox name, our dealers, 
suppliers and employees, too, will continue to share in our growth. 


We are grateful indeed that in less than the span of one lifetime this 
company, which had its modest start literally in the heart of an Iowa corn 
field, has been privileged to grow up to serve so many of its fellow Americans. 


Ye Fhe 


JOHN W. NORRIS, President 


On Janvary 1, 1956, instead of 
The Lennox Furnace Company, our ° 
copente came vill be... LENNOX Industries Inc. 
SERENE 58 hs mies 
_ sate aa 1895 
MARSHALLTOWN, IOWA + SYRACUSE, N. Y. + COLUMBUS, OHIO - SALT LAKE CITY, UTAH + LOS ANGELES, CALIF. 
FORT WORTH, TEXAS - DECATUR, GA. + DES MOINES, IOWA In Canada: TORONTO and CALGARY 
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News . . « continued 





Oster Enters Materials Handling Field; 
Toledo Pipe Purchases Thread-Ezy Co. 


CLEVELAND—Oster Mfg. Co. has 
moved into the material handling 
equipment field with the establish- 
ment of a Material Handling Di- 
vision under the management of 
James C. Dangler. 

Dangler reports that the company 
will market, on an international 
basis, a line of multi-purpose, hand 
propelled, hand and battery oper- 
ated portable lifts with capacities up 
to 2000 lbs. The equipment, Dangler 
said, will be distributed predomin- 
ately through industrial supply 
distributors who are presently han- 
dling the company’s equipment. 


Lennox Changes 
Company Name 


MARSHALLTOWN, IA.—Lennox 
Furnace Co. will change its name 
to Lennox Industries, Inc., effective 
Dec. 31st. John W. Norris, presi- 
dent, said there will be no change 
in the company’s The 
change is merely being made, he 
said, to comply with the trend in 
the diversification of the firms pro- 
ducts and services. 


policics. 


Crane Promotion... 


(Continued from bottom of page 56) 
sample gift certificates, window 
streamers, imprinted envelope en- 
closures, sample newspaper ads, a 
pad of gift certificates and radio and 
TV script suggestions. 


ToLepo, O.—Toledo Pipe Thread- 
ing Machine Co. has acquired the 
Thread-Ezy Co., of Corunna, Mich., 
manufacturer of a_ lightweight, 
portable power drive for pipe 
threading and cutting, etc. Equip- 
ment of the newly acquired firm 
will continue to be manufactured at 
its Michigan plant. Distribution will 
be handled through the parent 
company. 


Coleman Steps Up 
Gas A-C Program 


Wicuita, Kans.—Officials of LP- 
Yas companies and associations will 
meet here this month to counsel 
the Coleman Company on its re- 
search and development in LPG- 
energized residential air condition- 
ing. The board will be a companion 
to the Executive Advisory Board 
of gas utility executives which has 
advised the company on the earlier 
stages of its program. 


Cuicaco—A series of new na- 
tional promotions have been an- 
nounced by manufacturers of air 
conditioning equipment to pace re- 
cent developments in the industry. 
Among these is a series of 150 
nation-wide unveilings recently 
launched by Carrier Corp. to in- 
troduce its new packaged commer- 
cial air conditioner. The firm also 





Wood Kitchen Cabinet Mfrs. Organize 


Cuicaco—An official emblem has 


been introduced by the newly 


formed National Institute of Wood | 


Kitchen Cabinets to launch the 
groups’ national publicity program. 
Richard C. Chapman, president of 
the group, said the emblem is avail- 
able to members for use in adver- 
tising and for identification. 

The publicity program, to be di- 
rected toward all media, has been 
underway since Oct. 1, date of the 
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© wwe 
first meeting at which preliminary 
policy was formulated. 








F. E. Myers & Bro. Co. is sending this 
truck on a nationwide tour to display 
water systems and water softeners. 


F. E. Myers Sends 
Demonstration Unit 
On Nationwide Tour 


ASHLAND, O.—A new water sys- 
tem display truck is being sent on 
a nationwide tour by The F. E. 
Myers & Bro. Co. to assist the sales 
efforts of distributors and dealers 
in the field. ; 

The truck features a display of 
operating and cut away models of 
water systems and water condition- 
ing equipment. In addition to 
demonstrating units in the line, 
complete installation information is 
provided. It will also be used to 
train salesmen and for display at 
fairs, shows, exhibits, etc. 


Cooling Industry ‘Fires Up’ For ’56 


has installed its equipment in a 
specially built railroad car exhibit 
of new school equipment which will 
draw an estimated 3 million visitors 
in 250 major cities. 

The Airtemp Division of Chrysler 
Corp., has announced a greatly en- 
larged sales and service training 
program to cover the sale, applica- 
tion and servicing of all its prod- 


' ucts. The program will include a 


minimum of 100 field training 
schools during the next year. The 
firm also has scheduled special dis- 
tributor meetings in New York, At- 
lanta, Dallas and Chicago to intro- 
duce its 1956 line of room air con- 
ditioners. 

Worthington Corp. reports one of 
its distributors, Straus-Frank Co., 
of Dallas, Tex., has“ been touring 
its dealer organization with a 45-ft 
trailer to display the complete line 
of equipment. The tour has in- 
cluded contractors on - building 

(Please turn to top of page 174) 
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“Perimaheat 


Baseboard 
Convectors 


PRISE BS Wi wi 


DAMPER or SPLITTER (op- 
tional) can be installed at 
any time—now or later. 
Dampers are held in place 
by retainers snapped into 
top groove and can be set 
in any position from fully 


Se - “¥ 


ONE-PIECE BACK AND TOP 
facilitates easy installation 
—eliminates air leakage 
and streaking. Cabinet is 
suitable for surface mount- 
ing or partially recessed 
installation. 


open to fully closed. Split- 
ters attach to support brack- 
ets. 














SUPPORT BRACKET for front cov- 
er and element hanger is spe- 
cially designed to support and 
facilitate the installation of a 
bypass or return tube entirely 
within the cabinet. 











FRONT COVER has smooth, 
easy-to-clean surface— 
snaps firmly into place 
without screws yet is easily 
removable for access. 











HANGERS support and 
cushion strip allows heat- 
ing element to move noise- 
lessly with expansion and 
contraction. 


HIGH CAPACITY HEATING ELEMENT 
consisting of aluminum fins mechan- 
ically bonded to a %” O.D. copper 
tube. Fin collars and tube form a 
double-walled continuous metal 
transfer surface that assures maxi- 
mum heating efficiency. 








«»:-Quick warm-up, high capacity 
sieek, easy-to-clean cabinets 


Lightweight, non-ferrous Perimaheat element responds quickly 
to thermostatic control. There’s no lag in heating-up, no overrun. 
Maximum output is obtained with a minimum of length. Stream- 
lined Perimaheat enclosure is designed to be inconspicuous, and 
is finished in neutral gray for easy painting to match any decora- 
tive theme. For further Perimaheat details, see the yellow pages 
of your telephone directory for nearest Young Representative or 
write, YOUNG RADIATOR COMPANY, Dept. 4_s05, Racine, Wis- 
consin. 


CONVECTOR Py 
RADIATORS 


YOUNG FREE-STANDING 
CONVECTOR for new or 
. remodeling jobs. Can also 


be installed semi-recessed. 








YOUNG FULLY-RECESSED 
CONVECTOR unit provides 
moximum floor space. Front 
ponel projects but 1/2 inch 
from wall. 


WAN \, YOUNG WALL-HUNG CON- 


VECTOR sloping top de- 
signed for institutions where 
frequent floor cleaning 
makes wall hung units dee 
sirable. 


The Young Radiator Company is a member of the Convector Manufactur- 
ers Association ond subscribes to the engineering standards of that 








association. 







RADIATOR COMPANY 


RACINE, WISCONSIN 





Young § 


HEAT TRANSFER ENGINEERS FOR INDUSTRY 


Heat Cussiive Products for Automotive, Heating, Cooling, Air Conditioning Products 
Aviation and Industrial Applications. for Home’ and Industry. 


| Executive Office: Recine, Wisconsin, Plants bed Racine, Wisconsin, Mattoon, Minos 4 





YOUNG LOW-LEVEL CON- 
VECTOR just 12” high for 
placing beneath picture 


windows, Free-standing of 
S semi-recessed. 


*Perimaheat”® ts a Young Radiator Compony Trademark 
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It's Christmas Again 


WELL, IT's CHRISTMAS TIME 
again—and Grandpa Bergdahl 
better come through or suffer 
the consequences of four irate 
grandchildren. But seriously, 
we are in a period when “Good 
Will Toward Men” is taken more 
seriously, and that’s good. 

The other night while perus- 
ing Sales Management magazine, 
I came across a rather interest- 
ing article on the history of 
Christmas. Allow me to report 
on some of the highlights. 

First, the general idea of this 
season is very, very old—much 
older than most of us realize. It 
seems the early Romans, centu- 
ries before Christ, placed images 
on evergreens as we place them 
on our Christmas trees. In India, 
for untold centuries, as today, 
artificial trees were hung with 
lights and vivid colors. 


» Kissing under the mistletoe 
began in prehistoric England 
where tree worship was ramp- 
ant. Santa Claus comes from the 
patron saint of poor girls, and he 
made his rounds on an old gray 
horse. Originally he wasn’t a 
jolly, fat man with a whiskey 
nose, either. He was tall and 
emaciated and he gave dowries 
to impoverished maidens as an 
anonymous benefactor. 

The Dutch who settled in New 
Amsterdam brought us St. Nich- 
olas as our Father Christmas. 
The Flemish and the Dutch still 


celebrate Dec. 6 with great fes- 


By Hal Bergdahl, manager of dealer sales, Crane Co., Chicago 


tivities honoring St. Nick. 
Countries all over the East— 
from as far south as India and 
as far north as Scandinavia, have 
contributed to our manner of 
celebrating Christmas. We call 
it “traditional,” but it is tradi- 
tional only with us, and then 
only since the 17th century. 
The Wise Men who took fra- 


grant spices and other tokens of 
esteem to the Christ Child were 
the first Christmas givers. But 
long before that, the ancient 
Romans had a gift-giving cele- 
bration very similar to ours at 
Christmastide. In Rome, toward 
the end of December, there was 
a great feast in honor of Saturn. 


(Please turn to top of page 174) 








Gee, it’s fun being with you each month... paying these 
little visits to your place of business and chatting about various 
topics of the day. You may be sure that I'll be looking forward 


to many more pleasant visits with you during the coming year. 


Domestic Encrneertnc, Decemper 1955 





m 1955 





























a 





hd | | 
WHICH WATER HEATER WILL THEY BUY? 


. . . because most people don’t 
know enough about water 
heaters to rely solely on their 
own judgment. However they 
trust your judgment as a plumber 
and when you tell them about 
the many outstanding features 
of the new Alumilux, the sale will 
be all the easier. Not only easier, 
but more profitable for you. Here 
are some of the reasons why your 
customers’ confidence in you will 
grow stronger the longer they use 
their Alumilux. 

The Alumilux can’t rust ever 
— because aluminum can’t ruct. 
You can say good-bye to anode 
rods. No fragile lining to chip or 
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Probably the one you recommend 


crack—solid aluminum 
alloy! And, because of 
aluminum’s greater heat 
conductivity, it heats water 
faster, saves fuel. A 30-gallon 
Alumilux, for instance, will act- 
ually heat more water in one 
hour’s time than a standard 40- 
gallon storage type water heater. 
And the Alumilux heats water 





COLAYTON & LAMBERT 





REYNOLDS 
ALUMINUM 


hotter, too—it’s designed to pro- 
duce plenty of 180° bacteria-kill- 
ing water for dishwashers and 
washing machines, as well as 
greater quantities of conven- 
tional temperature water from 
the same storage space. A mix- 
ing valve is optional. Start sell- 
ing Alumilux—now! Clayton & 
Lambert Mfg. Co., 1701 Dixie 
Highway, Louisville 10, Ky. 


THE ALUMINUM WATER HEATER 
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Overall size: 


NORWICH 


This popular lavatory, now more versatile, 
more modern, better looking than ever .. . 
thanks to a new Henry Dreyfuss design 


The famous vitreous china Norwich, 
“‘workhorse’’ of the Crane lavatory line, 
has just been redesigned and re-engi- 
neered. The result: an even more versa- 
tile Norwich—easier than ever to install 
—at no increase in price. 

New 4% -inch backsplash with slop- 
ing ends. New front overflow. New 
concealed leg toque that allows you to 
mount the same lavatory on a china 
leg, on metal legs or on wall brackets. 





1-160-S 
DIMENSIONS 
Norwich with back 
*18x15”" 20x18%" 24x21” 


14x82” 14%2x1l0%y” 165%x11” 14% x1l0h” 16%x11” 
Basin depth: 6%" 6%” 6%” 


1-160-V 













Eliminates need for double stocks. 

Norwich has long been one of the 
most popular lavatories in the Crane 
line... for homes, schools, hospitals, 
office buildings. Now it will do its job 
even better... wherever style, dura- 
bility and reasonable price are primary 
requirements. 

See for yourself... before you bid 
your next job. Your Crane Branch or 
Crane Wholesaler can show you. 


Norwich less back 


20x18” 24x21” 


6%” 6%” 








Height of back: 412” 4” 4p” 


*Not available with china leg. 
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NEW PLUMBING + HEATING » COOLING - APPLIANCES 


a oe oe ee oe ee ee ee 2 ee ee ee ee eee! 


Sink Basket 

A new replacement sink basket 
has been introduced by Reed-Cro- 
mex to fit most kitchen sink basket 





strainers. The replacement basket 
features all brass construction, 
triple-plated chrome finish and a 
solid synthetic rubber seat. Worn 
out baskets may be replaced with- 
out removing the strainer body. 
Manufacturer: Reed-Cromex 
Corp., 492 S. Green Rd., Cleveland. 


Water Heater 

A new automatic storage water 
heater with aluminum tank has 
been announced by Clayton & 
Lambert. The aluminum tank pro- 
vides rapid heat transfer, is cor- 





rosion resistant and is heavily in- 
sulated to provide water storage at 
180F. The high temperature output 
provides greater quantities of tem- 
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pered water for conventional use 
and also high temperature water 
for appliances. 

Manufacturer: Clayton & Lam- 
bert Mfg. Co., 1701 Dixie Hwy., 
Louisville 10, Ky. 


Conversion Oil Burner 

A new conversion oil burner de- 
veloped by Heil is of the pressure 
atomizing type for small to average 
size homes. The burner features a 
burner-mounted primary control 
contained in a steel jacket and 
mounted on the side of the burner. 
Contained within the jacket is the 





transformer, relay, safety and igni- 
tion timers and other primary com- 
ponents. The heat sensing element 
is located inside the firing tube. The 
height of the burner is adjustable, 
and the burner is rated at 0.65 to 
1.65 gph. 

Manufacturer: The Heil Co., 3000 
W. Montana St., Milwaukee, Wis. 


Winch-Hoist 

A new light weight winch-hoist 
has been developed by Lug-All Co. 
Weighing only 15 lbs, the hoist has 
a 2 ton capacity and is provided 
with 20 ft of cable to lift, lower, or 
pull a distance of 10 ft when used 
with double cable, or to handle 1- 
ton loads for a distance of 20 ft 
when used with single cable. It can 
also be used as a snatch block in 
close quarters. 

Manufacturer: The Lug-All Co., 
355 Lancaster Ave., Haverford, Pa. 


Commercial A-C System 
Carrier has announced a pack- 
aged air conditioner expressly de- 
signed for low-cost central duct 
system cooling of commercial build- 
ings. The unit is engineered to min- 
imize “tailoring” of ductwork, 
offering versatility in supply and 
return duct connections. It requires 
a small amount of refrigerant and 





features a multi-bank cooling coil 
to prevent re-evaporation of con- 
densed moisture. The unit has no 
return air grilles or openings on 
the front panel. Matching acces- 
sories are offered for bringing in 
return air at sides or front, rear or 
bottom. The unit has a pre-wired 
electrical center. It is offered in 2, 
3 and 5 hp sizes. 

Manufacturer: Carrier Corpora- 
tion, Syracuse, N. Y. 


Packaged Valve Unit Series 

A new series of packaged valve 
units for meeting pressure control 
requirements on hot water space 
heating installations has been an- 
nounced by A. W. Cash. The pack- 
age consists of an automatic boiler 
feed control valve to keep the 
pressure in the system above 12 
lbs automatically, and a companion 





safety relief valve to prevent dan- 
gerous over-pressure. Several in- 
dividual valve types are offered by 
the firm to provide this combina- 
tion for different requirements. 
Both types of valves are fully auto- 
matic, to insure proper pressure. 

Manufacturer: A. W. Cash Valve 
Mfg. Corp., Decatur 60, Ill. 
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China Lavatory 

A new vitreous china lavatory of 
an open front design has been an- 
nounced by Briggs. The 20 by 18 


en ——— no 





in. unit is available for either a 4- 
in. centerset fitting or an 8-in. com- 
bination fitting. It features a deep 
“D” shaped bowl, anti-splash rim, 
twin concealed overflows and twin 
recessed soap spaces. The lavatory 
may be installed in a narrow 16-in. 
countertop. 

Manufacturer: Briggs Manufac- 
turing Co., Plumbing Ware Div., 
Detroit. 


Winter Air Conditioner 

A new gas-fired counterflow win- 
ter air conditioner has been an- 
nounced by American-Standard. 
The compact unit is available in 
75,000, 100,000 and 125,000 Btu/hr 





input ratings, and is fully assem- 
bled and wired at the factory. It 
can be installed for 1-in. clearance 
on all sides and zero clearance at 
rear, and can be operated on com- 
bustible flooring if optional sub- 
base is used. The design of the unit 
includes provision for the addition 
of a cooling unit to provide year 
round air conditioning when de- 
sired. 

Manufacturer: Air Conditioning 
Division, American Radiator & 
Standard Sanitary Corp., Elyria, O. 


Freezer-Refrigerator 

A new combination freezer-re- 
frigerator announced by Amana 
combines a full family size refrig- 
erator with an upright freezer in 
a single unit. The upper half of the 
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unit is an automatic defrosting re- 
frigerator with roll-out shelves. 
The door of the freezer section in 
the lower half of the unit features 
gravity-fed racks for easy storing 
of frozen food packages. The 
larger model has a 17.8 cu ft capac- 
ity with 9.3 cu ft of refrigerator 
space and an 8.5 cu ft freezer that 
holds 297 Ibs of frozen food. The 
smaller unit has a 13.8 cu ft total 
capacity. 

Manufacturer: Amana Refriger- 
ation, Inc., Amana, Ia. 


Shower Head 

Crane Co. has introduced a new 
shower head featuring finger-tip 
selection, permitting the user an 
adjustment from a sharp needle 





spray to a flood-like spray. The 
head is designed to conserve water, 
with the spray using 1 gpm and 
the flood using 14% gpm. The head 
is therefore suited for use in homes 
where extra plumbing fixtures 
cause an excessive demand on the 
water supply. The plunger used 
for adjustment also lessens liming. 
Manufacturer: Crane Co., 836 S. 
Michigan Ave., Chicago 5. 


Gas Burner Control 

A device to prevent “flame roll- 
over” in monoport gas burners in 
small combustion chambers for res- 
idential heating, has been intro- 
duced by Penn Controls. The de- 


vice screws into the vent outlet of 





the firm’s pressure regulators and 
consists of a machined aluminum 
body, seat insert and nylon ball. Its 
action slows down gas delivery 
when the main valve opens; there- 





fore the device cannot be used with 
downstream pilots. 

Manufacturer: Penn Controls, 
Inc., Goshen, Ind. 


Oil Heating Units 

Packaged oil heating units an- 
nounced by Patco Mfg. are avail- 
able in two sizes with ratings of 
580 and 720 sq ft. The units are 
equipped with 4 gpm tankless wa- 
ter heaters and are factory wired 
and assembled. The units are also 
equipped with a high head circu- 





lator and are available with either 
flush or extended jackets. 
Manufacturer: Patco Mfg. Co., 
231 N. Bread St., Philadelphia 6. 
(Please turn to top of page 66) 


New Faucet Pre-selects Temperature, Pressure 


"Mt Pages 
7 


ue 


A new faucet allowing finger-tip 
control and pre-selection of water 
flow and temperature by a single 
lever has been announced by 


Youngstown Kitchens. The single 
handle is tipped to the left for hot 
water, to the right for cold and oth- 
er temperatures are selected by 
moving the lever between the two 
extremes. Water flow is regulated 
by moving the lever forward; the 
farther forward, the faster the flow. 
Valves without washers are a spe- 
cial feature of the faucet. Water, 
pressing behind the valves, helps 
to keep them closed. 

Manufacturer: Mullins Mfg. 
Corp., Warren, O. 
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(Continued from page 65) 

Automatic Water Heater 
A new automatic gas water heat- 
er with solid copper 18-gal. tank 
has been announced by Allicraft. 


— 





The heater is designed for fast re- 
covery, and the principal features 
of construction are a combination 
thermo-magnetic control, heavy 
non-absorbant glass fiber insula- 
tion and an external flueway. Each 
tank is individually tested to 300 
lbs hydrostatic pressure. Models 
are available with gas burners for 
all types of gases. 

Manufacturer: Allcraft Manufac- 
turing Company, Inc., 27 Hayward 
St., Cambridge 42, Mass. 


Packaged Chiller 
A new packaged water and liquid 
chiller for air conditioning and in- 


dustrial applications, enclosed in an 
insulated cabinet, has been devel- 
oped by American Coils. The unit 
is offered in sizes ranging from 3 to 
15 hp and features removable pan- 
els for access to components from 
any direction. It is completely 
wired and ready for electrical con- 
nection. Controls are furnished 
ready for hook-up with a circulat- 
ing pump. Larger models are de- 
signed to permit “zone cooling,” 
and are equipped with two refrig- 
eration and chiller systems of equal 
ratings. Systems may be hooked 





up individually or in parallel. Oth- 

er controls are included. 
Manufacturer: American Coils 

Co., 360 Thomas St., Newark, N. J. 


Pipe Threader 

A new quick opening pipe 
threader has been developed by 
Beaver Pipe Tools for use with any 
power drive. The new tool threads 
1, 1%, 1%, and 2 in. pipe with one 


Laundry Tub Features Double Drain Action 





ed 


A new laundry tub that facili- 
tates use of automatic clothes 
washers with a suds-saving feature 
has been developed by Mustee. 
This cabinet styled glass fiber 
laundry tub has a double drain for 
connecting the washer hoses out 
of sight at the back of the tub. One 
channel handles suds in and out 
of the washer and the other handles 
washer drain water. The tub may 
also be used to drain single hose 





type washers. In operation the au- 
tomatic washer pumps sudsy water 
into the tub through the special 
channel, the suds remain in the 
tub during the rinsing cycle. Upon 
completion of rinsing the washer 
pumps the rinse water through the 
drain channel and the soapy water 


q) 
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Can handle 
This channel drain only 
drains into for conven- 
Handidrain tiene! washer 


This chennel hen- 
dies suds in and 
out of duratub 


is then reversed into the washer. 

Manufacturer: E. L. Mustee & 
Sons, Inc., 6911 Lorain Ave., Cleve- 
land 2. 


set of high speed dies, and features 
a quick-opening die throw-out. 
When this is open the dies retract 
so there is no need to back off over 


finished threads. The thick high- 





speed dies absorb heat to provide 
longer die life. 

Manufacturer: Beaver Pipe Tools 
Inc., 368-400 Dana, Warren 8, O. 


Exhaust Fans 

Chelsea has announced a new 
line of kitchen ventilated fans for 
either wall or ceiling installation. 
Fans are available with either 8 or 
10-in. fan blades and may be 
equipped with either a pull-chain 
or a wall switch. Each fan is 
equipped with an adjustable sleeve 
to fit any wall from 4% to 14 in. 
thick. Some models feature an “all- 
weather” hood which combines a 
beveled design with an inside baf- 
fle to direct soiled air away from 





the exterior of the house. The hood 
also has a counterbalanced shutter. 
Ceiling units are equipped with ad- 
justable mounting elements to min- 
imize installation cost. 

Manufacturer: Chelsea Fan & 
Blower Co., Inc., 639 South Ave., 
Plainfield, N. J. 


Water Closet 

A new feature of the solid molded 
toilet seats made by Century Prod- 
ucts is a polyethylene plastic bump- 
er. This new feature is guaranteed 
for the life of the seat. The new 
bumper is a non-discoloring white 
plastic material that is quiet and 
shock absorbing. The seats are 
available in 10 baked-on porcelain 

(Please turn to top of page 70) 
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a properly balanced 





and controlled 
hot water heating 


system demands 


TACO 


From top, left to right: 





TACO FLOW REGULATOR * TACO-VENT * TACO VENTURI 
FITTING * TACO REDUCING VALVE * TACO AIR-SCOOP 
TACO UNIVERSAL FLO CHECK * TACO CIRCULATOR 


TACO HEATERS, INC. 
1160 Cranston Street * Cranston 9, R. I. 
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The new Walworth plastic Valves and Fittings 
are made of rigid polyvinyl chloride which is 
non-aging, non-corrosive and non-toxic and has 
extremely low flammability and high resistance 
to chemical attack. Walworth PVC products are 
molded by General American Transportation 
Corporation. Each product bears the stamp of 
Walworth’s long established engineering skill 
and reliability — your assurance of safe, trouble- 
free valves and pipe fittings. 


Walworth PVC. Y-Globe Valves 
are designed to regulate the 
flow of alkalis, acids, inor- 
ganic salt solutions and other 
troublesome fluids commonly 
found in food, chemical and 
allied industries. They will 
give exceptional service at 
temperaturesas highas 150° F 
and are designed for use with schedule 80 pipe. 
Other features of these valves include: (1) Three 
chevron, Teflon packing rings give you a leak- 
proof seal without binding the stem. (2) No use- 
less threads toaccumulate troublesome dirt because 
no stem threads enter the interior of the body. 
(3) Snap-on spherical plug with ball-to-cone seat- 
ing arrangement to assure a tight line-contact 
seal between disc and seat regardless of any minor 
inaccuracies in alignment. (4) Full 45° angle of 
stem with center line of pipe to reduce pressure 
drop and turbulence. (5) Generously designed flow 
passage at the valve seat for a more even flow. 
(6) Back seat design allows repacking when wide 
open under pressure. (7) Polyethylene bonnet 
gasket to assure a perfect body-to-bonnet seal. 





Walworth PVC Diaphragm Valves 
come equipped with neoprene 
dises. Other diaphragms espe- 
cially suited to your application 
can be furnished. “R-2” rubber 
diaphragms are commonly used 
in systems handling dilute acids 
and alkalis. “J-1” Teflon dia- 
phragms are recommended for 
maximum chemical resistance. 













Valve design features: (1) No stuffing box or 
packing to replace. (2) A resilient diaphragm 
connected to the compressor by a stud assures a 
leakproof closure on the body weir or valve seat 
even when slurries or semi-solids are in the line. 
Diaphragm easily replaced without removing the 
valve from the line. (8) Streamlined flow area 
in valve body makes valve self cleaning and allows 
fluids to flow equally well in either direction. 
(4) Separation of valve body from the sealed 
metal bonnet protects fluids from contamination. 
Fluids contact only the valve body and diaphragm. 
(5) Completely enclosed metal bonnet protects 
stem from breakage and distortion. 


(4, Walworth PVC Fittings assure 
e uniform thermal expansion 


a] 

ie of pipe and fitting threads 
when used on plastic pipe. 
Sal They eliminate the danger of 
\= jammed threads, loose joints 
F and the chance of galvanic 
* corrosion. These screwed pipe 
@y fittings are: (1) Designed for 
use on schedule 80 of plastic 
pipe. (2) Walls are of uniform thickness accu- 
rately molded. Proportions are skillfully worked 
out in all sizes and types of fittings. (3) Fittings 
are chamfered to protect the thread and afford 
easy entrance of the pipe. Long bands provide 

reinforcement at the points of severest strain. 


This booklet contains all the 
details about Walworth PVC 
products that you’ll want to 
know. It describes mechani- 
cal and thermal properties, 
working pressures, sizes and 
dimensions, application and 
assembly data. For your free 
copy write to us. Please use 
company letterhead. 
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DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 
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Modern note in 
Rest Room Planning 














Simplified Open Expanse design 


— key to neater, more sanitary rest rooms 


With a minimum of simple mainte- 
nance, the room above will look just 
as neat and clean twenty or more 
years from now as you see it here. 
Its modern appearance is virtually 
ageless! For the durable, easy-to- 
keep-clean wall-type plumbing fix- 
tures by American-Standard will 
retain their smooth, spotless good- 
looks many extra years. And the 
expansive fixture-free floor permits 
quick, easy cleaning of the room— 
from wall to wall. 

But improved sanitation, lower 
maintenance, and an always up-to- 
date look are not the only advan- 
tages of using American-Standard 


wall-type plumbing fixtures. Espe- 
cially when you specify that they be 
installed and supported on the Zurn 
System. This combination of su- 
perbly designed fixtures and rigid 
supporting fittings, which are engi- 
neered to relieve the wall of all the 
stress, also makes for easy, time- 
saving installation. 

If you would like to know more 
about American-Standard wall-type 
plumbing fixtures and the Zurn Sys- 
tem, we will be pleased to send you 
two booklets which contain interest- 
ing information on these essential 
products. Just ask for the American- 
Standard “Better Rest Room Guide” 


Plumbing and Heating Division 
American Radiator & Standard Sanitary Corporation, Pittsburgh, Pa. 


J. A. Zurn Mfg. Co. (Plumbing Division), Erie, Pennsylvania 
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and the Zurn booklet, “You Can 
Build It For Less A New Way.” 





Amenican-Standard 
off-the-floor fixtures installed 
with and supported by the 








ZURN SYSTEM® 
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(Continued from page 66) 
enamel colors and have chrome 
plated, solid brass fittings. 


t 


Manufacturer: Century Products, 
Inc., 8219 Almira Ave., Cleveland 
2, O. 





z 
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Heavy Duty Fan 

A new type heavy duty fan in- 
corporating aerodynamic design 
features has been announced by 
Chicago Blower Corp. Streamline 
contours are given to all surfaces 
that contact the air stream, and a 
new hub design approximates the 
motor diameter to avoid turbulence 
over the motor and back-flow. The 
blade design produces an equal dis- 
tribution of air from hub to tip for 
increased efficiency. Various fan 





wheels are available to meet pres- 
sure and volume requirements, The 


wheels are statically and dynam- 
ically balanced, and units are avail- 
able in adjustable cradle type for 
continuous blast as well as portable 
and pedestal type fans. Sizes range 
from 12 to 72-in. with 1240 to 102,- 
000 cfm. Static pressures are from 
% to 3% in. 

Manufacturer: Chicago Blower 
Corp., 9869 Pacific Ave., Franklin 
Park, Il. 


Water Heater Thermostat 

A water heater thermostat an- 
nounced by Westinghouse is de- 
signed to maintain temperature to 








within three degrees through 
more than 50,000 operation cycles, 
or about 20 years of service. For 
quickest response to tank wall 
temperature change, the bi-metal 
assembly is placed on outside of 
the unit backplate. Current carry- 
ing parts are covered by a heavy 
aluminum and plastic case to pro- 
tect against dirt. Dimensions are 
23% by 2% by 136 in.'The thermo- 
stat has a range from 120 to 170F 


Brass-Craft Offers Non-Skid Shower Rod 


Brass-Craft has announced im- 
proved non-skid gaskets on its rod 
holders for shower curtains. The 
new gaskets are solid discs made of 
100 pereent rubber and specially 
treated for non-skid qualities. Be- 
cause the gaskets do not show when 
the rod is installed, the appearance 
of the rod holder is not changed. 
Expansion achieved by turning the 
knurled sleeve secures the rod to 
the wall by pressure exerted on the 
gaskets. Rod holders are individu- 
ally packaged in a window box. 

Manufacturer: Brass-Craft Mfg. 
Co., 2821 Brooklyn Ave., Detroit 1. 


10 








and features snap on or pad type 
universal mounting. 

Manufacturer: Westinghouse 
Electric Corp., P. O. Box 2099, 
Pittsburgh 30. 


Pipe Tenoning Tool 
A new tool for making all cuts 
and profiles necessary in asbestos- 





cement pipe installations has been 
announced by Spring Load. The 
tool machines pipe ends for Ring- 
Tite Simplex and tapered cou- 
plings; Roto-Split flanges, poured 
flange assemblies and makes clos- 
ures and end facings. It is offered 
in two sizes: 4 to 8-in. and 10 to 
20-in. The tool features a simple 
method of changing cam plates. 

Manufacturer: Spring Load Mfg. 
Corp., 3610 First Ave., Seattle 4, 
Wash. 


Gas Furnace Line 

A new line of gas-fired hori- 
zontal furnaces has been announced 
by Henry Furnace Co. Four sizes 
are included in the line with capac- 





ities ranging from 80,000 to 140,000 
Btu/hr. The steel heating element 
is constructed of a series of cham- 
bers welded into a single unit. The 
slotted gas burner is die-formed 
with welded interlocking joints. 
The burner may be installed either 
at the front or the back of the unit 
for flexibility of installation, and 
the air inlet and discharge ducts 
can be installed at either end. The 
flue collar is adjustable from a 
horizontal to a vertical position, 
and burners are available for all 
types of gases. 

Manufacturer: Henry Furnace 
Co., Median, O. 

(Please turn to top of page 76) 
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Another 
Dunkirk Exclusive ! 


HONEYCOMB DESIGN 
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@ Here is the newest development in boiler design 
in years, and it is exclusive with Dunkirk Blue Circle 
Lexington Boilers. Now your customers can enjoy 
the true automatic comfort of hot water heating with 
a boiler that saves space and weight, yet is priced 
competitively. 

All prime surface in less space is provided by the 
exclusive honeycomb design. Small in size and 
whisper-quiet in operation, it fits anywhere...only 
the comfortable warmth you feel let’s you know it 
is there. 

Made of cast iron, the lifetime metal, in a wide 
range of sizes and prices, it’s a profit line with appeal 
that keeps your profits up. Compare feature for feat- 
ure, value for value, and see the difference that makes 
Dunkirk Blue Circle Lexington Boilers sell. 


Two-tone finish and smart styling blends with 
any color scheme of home decorating trends. 


Reg. U. S. Pat. OF. 










HONEYCOMB 
ALL PRIME SURFACE 


Greater BT U output in less space 
is provided by the exclusive honey- 
comb design that uses all prime 
surface to efficiently transfer heat 


at less fuel cost. 





DUNKIRK RADIATOR CORPORATION 
DUNKIRK, NEW YORK 


Member: The Institute of Boiler and Radiator Manufacturers. 
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They never miss 





J&L’S PRODUCER-DISTRIBUTOR TEAM 
Quality Steel Pipe—Fast, Dependable Service 






End your pipe problems with one 
, stroke—a call to your J&L distributor 
for top quality J&L Standard Steel Pipe! 

You'll get superior pipe. J&L stand- 
ard pipe is quality controlled every step 
of the way from the ore mine through 
the finishing mills. 

That’s why you can count on J&L 
pipe for trouble-free installations no 
matter how tough the application. 

And you get superior service. Your 
J&L distributor is ready at all times to 
offer you: 

1. Complete stocks near at hand. 

2. The right pipe for every job. 

3. Technical service by steel pipe 
specialists, 

Call him today! 


OVER 400 LEADING 
DISTRIBUTORS CARRY J&L PIPE 
—LET THEM SERVE YOU 


Sones ¢ Laughlin 


STEEL CORPORATION — Pittsburgh 
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ig Youngstown Kitchens Cabinet Sinks lead the field 
+ 
in features, beauty, value, sales appeal! 
f t 
; 
7? 
SPOTLIGHT SPECIAL! DeLuxe 54” Cabinet Sink featured in 
Life, November 21. Retails at $159.95,* with full profit! 
PRE-SOLD PROSPECTS! Nobody advertises and mer- HOTTEST DISPOSER ON THE MARKET! Easy to sell 
chandises like Youngstown Kitchens. Full-color ads separately, or with a Youngstown Kitchens Cabinet 
— in LIFE, POST, and other big magazines, plus the most Sink. Retails for $79.95—installs in minutes! 
ibutor complete merchandising package ever. They sell! 10,000 SINKS SOLD EVERY DAY! Get your share and 
1 Pipe! FASTEST-SELLING LINE! 30 great Youngstown then some with Youngaown Kitchens . . . the leading 
stand- Kitchens models. Sizes, styles, and prices to suit any line in this red-hot business! ‘ 
ry step customer—at full profit to you. All-steel construction GET IN ON THE KITCHEN BOOM! 
rough . won't warp, rot, swell, splinter, or absorb odors. cil i ; 
Immediate delivery on any model! rand-new Youngstown Kitchens Cabi- 
» J&L net Sink Book makes it a cineh to 7) ~ 
ns no COLOR FOR THE SAME PRICE AS WHITE! Star ‘lose profitable sink sales. Shows every aig 
, White, Dawn Yellow, Meridian Blue, or Sunset Copper Se : wire vn — ee 
— —_they’re really selling! Send coupon for your copy today! 
mes to *Slightly higher in the West CABINETS OF STEEL FOR LASTING APPEAL 
Se ee ee ee a ee = ~ 
and. | Director of Marketing é ; f | 
| Youngstewn Kitchens, Dept. DE-1255 | 
b. £\ | Warren, Ohio ‘ | 
1 pipe | DC) Please have your distributor representative call—no obligation | 
] (C Please send me a copy of your new full-color “Cabinet Sink Book.” | 
| 
® 4 NAME (Please print) i iS a 
MULLINS MANUFACTURING CORPORATION © WARREN, OHIO] js FIRM 3 
World's Largest Makers of Steel Kitchens ADDRESS. 
| ar ah aE COUNTY STATE | 
Silt einai rn cs rs cnn ea hice = 
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INSTALLATION 
OF HOT WATER HEAT 


New improvements, new developments by Thrush, year 
after year, for more than a quarter of a century, have helped 
simplify installation of hot water heat, reduced labor and im- 
proved efficiency while reducing the cost. Thrush has helped 3 
make possible today’s compact and efficient hot water heat. | 

! 





FORCED CIRCULATION... 


Thrush Circulators, first developed nearly thirty years ago, provide 
the finest and most dependable means of forced circulation at low cost. 
This permits the use of smaller pipe, valves and fittings, and has improved 
tremendously the flexibility and efficiency of hot water heat. 


AIR ELIMINATION... 


Forced circulation combined with flow control and automatic air 
elimination was the next great forward step. Thrush combines a simple, 
positive flow control valve with an air tube to lead air from boiler to Pressure 
Tank. One unit does the work of two. The automatic Thrush Air Vent Valve 
for radiators and baseboards is highly efficient and absolutely dependable. 








SIMPLIFIED PIPING ... EASIER BALANCING... 
Another Thrush development is the Manifold which eliminates extra 
fittings and labor ... improves piping design of radiant panel systems. Thrush 
Balancing Valves used in the return 


Manifold save time in balancing coils 
and assure better heating performance. Br ager aecer 


The Complete 
Thrush System 















EASY TO DRAIN SYSTEM... 


Two other Thrush ideas simplify your work. 
The Thrush Pressure Tank has a built-in Vacuum 
Breaker that simplifies draining the system. The 
Thrush Tank Drain illustrated here accomplishes the 
same thing with older tanks .. . easily, inexpensively. 
Ask for a Thrush Catalog showing these and many 
other time- and labor-saving devices. 
























See your wholesaler for more 
information or write Dept. A-12 
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Name your heating job... 
Chances are there’s a smartly-styled Modine 
Cabinet Unit to do it better ...at less cost 


OR new construction or remodeling, Modine Cabinet 
Units give you quick, positive and quiet distribution ABOUT THE PHOTOS 1. Type BT unit with plenum base 
of heated air. With modest-priced accessories, they also installed in school entryway. Duct work concealed in 
an oe A ; ae lee . wall discharges heated air through wall grill. 2. Type BF 
provide introduction, filtering and distribution of outside unit with plenum base recessed in masonry wall of super- 
air. Yes, here’s the most practical way to heat or ventilate market. 3. Type BT unit, ceiling-mounted in lumber 
large public rooms or entryways. Some units heat with hot company office and display room. 4. Type BF unit with 
water, cool with chilled water. Others for steam or hot plenum base installed in church. 
water heating only. 
Choose from five models—120 to 640 Edr. Get all the e 
facts and you'll never install unsightly radiators again. See 
the Modine representative listed in your classified phone 
book or write for Bulletin 552—Modine Mfg. Co., 1502 : 
DeKoven Ave., Racine, Wisconsin. CABINET UNITS 
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(Continued from page 70) 

Burner Control System 

Electronics Corporation has an- 
nounced a new control system for 
commercial and industrial oil, gas 
and combination burners. It com- 
bines flame failure safeguard, pro- 
gramming control, short-circuit 
protection, motor starters, fuel se- 
lector switches, signals and alarms 
in a single panel unit. Pre-wired 
and assembled at the factory to re- 
duce installation and service costs, 
the system safeguards each stage of 
burner operation. 








Manufacturer: Electronics Cor- 
poration of America, 718 Beacon 
St., Boston. 


Water Chiller 

A 25-ton steam-operated water 
chiller which incorporates its own 
operating controls to simplify in- 
stallation has been developed by 
Servel. The chiller requires only 
steam and water connections and 
115-volt line to operate controls. 


Unit and controls are completely 
factory assembled and the controls 





are regulated by a thermostatic 
bulb in the chilled water line for 
continuous, automatic modulation 
to meet varying load conditions. 
Automatic capacity reduction to as 
low as 50 per cent of rating causes 
a corresponding reduction in steam 
consumption. The unit uses steam 
from any source. Applications in- 
clude air conditioning, process and 
industrial cooling. 

Manufacturer: Servel, Inc., 119 
Morton Ave., Evansville 20, Ind. 


L.P. Fuel Tank 
A new king-size throw-away 
fuel tank for L.P. gas torches has 





been introduced by Prepo Corp. 
The new tank is more than twice as 
large as the firm’s regular size tank 
and contains over 20,000 Btu’s of 


Compact Water Heater Does Double Duty 





A new under-the-counter auto- 
matic storage gas water heater has 
been announced by Ruud. The 
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heater is designed to provide large 
quantities of hot water up to 180F 
from an installation where head 
room is limited. The dual purpose 
unit can be used either as an auto- 
matic storage heater or as a cir- 
culating tank heater. The Monel 
storage tank has a capacity of 16 
gal. Design features include an ex- 
ternal flue and a hand hole clean- 
out. The heater may be used for 
boosting 120F primary hot water 
to 180F to provide sanitizing rinse 
in commercial dishwashers. The 
unit is 32 in. high, 221% in. wide and 
28% in. deep. 

Manufacturer: Ruud Mfg. Co., 
Kalamazoo, Mich. 


heat. It is designed to provide the 
convenience of longer use before 
replacement of the fuel tanks is 
necessary. 

Manufacturer: Prepo Corp., Ed- 
gerton, Wis. 


Submersible Booster Pump 
Layne & Bowler has developed 
a new submersible pump designed 
for industrial applications to pro- 
vide invisible and noiseless opera- 
tion. Oversize shaft, longer bearings 
with protective caps, perihedral im- 
peller seals, mechanical shaft seal 
especially for submerged service, 
and a choice of mixed-flow or 
radial-flow impellers are features 
of the new pump. The submersible 


motor has a large oil reservoir and 
spring-loaded resilient bag to per- 
mit the sealed motor to breathe 
with changing temperatures and 
pressures. Standard models are 
available five to 150 hp sizes with 
discharge head from 50 to 500 ft. 
and 100 to 4000 gpm capacity. 

Manufacturer: Layne & Bowler 
Pump Co., 2943 Vail St., Los An- 
geles 22. 


Soldering Paste 


A new non-corrosive soldering 


paste has been added to the Mill- 





Rose line of copper plumbing sup- 
plies. The paste is packaged in 
2-oz and 1-lb cans and is available 
in a display carton. 
Manufacturer: Mill-Rose Co., 
1985 E. 59th St., Cleveland 3. 
(Please turn to top of page 130) 
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You wouldn't 
install 
old fashioned 


fixtures eee why install old fashioned 


caulked or threaded piping? 
Use y » copper tube 














and fittings for a modern 


drainage system 


By installing Streamline copper tube and fittings for drainage 
plumbing, you give the home-owner an up-to-date, free-flowing, 
corrosion resistant drainage system that will last for the life of 

the building. There are no caulked joints to leak, no rust damage 
to worry about, no expensive call-backs. The compact 3” stack fits 
into a 2” x 4” partition... increasing usable house space and 
eliminating the need for furring. The smooth attractive appearance 
of Streamline copper tube and fittings adds visual sales appeal to 


every modern installation. Your customer depends on you... 





you can always depend on Streamline for lifetime, trouble-free 


service. See your wholesaler now. 
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Did you visit....'Old Faithful” 
last summer? 


A source of water—a source of heat makes ‘Old Faithful’ 
the World's most famous subterranean . plumbing. system. “Old 
Faithful" is a spectacular example of the phenomenal force of heat 
energy accumulation. The column of water (10 to 12 thousand 
gallons) ejected regularly from ‘Old Faithful" results from a source 
of heat originating at a depth, estimated 3,000 to 5,000 feet below 
Yay the surface, where bodies of water are overheated and thus forced 
ae to escape to atmosphere. 









ian As nature controls “Old Faithful,” Watts 

= T & P relief valves protect and control against 
overheating hazards and dangers in hot water 
supply systems. 


The behavior of water under all conditions is 
governed by natural laws that never change. To 
oppose these laws in a plumbing system is to risk 
damage to equipment and fixtures or even to 
jeopardize personal safety. 


For example, if domestic hot water is heated 
above 212°F, it changes from a useful servant 
to a dangerous menace. If this occurs (due to 
the lack of proper protection), overheated water 
can destroy meters, shatter china fixtures, scald 
unsuspecting persons, or explode violently. 


Watts combination temperature and pressure 
relief valves are designed to act before excessive 
temperature or pressure emergencies develop. ~ 










Watts T & P Relief Valves co-operate 
with natural laws. This complete line enables you 
to supply correct protection for any hot water supply 
tank or heater from the smallest home to the largest 
industrial installation. 















Series Size 
Series A44 wh" or %" 300,000 BTU/HR 
No. N4O0L y,"" 400,000 BTU/HR 
No. N40XL ¥y,"" 500,000 BTU/HR 
No. 140 * 750,000 BTU/HR 
i 240 1%,” 1,000,000 BTU/HR 
340 1h” 3,000,000 BTU/HR 





senha: Aoceing iitentions 






7 


fa v) LAWRENCE, MASSACHUSETTS 


V 9 


ful" 
Old 
heat 
and 
urce 
low 
‘ced 


Jatts 
1inst 
yater 


ns is 


risk 
n to 


ated 
vant 
e to 
rater 
cald 


sure 
ssive 


‘lop. “ 






























Domestic ENGINEERING, DecemMBER 1955 


S THE EDITORS SEE IT! 
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You Can't Say No to Santa Claus ... 


“Dear Mr. Contractor: 

For more years than I can remember, 
all I’ve done is get letters that begin: ‘I 
want—;’ ‘I wish I had—-;’ ‘Please be 
sure to bring me—’ or some variation of 
that ancient theme. 

But now I’m pulling a switch. I’m writ- 
ing a letter and this time I'll tell you what 
| want. 

I want a new bathroom, the fanciest 
one you can install. I want a new kitchen 
with the whole works in it, everything! 
I want a complete new heating system— 
and I want the best water heater you’ve 
got. I want a home laundry outfit, and 
the old house needs insulation, ventila- 
tion and air conditioning, too. I want...” 


The above letter from Santa not only 
dramatizes that grand old custom, the 
Christmas “want” list, but symbolizes the 
list that a great many people will, or 
would be making out this year if they still 
wrote letters to Santa Claus. 

As pointed out in last month’s editor- 
ial (p. 83), more people everywhere are 
realizing that a better way of life begins 
with a better home. This reflects today’s 
higher incomes, greater pride in home 
ownership, higher educational levels and 
the general “stay-at-home” trend now re- 
flected in many family activities. 

As a result, an overwhelming number 
of influences are at work to stimulate 


home modernization next year. Early in 
January, for example, Albert Cole, Hous- 
ing and Home Finance administrator, is 
expected to proclaim 1956 as “Home Im- 
provement Year” at the direction of Pres- 
ident Eisenhower. The program will be 
backed by a large number of consumer 
educational and influencing agencies, as 
well as the nation’s business and consu- 
mer press. 

Among other programs now promoting 
the modernization idea are Operation 
Home Improvement, the American Coun- 
cil to Improve Our Neighborhoods and 
the National Assn. of Plumbing Contrac- 
tors’ all industry remodeling program 
(see Nov. issue, p. 84). 

Each of these programs will “‘tie-in” 
in one way or another with the govern- 
ment’s plan to make 1956 “Home Im- 
provement Year.” 

What does it all mean to you? Simply 
this: In 1956, remodeling will be Amer- 
ica’s number one “want,” and, therefore. 
your number one opportunity. 

In not saying “no” to Santa’s letter, 
you'll be moving with the tide of public 
wants and needs as they are converted 
into demand in 1956. . . the year to fix. 

You can sell and install remodeling at 
a profit every day in 1956, and when you 
get your profit and loss statement a year 
from now, you'll be thousands of dollars 
happier that you didn’t say “no” to Santa 
Claus. 
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Water Heating in 
for Bigger Market 


Top industry leaders pool experiences at heating-cooling 


seminar to develop better sales techniques for contractors... 


HOT WATER HEATING equip- 
ment manufacturers served no- 
tice on the warm air segment of 
our industry last month that 
competition is going to get rough- 
er. The occasion was the semi- 
annual meeting of the Institute 
of Boiler and Radiator Manufac- 
turers in Absecon, N. J., where 
a more effective sales strategy 
for plumbing and heating con- 
tractors was mapped out. 


Keynoting the two-day ses- 
sion was a panel of six top in- 
dustry experts in merchandising, 
sales promotion and advertising 
who demonstrated how to do a 
better job of selling hot water 
heating and chilled water cool- 
ing to builders, architects and the 
public. Each panelist presented 
a 15 minute success story of how 
builders have been sold, contrac- 
tors aided in selling, and archi- 


tects and consumers educated to 
the latest developments in hot 
water heating and chilled water 
cooling. 

Lead-off man on the panel was 
R. W. Williams, advertising man- 
ager for American-Standard, 
who outlined his firm’s Boiler 
Maker Campaign as a program 
fashioned to sell hot water heat- 
ing to the modernization market. 
Objectives of the campaign, he 
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said, are to develop leads for con- 
tractors, to encourage sales ac- 
tivity before the Fall heating 
season begins, and to help con- 
tractors build their prospect lists 
for continuing use. 

Williams pointed out that the 
campaign starts out by creating 
a favorable sales climate with 
national advertising, backed by 
a strong campaign of trade pro- 
motion. Contractors are then 
supplied with selling tools such 
as newspaper ads, direct mail 
material with premiums, weath- 
er data and showroom posters 
and displays. 

One feature of the campaign, 
said Williams, is a weather fore- 
casting contest for dealers to 
sponsor locally. By focusing 
consumer attention on the weath- 
er, it also makes them conscious 
of heating. The tie-in promo- 
tion, of course, stresses hot wa- 
ter heating. 

R. S. Doherty of National-U.S. 
Radiator Corporation discussed 
problems in selling hot water 
heating to the speculative build- 
er. Doherty stated that it is a 

(Please turn to top of next page) 













1-B-R MEMBERS listen as 
R. W. Williams (advertis- 
ing manager for American- 
Standard) speaks on 
“Helping Installers Become 
Better Salesmen.” 
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ON THE SPOT are Lincoln Pierce (American-Standard) and Joseph 
Balter (Taco Heaters) who portray contractors trying to sell builder 
on hot water heating in skit. The “builder” is Frank Brophy (Burnham 
Corp.), left, and the “architect” is Franklin Greene (I-B-R), right. 


How to Sell the Builder and 
Architect Told in I-B-R Skit . .. 


IF yOU HAD ONLY TEN MINUTES to sell hot water heating to a 
builder and his architect, how would you do it? What would 
you say? This is the challenge offered by the new I-B-R skit, 
“On the Spot,” in which members of the audience are invited 
to play the role of contractor—ad lib—in just such a situation. 
Manufacturers, portraying contractors, put on the skit at the 
Absecon, N. J. meeting. Following is a composite presentation, 
such as the ones made there: 

“Keeping in mind that you want to make a profit and at the 
same time give your customer something that will last him a 
lifetime, we can show you that hot water heating meets both 
quality and cost requirements. With a hot water plant, you 
can expect 40 years or better from the equipment. This means 
your customer gets more for his money and has less mainte- 
nance cost. 


« “Equipment is more compact. For example, we use small 
baseboard which is about 7-in.; some are 10-in. high. This can 
be done by using pumps to circulate the water. Thus you get 
higher temperatures and have smaller radiators. We can also 
put in an indirect water heater of the tankless type, placing 
all water heating equipment on one system. Moreover, all 
equipment is I-B-R rated to give guaranteed performance. 
“We have four methods for adding or combining cooling to 
the system, another good sales point for your home. A snow- 
melting system working off the boiler is another ‘extra’ value 
“The heating method itself is an important consideration. A 
hot water system combines both radiant and convected heating 
principles. This means clean, draftless comfort. The prestige 
of the hot water heating system, used widely in the more expen- 
sive homes, is a good selling point to your customers.” END 





























continued... 


fallacy to believe that the spec- 
ulative builder is interested in 
cost at the sacrifice of quality. 

“The question every builder 
asks himself when he becomes 
interested in a particular prod- 
uct,” said Doherty, “is whether 
or not this product will help him 
sell his houses better than if he 
put his money in some other 
product. This builder is ready 
and willing to put quality prod- 
ucts into his home at the price 
he can afford to pay. It is our job 
to make him want our product 
enough so that he cannot afford 
to be without it.” 

Selling zoned heating was the 
topic of H. D. Bissell, director 
of merchandising, Minneapolis- 
Honeywell Regulator Co. Bissell, 
illustrating his talk with slides, 
traced the concept of zone heat- 
ing and what his company has 
been doing to broaden its accept- 
ance in the residential field. 

An advertising campaign was 
the first step, he said, in 1950. 
This was supplemented by a se- 
ries of mailings to architects. 

“Each mailing showed a large 
custom built home,” Bissell ex- 
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plained, “which told why it was 


zoned, how it was zoned, illus- 


idea beginning to spread, we 
were careful to include important 


references to zoning in all major 
literature for consumers.” 
Bissell said that the trends in 


trated the system used and in- 
cluded sample specifications. 
And, because we could see the 


Leaders Tell How to Succeed 
in Hot Water Heating .. . 


A panel of six experts in merchandising hot 
water heating told how to do a better selling 
job during the I-B-R meeting reported here. Each 
presented a 15-minute success story of how build- 
ers, architects and consumers have been sold on 
the advantages of various aspects of hot water 
heating and chilled water cooling. 

The panelists (see photo, below) and their 
topics were: 


1—H. D. Bissell, Minneapolis-Honeywell Regulator 
Co., (Selling Zoned Heating) 


2—R. -S. Doherty, National-U. S. Radiator Corp., 
(Selling the Builder Hot Water Heat) 


3—E. B. Cole, Crane Co., (Selling Quality) 


4—M. L. Lundgren, Vulcan Radiator Co., (Selling 
Finned-Tube Baseboard) 


5—R. W. Williams, American-Standard, (Helping In- 
stallers Become Salesmen) 


6—A. Brown, Brown Products Co., (Low Budget Pro- 
motion of a New Product) 





Domestic ENGINEERING, DEcEMBER 1955 





3ER 1955 








home design broadened the mar- 
ket with split levels, picture win- 
dows, varied wall materials, etc. 
This led to the development of an 
information package for contrac- 
tors containing educational ma- 
terials and merchandising aids. 
As a result of 80 months of con- 
tinuous effort, said Bissell, about 
nine percent of all homes being 
built today use zoned heating. 


s M. L. Lundgren of The Vulcan 
Radiator Company outlined his 
firm’s program for selling finned 
tube and baseboard radiation. 
Lundgren emphasized how the 
introduction of air conditioning 
to baseboard has contributed to 
its sales potential. He then told 
how his company is undertaking 
a vigorous program to bring the 
concept of baseboard heating and 
cooling to the building market. 

A. Brown, of Brown Products 
Co., described how his company 
is developing the market for a 
one-pipe remote type heating- 
cooling system, and E. B. Cole of 
Crane Co. told how his company 
presents the quality story of hot 
water heating (see next issue.) 

An “Old Masters” panel com- 
posed of six of the industry’s 
“elder statesmen” also contrib- 
uted to the discussions. They 
were: H. C. Day, American- 
Standard; E. N. McDonnell, Mc- 
Donnell & Miller, Inc.; N. W. 
MacNichol, Warren Webster and 
Co.; C. M. Baumgardner, Nation- 
al-U.S. Radiator Corp.; V. A. 
Good, Burnham Corp.; and J. R. 
Murphy, Taco Heaters. 


s A forecast that hot water and 
steam heating sales would reach 
an all-time high in 1955 was made 
by Robert E. Ferry, general man- 
ager of the Institute. Ferry said 
that, based on shipments thus 
far, “sales of home heating boil- 
ers will be up approximately 30 
percent over 1954 and baseboard 
type radiators will show an in- 
crease of 40 per cent.” END 
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Adjustable hanger which permits rotation of unit heater. 


Job Idea for Unit Heaters 


AS A RESULT OF THE RELOCATION of work areas 
in factories and commercial structures, Wm. J. 
Masoner of Inland Heating Co. (Chicago), has 
frequently found it necessary to radically change 
the direction of a unit heater’s air stream. 

Often, these changes were equivalent to a re- 
installation job, calling for a hanger that would 
adjust itself to immediate relocation needs and 
remain versatile enough fer any future changes. 

Masoner found it necessary to improvise hang- 
ers to meet each situation and it was from the 
experience gained in numerous such jobs that 
he developed a new hanger especially adaptable 
to these re-location needs. 

The hanger which Masoner came up with is a 
two-member, pivot-type hanger, the upper mem- 
ber of which can be fastened to the ceiling on 12” 
to 21” centers with two lag machine or hook bolts. 
The lower member is hung from the upper with 
a heavy machine bolt permitting it to pivot to any 
desired position, a full 360 degrees if desired. 

Masoner’s success with the new hanger has 
caused him to make it available to other contrac- 
tors through the Inland Mfg. Co., 1200 North 
Cicero Ave., Chicago 51. Two stock sizes are 
manufactured with special sizes available for un- 
usual or extra heavy load applications. END 















































































KEY to plus-busi- 
ness from routine 
repair jobs is Rup- 
ert’s “general 
premise report” 
(right). After 














completing a job, 
journeyman lists 
possible trouble 
spots, leaves one 


copy with custom- ing 
er and returns 
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No ONE IS GOING TO KILL “the 
goose that lays the golden eggs” 
at Rupert Plumbing and Heating 
in Albuquerque, N.M. Produc- 
tion of “golden eggs” is far too 
good for that. 

The New Mexico firm’s “gold- 
en goose” is a plumbing and heat- 
ing repair business which Rupert 
has nurtured so well that it now 
produces an annual volume of 
$150,000. And the beauty of it is 
that profit on the repair volume 
exceeds that of an equal amount 
of new construction by “ten 
times.” 

What’s the secret of his suc- 
cessiul repair business? 
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“It’s no secret,” says Norman 
Rupert, owner of the firm. “I be- 
lieve, however, that there are 
three factors which make it 
work. First, we have a definite 
system for handling repairs; sec- 
ond, all activity is centered under 
the complete direction of one 
person, and, third, we have de- 
veloped an almost fool-proof 
form for proper and complete fol- 
low-through on all jobs.” 

This “key” to Rupert’s suc- 
cessful formula is the “general 
premise report” reproduced 
above. Its name derives from the 
fact that it is filled out by the 
journeyman right on the job 


‘Premise Report’ Paves Way to 
Plus-Business for Rupert... 


Journeymen become ‘job detectives’ with this unique system 


premises upon the completion of 
each repair. (For a copy of the 
repair job ticket, see page 88). 

“I experimented quite a bit 
with this idea,” Rupert says, “and 
developed a number of different 
forms and reports, finally refin- 
ing it to the one which now serves 
our purpose quite well.” 

Briefly, the general premise 
report is designed to show the 
customer that Rupert does a thor- 
ough job, not only on the cur- 
rent repair, but in noting future 
trouble spots. 

Even more important from the 
dollar and cents viewpoint, is the 
fact that the report supplies Ru- 
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pert with the best possible leads 
to additional repair and remodel- 
ing jobs, in some months amount- 
ing to as much as $3000 in plus 
business (see p. 86). 

The form is printed on buff 
stock, measuring about 91% in. by 
eight in. high. It carries his name 
and address, the name, address 
and phone number of the cus- 
tomer, the job number and the 
date the report is made out. 

In addition to this basic infor- 
mation, is an explanatory head- 
ing: “Your Home Deserves the 
Best. Our intention is to aid you 
in eliminating future troubles. 
May we make the following sug- 
gestions: ”’ 

Then on lines below, the 
journeyman lists whatever addi- 
tional work should be done on 
the premises, based on his ob- 
servations during the course of 
his repair work. If it is possible, 
he also writes in his estimate of 
the cost of the recommended ad- 
ditional work. 


s Down the extreme right-hand 
side of the premise report is a 
box listing various fixtures in the 
home and a space for indicating 
whether the fixture is in “good” 
or “bad” condition. 

Finally, across the bottom of 
the report is a section covering 
guarantee of work and material. 

Upon completion of each job, 
the journeyman fills in the form, 
leaves one copy, with the custom- 
er, and deposits the other copy 
in a file upon his return to the 
office. 

Thus, Rupert has a ready- 
made prospect list for future re- 
pair and remodeling jobs. 

“I go over these general prem- 
ise reports every day,’ Rupert 
says. “If I find a report that 
clearly indicates that the cus- 
tomer is soon going to be in for 

(Please turn to center of next page) 
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Why We Like Repairs 


PROFITS: Equal to 10 times that of some new work 
in current competitive market 


PLUS-BUSINESS: Follow-up sales to repair cus- 
tomers hit $3,000 some months 


The headlines above pretty well sum up Norman 
Rupert’s reply to Domestic ENGINEERING’S question 
“why do you like the repair business?” 

“To put it bluntly, I can make more net profit on 
$10,000 worth of repairs than on some contracts to- 
talling $100,000,” says Rupert. 

“The competitive situation on new construction 
in our area makes it impossible to get many of these 
new jobs at anywhere near a decent profit. You’d 
have to be satisfied to get them at cost, or at best, 
with a two percent margin which wouldn’t even take 
care of overhead. 


s “We'll bid on these jobs, of course, to keep our 
foot in the door, and once in a while we’ll take a job 
at a slim profit in order to take advantage of quantity 
purchases. 

“The second reason we like repairs is that it’s an 
‘open sesame’ to plus business. By devising a definite 
system and using our ‘general premise report’ (see 
article), we’ve found that we can get follow-up sales 
totalling as much as $3000 some months. 

“In short, we’re building volume at an adequate 
profit and as long as we can do that, I'll take repairs 
and remodeling any day.” END 





Norman Rupert, Albuquerque, N. M. 
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Premise Report... 


(Continued from preceding page) 
further trouble unless the recom- 
mended work is done, I get on the 
telephone and ask him to check 
his copy of the report and sug- 
gest that he get the trouble taken 
care of. Frequently, our service 
man is back the next day and we 
have another repair or remodel- 
ing job on the books.” 

If a report shows that nothing 
urgent is needed, but indicates 
future work will be needed, the 
form is placed in a tickler file 
for follow-up either by mail, tele- 
phone or in person. 

“Aside from its value as a 
source for additional business, 
our general premise report fore- 
stalls a lot of complaints,” Ru- 
pert says. “If we get a complaint, 
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How Journeyman Leads Paid Off 
at Rupert’s in September. . . 
Job or Product Amount of Sale 
Bathroom Remodeling............. $ 902.00 
POI. esc cic eee ee thinds 245.00 
TT err 325.00 
re 105.00 
Sink and Base Unit................ 300.00 
Food Waste Disposer............... 110.00 
epee 245.00 
IR isn tana grad sivas 450.00 
a eer Tren 437.00 
Total $3,119.00 
aaa at a atte ate 
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we can usually refer the custom- 
er to our report showing that he 
was warned of a chronic trouble 
condition, or that our man had 
recommended certain work that 
would have taken care of the 
complaint. As a result, our com- 
plaint call-backs have almost 
been eliminated.” 

Rupert has little difficulty in 
getting cooperation from his jour- 
neymen in filling out the report. 
For each additional service or 
material that is recommended by 
the journeyman and results in a 
sale, he gets five percent com- 
mission. 

“Since our men are paid 
straight hourly wages, the com- 
mission is a bonus which we pay 
monthly. I’d say the men aver- 
age around $25.00 a month in 
commissions. They like the sys- 
tem and, all in all, it has worked 
out quite well,” Rupert says. 

Repair business at Rupert’s is 
under the direction of one man, 
or rather one woman, Mrs. Char- 
lotte Ames. 

“It’s her baby,” Rupert says, 
and he gives her credit for the 
system that makes his repair 
business so profitable. 


s The simple system starts with 
assembling repair orders and 
routing them to the five journey- 
men under her direction, and is 
followed through to a concise 
“premise report” and a collec- 
tion program that holds credit 
losses to one tenth of one percent. 

As service calls come in, Mrs. 
Ames studies each, determines 
the approximate time she be- 
lieves it will require, notes in 
what area of the city the custom- 
er lives, and then sorts the calls 
accordingly. 

“We try to keep our service 
men out all day,” Mrs. Ames 
says, “and working in the same 
area. That way we avoid a lot of 
dead time in trips to and from 


Domestic ENGINEERING, DECEMBER 1955 


the shop for more job tickets.” 

The company writes up all re- 
pair jobs on a “Job Record Tick- 
et” (p. 88) printed in triplicate. 
The original, white ticket re- 
mains in the office and constitutes 
a permanent record of the job; 
the journeyman gets the second, 
or pink copy, and the third copy 
is for the customer. 

The serviceman’s ticket shows 
what work is to be done and he 
enters on that copy all parts and 
materials he uses. He does not 











enter the time, but does charge 
the time against the job on his 
own hourly labor ticket. Mrs. 
Ames then takes and transfers 
this information to the job ticket. 

On the ticket the journeyman 
gives to the customer, he lists 
material and hours of labor, but 
does not price either. The cus- 
tomer signs the ticket which the 
journeyman brings back to the 
office along with his own copy. 

After Mrs. Ames has figured 


(Please turn to center of next page) 


A JOURNEYMAN puts 
copies of his general 
premise reports in office 
Ledeen e end of 
each day’s work\He'll 
get five percent conjmis- 
sion on sales resulting 
from his re 
tions to 
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JOB RECORD 
NAME 
CHARGE TO 
LOCATION OF JOB 
WORKMAN 
























JOB TICKET (portion shown above) 
is made out in triplicate: office copy, 
customer’s copy and journeyman’s 
work order. After job is completed 
and ticket filled out by the serviceman 
and accounting department, the orig- 
inal becomes a complete job record. 
including a day-by-day profit and loss 
statement for each job. 





(Continued from preceding page) 
the cost of materials and labor, 
she enters them on all three 
tickets, and the actual cost on the 
office copy, and mails the cus- 
tomer’s copy. 

The permanent copy of the job 


Centering all repair activities under one person makes 
5 kpl for efficiency, Rupert says. Mrs. Charlotte Ames 
ticket serves as a daily profit and parkplug (above) directs this phase of the Rupert operation. 


Service 





loss report for Mrs. Ames’ an- 
alysis. 

In spite of the fact that about 
95 percent of all repair work at 
Rupert’s is on credit, the com- 
pany loses only a little less than 
one tenth of one percent, as men- 
tioned previously. Rupert says 
Mrs. Ames is responsible for this 
excellent collection record, and 
she, in turn, says her philosophy 
is that “everyone is honest until 
he proves otherwise.” 

She does, of course, have a 
follow-up system that assures 
complete control of the credit sit- 
uation. At the end of 30 days 
after a customer receives a state- 
ment, he receives a friendly tele- 
phone call from Mrs. Ames. If he 
has no phone, he gets a friendly 
reminder letter. 

If at the end of 60 days the ac- 
count is still unpaid, he receives Signs of 





This striking sign, perched atop Rupert’s attractive 
, see =. store, is shaped like a wrench to symbolize his repair 
another reminder, this time very the Times service specialty to residents of Albuquerque. 
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business-like, but still amiable. 
In extreme cases, Mrs. Ames will 
notify a delinquent that the ac- 
count will be filed for collection 
with an agency. 

“Mostly, it’s a matter of keep- 
ing all accounts current by re- 
ligiously following up the slow 
pays,’ Mrs. Ames says. “You 
have to stay on top of the situa- 
tion at all times, but if you do 
this, you come out very well. At 
least, that’s been our experience.” 

While Rupert likes his repair 
business as it is, he isn’t letting 
things ride. “I’m convinced that 
the key to our success is the good 
use we make of our ‘general 
premise report’ in getting repeat 
business in the form of more re- 
pair and remodeling jobs. So 
right now I’m trying to design a 
new report that will do an even 
better job than we are doing 


” 


now. END 


Her Hero! 

Retailers and manufacturers of 
kitchen appliances .have been told 
that a range may be only a range 
to a man, but to a woman it’s her 
hero, her companion and her fa- 
vorite work partner. 

Albert Shepard, who delves into 
the reasons behind buying habits 
for the Institute of Motivational 
Research, told the automatic range 
conference of the Gas Appliance 
Manufacturers Assn. that psycho- 
logical tests on women proved the 
kitchen range gave the lady of the 
house emotional “kicks” of cre- 
ativeness that no other appliance 
can match. For that reason, Shep- 
ard suggested manufacturers sell 
less on the “gimmick and gadget” 
basis than on one that appealed to 
the modern woman’s desire to be 
creative through domestic tasks like 
cooking and baking. 

On the retail level, Shepard said 
too many dealers adapt a casual 
attitude when selling a range to a 
housewife. This purchase is a per- 
sonal adventure for her, and she 
can be lost as a customer by the 
salesman who considers her pur- 
chase “just another appliance.” 
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BILL LANDERS (left) had a “be prepared” attitude when he showed 
up for the meeting with a pre-cut shirt tail. Al Dunlap was the loser. 


Wholesaler Loses Shirt 


NAPC veep has ripping good time 


IF YOU HEAR THAT AL Dun tap of U. S. Supply Co., Okla- 
homa City, “lost his shirt,” don’t send money. Economically, 
Dunlap is still sound, although sartorially he’s got his 
back to the wall. 

Dunlap went through a recent industry meeting minus 
his tail flaps after paying off a bet to William Landers, 
vice president of the National Assn. of Plumbing Con- 
tractors. 

The wager was intended to stimulate attendance at the 
meeting of the Plumbing and Heating Trade Promotion 
Committee of the Oklahoma City area. Landers and Dun- 
lap agreed to give the shirts off their backs if their groups 
—contractors and wholesalers—didn’t turn out for the 
meeting in specified quotas. 

When the last precincts were in, it was contractors 44; 
wholesalers 20, and thereby hangs a “tail.” Landers 
promptly cut Dunlap down to size, snipping a yard or so 
off the wholesaler’s shirt. 


«s Landers and Dunlap were happy, however, with the 
interest stimulated by their bet. “We got a good crowd,” 
Dunlap said, “and he didn’t do much more damage to my 
shirt than some laundries.” 

The meeting was one in a monthly series sponsored 
by plumbing and heating contractors and wholesalers in 
and near Oklahoma City. The monthly sessions are aimed 
at exchanging information on business activities and 
trends among the three segments of the industry. Product 
reviews featured the recent meeting. END 
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Readers Debate © 


Industry Issues 


D. E. articles stir up a storm... 


SOME MONTHS ARE LIKE THAT. Take September, for 
example. Magazine editors normally expect a number 
of letters, pro and con, about the articles in any given 
issue. It’s all part of the business. 

But getting back to September .. . three articles in 
particular seemed to stir up more controversy than 
we normally expect. First, there was Hal Bergdahl’s 
column (5 Minutes with Bergie, p. 200) wherein he 
advocated a “sell only” policy for contractors . . . selling 
material they do not install. Judging from the response, 
some think it’s a good idea, others, like Mr. Shields from 
New York (see facing page), think not. 


s Then, in a feature story, Fred Meier, a Los Angeles 
contractor, told why he gave up his dream of a chain 
operation (p. 110). He had the concept of a chain store 
set-up, wanted to go ahead, but, he said, was always 
stopped by a scarcity of one essential commodity: the 
“responsible man”; in short, a lack of managerial tim- 
ber. Here again we received a flood of letters, some 
taking issue, with others agreeing with Meier. 


s A third article that touched off a barrage of comment 
was a story on water softeners, “How Wilson Sells Up.” 
No one objected to the fact that the Cleveland company 
had developed a plan that sold more softeners, of course, 
but a rhubarb did develop over the health merits of 
conditioned water. R. I. Gaines (Roswell, N.M.), for 
example, wrote in and said: “Wash in soft water, yes; 
drink it, no,” and outlined reasons for his belief. We 
invited John Hosford, executive of the Water Condi- 
tioning Foundation, to comment, which he did, and the 
“debate” appeared in the letters column of our Novem- 
ber issue (p. 12). Now, contractor Gaines has replied 
to Mr. Hosford (see facing page) and we suspect we'll 
hear more from Hosford on the subject. 


# Perhaps all these controversies are nothing more than 
a “tempest in a teapot”; then again, perhaps not. At any 
rate, we’d like our readers to be the judge by accepting 
the invitation (facing page) to comment on these subjects. 
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‘Sell Only’ policy 
invites Tinker 
Jacklegg to do 
the installation, 


Pennsylvania 
contractor warns 





“Wash in soft 
water, yes; but 
drink it or cook 
with it, no,” says 
New Mexico p-h 
contractor... 





New Yorker says 


the answer to 
manager training 


rests with the 
contractors 
themselves .. . 
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GLENOLDEN, Pa.—Hal Bergdahl 
overlooks vital factors in emphasiz- 
ing a sell-only policy in your Sep- 
tember issue. 

Contractors in this industry do 
not operate retail outlets as such, 
but employ display rooms to stimu- 
late prospects’ interests in appli- 
ances and fixtures and thus encour- 
age the installation of these better 
living aids in their homes. But 
from each transaction must come 
a share of the cost of showroom 
space, salesmen’s commissions and 
overhead. The financial net is in- 


sufficient unless a sensible installa- 
tion profit is included. 

The contractor wishing to con- 
duct a sell-only business would be 
better off to close his display room 
and sell from a catalogue. 

This would be a serious mistake, 
at least in my opinion, since great 
progress has been made in recent 
years in encouraging contractors in 
this industry to build attractive 
showrooms and become better mer- 
chandisers of their many services. 

Naturally there are isolated ex- 
ceptions, but generally speaking it 


is both dangerous and short-sighted 
for men in this field to look upon 
themselves simply as movers of 
merchandise. This phase of their 
operations is essential because it 
provides additional opportunities 
for the application of their know- 
how as domestic engineers. 

It may not be sacrilegious, as 
Bergie claims, for a plumber to sell 
merchandise without iristallation, 
but to cut short a sale at a cus- 
tomer’s door merely invites Tinker 
Jacklegg to take on another job. 

C. SHIELDS 








Roswe..t, N. M.—Your Novem- 
ber issue carried my letter (p. 12) 
in which I explain my experience 
of 27 years selling water softeners 
and point out the dangers to human 
health when zeolite softened water 
is used for cooking and drinking. 

The issue also included replies 
from the Water Conditioning 
Foundation and the Water Condi- 
tioning Research Council. John 
Hosford of the Water Conditioning 
Foundation said: “studies in vita- 
min content indicate that distilled 
water allows vegetables to retain 
a far greater vitamin content dur- 
ing cooking than hard water.” 

Surely Mr. Hosford knows the 


difference between conditioned wa- 


ter and distilled water. I think 
D. E. readers know the difference, 
but in case there is a doubt, let me 
quote from the literature of a well 
known softener company: “The 
water passes through the bed of 
zeolite and exchanges its calcium 
and other minerals causing hard- 
ness for an equal amount of sodi- 
um, a mineral that causes softness, 
as we term water without these 
elements. There is no robbery in 
nature: if we take something out, 
there must be something put 
back. . . .” 

I am not a medical authority, 
but I have read for many years 
that cooking in soft water pulls the 


vitamins out of the foods. 


My teen-age daughter tells me her 
home economics teacher tells them 
not to put a pinch of soda in the 
pot of beans as her grandma did 
for this same reason. I also sub- 
scribe to a health magazine called 
“Prevention,” and I am taking the 
liberty of asking its editor to an- 
swer Mr. Hosford regarding the 
use of softened water for human 
consumption. I think he will an- 
swer in a way we contractors can 
understand. 

I also think our customers will 
appreciate our interest in their 
health and consequently we'll sell 
more softeners to more satisfied 
customers. (See facing page). 

R. I. Garnes 





New York City—I was rather 
surprised at Fred Meier’s attitude 
regarding chain operations in your 
September issue. 

I cannot agree with him: There 
are chain operations of manufac- 
turers and jobbers in the plumbing 
and heating field, and there is no 
reason why the same cannot be de- 
veloped by contractors. 

The only complaint I can find is 
that Mr. Meier has been unable to 
get proper help. That isn’t only his 
problem, it’s everybody’s problem 
today. May I suggest that he start 
training personnel so that they can 


be advanced into assistant-manag- 


This can be done. In order to 
make sure that the new trainee will 
stay with the company, it will prob- 
ably be necessary for Mr. Meier to 
develop some incentive-payment 
plan such as profit sharing. 

I agree that the major difficulty 


at the preserit time is a lack of 
trained managers. This might be 
rectified in his area by asking the 
Los Angeles City College to offer, 


besides the plumbing course, a 
course in Plumbing Business Ad- 


ministration. A. S. Pent 





What's Your Opinion? 


The letters on this page are typical of those received as a result 
of articles which appeared in the September issue (see facing page). 
Other readers are invited to send in their opinion on one 
or more of these subjects. For those opinions, either for or against, 
Domestic ENGINEERING will pay $15 if they are submitted in letter 


ers and then into managers? form to the editor, and published. END 
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water’s fine,” in- 
mermaid, as she 


“C’MON IN, the 
vites this comely 
prepares for a cooling dip in a typi- 
cal Tamiami Plumbing Co. swimming 
pool installation in Miami, Fla. 


‘““WATER. WATER, EVERY- 
WHERE .. .” might well be the 
slogan of James E. Burgin, Mi- 
ami swimming pool specialist. 
In fact, Burgin is literally waist 
deep in swimming pool instal- 


lations. He heads the Tamiani 


Plumbing Co., a 16-year-old 
firm with showroom and shops 


drilling package for $400. System operates for less than $1.00 a week 


in South Miami and Homestead, 
Fla. The firm does a whopping 
business in swimming pool and 
pump installations, with the 
work accounting for 25 percent 
of the firm’s business. 

By developing a “package” 
deal Burgin is able to do the me- 
chanical installation on an aver- 
age 18 by 36 ft residential pool 
for $350.00 to $400.00. This in- 
stallation includes, all piping, 
pumping and well equipment 
and operates for $1.00 a week. 

When asked how he could de- 
liver a swimming pool installa- 
tion for such a moderate price, 
Burgin said, “Well, we haven't 
always been able to offer the 
public our package deal. How- 
ever, we have learned a lot about 
this kind of work while doing 
perhaps more than our share of 
the 5000 residential swimming 
pools in greater Miami. 

“The biggest road block 
thrown up against the residen- 
tial swimming pool business,” 
said Burgin, “was coming from 
pool owners themselves. 










“A typical example was an in- 
stance where the husband turned 
on the pump to empty the pool 
before leaving for work. He 
asked his wife to refill the pool 
for ‘the splash party’ for that 
evening. When the time came to 
fill the pool, the wife either 
couldn’t get the pump to prime, 
or she couldn’t operate the 
valves; or she found the pool 
had to be scrubbed out.” 

It was at this point that Bur- 
gin began experimenting with 
numerous types of equipment in 
his own screened-in swimming 
pool in an effort to develop a 
low-cost, trouble-free installa- 
tion. 

The answers to the problems 
and the development of the pack- 
age deal are the result of a full- 
scale project in which Burgin 
invested about $2000.00 for vari- 
ous types of systems and equip- 
ment and spent endless hours in 
experimenting. By installing 
equipment under actual working 
conditions in his own pool, Bur- 
gin was able to develop a system 
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that is economical to install and 
simple for the home owner to 
operate and maintain. 

In Florida’s Dade County, 
many swimming pool systems 
are in use, but the most common 
method is to fill the pool from a 
private well and to pump it out 
of the pool when the water needs 
changing. Chemicals are fre- 
quently used to remove discol- 
oration and algae. 

Burgin’s first trial was an 
aeration method of re-using the 
water. This required pump oper- 
ation for four hours a day and 
still necessitated the use of an 
algaecide, bleach, and cleaning 
the pool with a vacuum cleaner. 
An automatic skimmer installa- 
tion was tried but this, too, re- 
quired the use of a vacuum 
cleaner line two hours a week. 

A filtering system was in- 
cluded in the experiments with 
the local well water but it was 
necessary to use chemicals and 
to recirculate the water eight 
hours a day. 

Burgin learned that neglect of 
any of the operations had a 
cumulative effect that only made 
matters worse. It seemed that 
any way the system was treated, 
the pool owner was in for a lot 
of work before he began having 
any fun. 


s With a change of assault on the 
problem, Burgin began new tests 
based on frequent changing of 
water. An influencing factor was 
that the source of supply was 
plentiful and the cost of the 
pump operation was generally 
favorable. He found that fre- 
quent changes of water solved 
most discoloration and algae 
problems. Trials were made with 
a 2-hp pump that delivered 80 
gpm. This size pump, however. 
presented a cleaning problem 
when it became clogged. 

A 5-hp pump was then put into 
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service. It increased the output 
to 110 gpm, but the results were 
not considered favorable in com- 
parison with the operating costs. 

The pump that was ultimately 
approved for the package deal 
was chosen because its impeller 
was designed to pass rock and 
sand, a common problem in the 
Florida area. 


s The 1-hp pump, capable of de- 
livering 110 gpm, is installed 
with a remote control that en- 
ables the housewife to pump out 
the pool and refill it with fresh 
water by a flip of the switch. 
The operation can be completed 
in four hours and at a cost of 
between 25 and 30 cents for the 
empty-and-refill cycle. By 
changing the pool every three or 
four days, the water will not 
discolor and algae is not accumu- 
lated in the system. 

Burgin impresses on his cus- 
tomers that the effectiveness of 
the system is dependent upon the 
frequent changing of water in 
the pool. The pump is self-prim- 
ing which assures elimination of 
one source of trouble for pool 

















s down on service 


Mmbing has already 


chalked »bs of either new 
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Pthat the simplicity 
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of his sy Pwill appreciably in- 
4 

crease. bit Swimming pool busi- 


t 


NOSS Ts aecgeaeall 
(EditoP Ne e: While the system de- 
scribed in this article is designed pri- 
marily for economy, the company 
installs more elaborate filtering and 
other treatment equipment where cost 
is not a major consideration.) 





s Another Burgin project still in 
the development stage is a lawn 
sprinkler system that will per- 
mit use of the pool water for 
lawn irrigation. No wonder he 
makes you think “water, water, 


everywhere...” END 





RESEARCH played an important part in developing Tamiami Plumbing Com- 


pany’s low-cost, water supply system. 


Here, James Burgin, who operates 


the company, stands beside an experimental installation at his own pool. 
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CoNnTRACTOR JOHN F. Kuntz 
led an elderly couple into a musty 
basement in Allentown, Pa. The 
folks needed a new boiler, but 
wanted to see what they were 
buying. 

“This,” said Kuntz, pointing 
his flashlight at a boiler, “is the 
installation we made last year 
for Mrs. Smith. The boiler you 
need is exactly like it.” 

The husband studied the boiler 
for sometime, then turned to his 
wife. “From what I can see, it 
looks good.” 

“We'd better get it then,” she 
replied. Kuntz and the elderly 
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The Bigger They Come... 


And the ‘better’ they come the ‘bigger’ 
they sell. Here's the story behind the 
store that helps a Pennsylvania contrac- 


gentleman closed the deal on the 
spot. But looking back, Kuntz 
has this to say: 

“We made the sale, but luck 
played a part because most times 
it’s hard to sell under such diffi- 
cult circumstances. We usually 
use a satisfied customer’s home 
to clinch a sale, but under many 
conditions there are handicaps. 
That incident with the elderly 
couple in the musty basement 
convinced me we needed a bigger 
showroom to insure at all times 
that we could show every plumb- 
ing and heating product off un- 
der the best conditions.” 





tor ‘sell up’ in modernization... 


ENLARGED SHOWROOM opened 
by Contractor John F. Kuntz over- 
came previous handicap of not being 
able to show customers exactly what 
they wanted. Note upstairs display. 


The Lehigh Plumbing & Heat- 
ing Co. already had an 800 sq ft 
showroom at the city’s busiest 
intersection. But with the greater 
variety and style of today’s 
plumbing and heating products, 
the showroom was inadequate. 

“It’s inadequacy became even 
more apparent when we decided 
to emphasize modernization,” 
says Kuntz. “We found we had 
tapped a real well-spring of 
prospects, but that we couldn’t 
do justice to all we were selling.” 

The result was a remodeled 
showroom on the same site. It 
has 2,000 sq ft of display space, 
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gained by moving the shop and 
storeroom into a specially con- 
structed two-story building next 
door. 

Careful planning by Kuntz has 
enabled him to display a good 
representation of the diverse 
products offered the public by 
the plumbing and heating indus- 
try. Complete selections are 
available for fixtures, water 
heaters, softeners, appliances and 
fittings. There also are five com- 
plete bathroom layouts, a com- 
plete kitchen and an installed 
heating plant that “beats those 
musty basements.” 

“In each item,” Kuntz says, 
“we try to show a range of colors, 
sizes and styles. Most important, 
though, we show a range of price. 
That gives us a talking point with 





WALL SHELVES installed between 
windows provides handy spot for fea- 
turing brass goods so that items may 
be easily examined by shoppers. 


The Better They Sell... 


every modernization customer. 
We don’t scare prospects away 
with only upper bracket mer- 
chandise. Rather we attract them 
into the store with lower priced 
items and then generally sell up 
through comparison of quality 
and long term value. 

“In modern selling, the show- 
room is valuable in many re- 
spects, other than price. You 
tell a prospect how beautiful a 
colored bathroom will be, but if 
you have to rely on his visual- 
ization, you’re taking a chance. 
There’s no chance when you can 
walk over to a complete, colored 
bathroom display and say—‘See 
for yourself’.” 

The swing to modernization 
became an accomplished fact 
with the opening of the new 





Display 
Idea 





TAKE YOUR PICK, Kuntz tells customer, who has five complete bathroom 
ensembles to choose from. Variety in styles, colors and prices makes the show- 





... says Kuntz 


showroom. Appeals could be 
made to homeowners in all 
classes and with any taste. The 
modernization market shored 
up Lehigh’s major construction 
work which has kept its 20-man 
crew busy the past few years. 
School jobs and a $200,000 hos- 
pital contract are typical of Le- 
high’s construction activities. 


“Construction in the area is 
still a steady business,” says 
Kuntz. “But competition is 


keener. If it gets too rugged, we 
can always fall back on a thriv- 
ing repair and modernization 
business. We’re dominant in that 
because we have the space to 
sell all the products to all the 
prospects.” 

While Kuntz’ emphasis on re- 
(Please turn to top of next page) 
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room an idea center for the undecided customer, and provides ideal conditions 
for bringing sale to a close. Note depth of selections offered. 





























The Bigger They Come ... continued 


(Continued from preceding pages) 
modeling is relatively new, he 
has never in 36 years experience 
neglected this broad market. 
“We know a lot about selling 
modernization — that’s what led 
us into a larger, more complete 
showroom. That’s also what has 
kept us busy on the repair and 
service phase of business. The 
profit sometimes is light but we 
enlarge our list of ‘steady custo- 
mers’ and make many of them 
modernization buyers. We han- 
dle the complete job, of course, 
and sometimes have started on a 
minor repair and carried through 


to a fully remodeled kitchen. 

“Another source of prospects 
is our small parts sections. When 
we enlarged our showroom, we 
made sure that old standby got 
a good position and plenty of 
space. 

“People are always going to 
buy small parts for minor re- 
pairs, and we want them to get 
into the habit of trading with 
their plumbing and heating con- 
tractor. From quarter or dollar 
purchases, we have gained the 
confidence and business of peo- 
ple who want thousand dollar 
modernization jobs—from us, of 


course, because we come to mind 
when plumbing and heating are 
discussed.” 

In summing up, Kuntz says 
the secret of modernization is 
“not to miss a bet.” That’s the 
reason for the bigger, more var- 
ied showroom, for the attention 
to small business as a lead to 
big jobs, and the use of satisfied 
customers to sell prospects. 

“The problem in moderniza- 
tion,” says Kuntz, “isn’t in find- 
ing customers, but in getting the 
most out of all the many ways 
there are to sell them. The show- 
room is one way.” END 
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D. E. NEWS ITEM (Sept.) reports industry complaints to 
Treasury Dept. on British dumping of cast iron soil pipe. 


IN A PRECEDENT-SETTING deci- 
sion, the U. S. Treasury Depart- 
ment has announced that a special 
duty will be levied on cast iron 
soil pipe which is imported from 
the United Kingdom and sold in 
the United States at less than 
foreign market value. 

With this announcement the 
Treasury Department wrote finis 
to a “dumping” practice that has 
distressed the American cast iron 
soil pipe industry and its major 
spokesman, the Cast Iron Soil 
Pipe Institute, since early last 
summer. 

This important decision also 
offered encouragement to other 
industries which are being in- 
jured, or are likely to be injured, 
by the sale of foreign goods in 
the United States at less than 
fair value. 

As DomEsTIC ENGINEERING re- 
ported in its September issue 
(p.56), the industry had ex- 
pressed increasing concern over 
the “dumping” of British cast 
iron soil pipe in this country. 
This concern finally culminated 
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in the filing of complaints with 
the Treasury Department against 
the “dumping” practice. Such 
complaints were filed by Homer 
E. Robertson, CISPI vice presi- 
dent, and by various other seg- 
ments of the industry, with the 
result that a special hearing on 
the matter was held on Oct. 21 
by the U.S. Tariff Commission. 
The case for the American pro- 


ducers of cast iron soil pipe was 
presented and argued by Albert 
A. Carretta, former Commission- 
er of the Federal Trade Commis- 
sion, and now a member of the 
Washington, D.C., law firm of 
Carretta and Counihan. Co- 
counsel for the American pro- 
ducers was Harold A. Slane of 
Los Angeles, Calif. Slane is also 
(Please turn to center of page 120) 





ALBERT A. CARRETTA, Wash- 
ington attorney, is no stranger 
to the plumbing and heating in- 
dustry. A former member of 
the Federal Trade Commission, 
Carretta helped to write the 
trade practice rules for the 
wholesale p-h industry (Sept., 
p. 95) and now advises the in- 
dustry on their implementation. 
He is a member of the Wash- 
ington law firm of Carretta & 
Counihan. 





He Presented the Winning Argument 
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Plumbing Codes: 


Your 
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SUGGESTED SOLUTIONS to the 
problem of Tinker Jacklegg list- 
ings in the classified telephone 
directories have at least one field 
of agreement—Tinker should be 
ousted from the “Plumbers” 
classification. By whom? Why, 
by the other guy, of course. 

The responsibility of making 
classified sections what they pro- 
fess to be—accurate directories 
of qualified businessmen—would 
appear to be the duty of the peo- 
ple who profit by these sections 
and copyright listings. 
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However, some _ classified 
phone book publishers, whether 
independent companies or seg- 
ments of the telephone system, 
are apparently convinced they 
have no legal power to “police” 
listings. They fear damage suits 
if they refuse a non-licensed per- 
son a listing under “Plumbers.” 

Qualified contractors who have 
tried to shake this opinion in 
some areas have found little en- 
couragement. (See “Mr. Sullivan 
Calls on the Phone Co.,” Nov., 
p. 108). Only lengthy and ex- 


| for Eliminati 






JACKLEGG ON THE RUN: Stripped of its legal verbiage 
(above), here’s how St. Louis prevents unqualified persons 
from advertising in the “Plumbers” section of the directory. 


pensive court tests may prove the 
opinion right or wrong, and such 
tests could help only Tinker by 
splitting the cooperative spirit 
that has grown between directory 
officials and the plumbing and 
heating industry recently. 
Instead of pointing at each 
other and saying, “You’re all 
wrong. We're right,” phone of- 
ficials and contractors are wiser 
to search for a method of clean- 
ing up the yellow pages without 
putting either side in legal jeop- 
ardy. They don’t have to search 
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e QUALIFIED CONTRACTOR PROGRAM (Part 5) 


Jacklegg from the Phone Book 


far either—only to the following 
pages of Domestic ENGINEERING. 

There they will find details of 
a significant St. Louis court de- 
cision. It upholds the right of tele- 
phone directory officials to ex- 
clude unqualified persons from 
“Plumbers” listings. The ruling 
is based on the St. Louis plumb- 
ing code which not only prohibits 
unlicensed persons from install- 
ing plumbing that might endan- 
ger the community, but also out- 
laws the advertising of such 
services to the public. 


n Of all the promises, evasions, 
speeches and resolutions made 
on the classified listing problem 
in past years, the St. Louis rul- 
ing seems to provide-the most in- 
disputable squelch for those who 
claim “Tinker Jacklegg can’t be 
ousted from the phone book. It’s 
illegal.” 

Well, it’s not illegal in St. 
Louis, it’s probably not illegal in 
Detroit which has the same type 
ordinance, and it wouldn’t be ille- 
gal in your community if the 
code were written to give com- 
plete protection to the public. 

In the pages immediately fol- 
lowing, the history of the prece- 
dent-setting St. Louis case is 
given in some detail. 

A code provision barring un- 
licensed persons from advertis- 
ing plumbing services in directo- 
ries and newspapers isn’t the 
simplest solution, nor the perfect 
one. It is practical, however, and 
gives phone officials the protec- 
tion they say they need before 
undertaking a true classified 
clean-up. 

To write provisions into codes 
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prohibiting indiscriminate list- 
ings and advertising by unli- 
censed persons will be no easy 
job. There is always opposition 
from persons who see regulations 
as a curb to free enterprise or an 
intrusion on privacy. 

But in most instances where 
the industry has presented its 
arguments on behalf of codes in 
an enlightened and public-spir- 
ited manner, codes have been ac- 
cepted. Certainly such efforts of- 
fer more reward than endless de- 
bates with the telephone hier- 
archy while jackleggs stand on 
the sideline like rodents watch- 
ing the exterminators argue over 
whose business they are. 

We suggest that if you have a 
classified listing problem in your 
community you study the court 
decision and codes from St. Louis 
and Detroit. You'll see a possible 
solution. And you'll also see an- 





other way to put DE’s Qualified 
Contractor Program to work for 
you by having it lay the ground- 
work for code improvements. 
As always, before a new regu- 
lation will be approved by city 
officials, the public must be con- 
vinced the law is not solely for 
special interests. The Classic 
Cases stories presented on these 
pages in the past months and the 
educational-promotional material 
available in the QC Kit will help 
you show this code amendment 
as a logical addition to existing 
bans on renegades in other crafts. 
The education of the public on 
behalf of better plumbing is a 
goal in itself. But it will have im- 
measurably more value when 
you receive public cooperation 
in cutting Tinker’s life line—his 
ability to represent himself as a 
“plumber” in a valued directory 
of services. END 
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THERE IS A LEGAL PRECEDENT for 
ousting from the “Plumbers” sec- 
tion of some classified telephone 
directories the advertising placed 
by persons not qualified to do 
plumbing work. It is based on a 
provision in the St. Louis plumb- 
ing code prohibiting unlicensed 
persons from advertising plumb- 
ing services. Using this provision 
(page 98), Southwestern Bell 
Telephone Company eliminated 
its 


unlicensed installers from 


1952 “Plumbers” listings. 


The code provision was intend- 
ed, not to discriminate against 
reputable businessmen, but to 
give the public a more accurate 
guide when “shopping” for im- 
portant plumbing services. 


« The precedent-setting St. Louis 
action was instituted by a sewer 
cleaner who brought suit in the 
circuit court of St. Louis County 
against the Southwestern Bell 
Telephone Company. 

He alleged that he had been so- 
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licited for advertising some years 
before by the phone company. 
But he added that in 1952 the 
company “got religion and be- 
came holier than thou” by refus- 
ing his ads. The sewer cleaner 
claimed loss of business and con- 
tended that Southwestern Bell 
was a “quasi-utility,” bound in 
the public interest tp accept ad- 
vertising from its subscribers. He 


to Licensed rie 








OFFICIAL COPY of the St. Louis court judgment containing 
a legal precedent for eliminating unqualified persons from 
classified directory “plumbers” listings is reproduced at left. 
Readers desiring a copy can obtain it from D. E. 


also charged conspiracy between 
Southwestern Bell and St. Louis 
plumbing contractors, alleging 
that the phone company’s deci- 
sion was the result of pressure 
from the plumbing contractors. 
The court, on Jan. 22, 1954, in 
Schramm v. Southwestern Bell 
Telephone Company, upheld the 
ousting of sewer cleaners from 
the “Plumbers” listing. It said: 


Use the Qualified Contractor Kit to 
Tell Your Quality Story 


Domestic ENGINEERING’S Qualified Contractor Kit is de- 


signed to help the contractor warn the public about the 


dangers to health and property that may result from im- 


| proper plumbing and heating installations made by un- 


qualified persons. 


Use of the kit materials helps the con- 


| tractor to identify himself in the mind of the public as a 
| responsible businessman, thoroughly qualified by training 


and experience for the installation and repair of plumbing 


and heating equipment. Details may be obtained from the 


editors, 1801 Prairie Ave., 


Chicago 16. 
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“The court does not believe it 


has the power nor will it so force 
(Southwestern Bell) to list sew- 
er cleaners under said classifica- 
tion as it would then appear to 
the public . . . that said sewer 
cleaners are by _ inference 
“plumbers” as they are so found 
under the heading in the classi- 
fied directory of Southwestern 
Bell... 

“If as the sewer cleaner al- 
leges the defendant should be 
acting in the public interest, then 
this court feels that the defendant 
is acting in the public interest to 
cease a practice that, in any 
event, could be called mislead- 
ing, to wit: Carrying the adver- 
tising of a sewer cleaner under 
the classification ‘Plumbers.’ ” 

The court also ruled that the 
St. Louis contractors and tele- 
phone company officials had not 
conspired against sewer cleaners 
“by any stretch of the imagina- 
tion.” 

Spearheading the drive to elim- 
inate the advertising of unquali- 
fied persons from the “Plumbers” 
listing in the St. Louis telephone 
directory was F. G. Hegstrom, 
then president of the Contracting 
Plumbers Assn. of St. Louis. In 


outlining the strategy used by 
the St. Louis plumbing contrac- 
tors, Hegstrom said: 

“We set out to convince the of- 
ficials of the Southwestern Bell 
Telephone Company that they 
were violating a city ordinance, 
and that they were a party to 
erroneous and misleading adver- 
tising in the telephone directory. 
We documented our case with 
letters from the St. Louis Plumb- 
ing Department, naming fourteen 
non-licensed individuals listed 
under the “Plumbers” classifica- 
tion, and also with bulletins from 
the Better Business Bureau giv- 
ing details on twenty-nine city 
residents known to have been 
victimized through erroneous ad- 
vertising. 

“The officials of the telephone 
company finally agreed, and or- 
dered the elimination of all non- 
licensed persons from _ the 
‘Plumbers’ classification.” 


This decision by the officials of 




























(Follow the Qualified Contractor Program every month in D. E.) 





Southwestern Bell resulted in the 
litigation mentioned earlier, in 
which judgment was entered in 
favor of the defendant. 

What about the long term re- 
sults? Was the effort successful? 

Answering these questions in a 
recent D. E. interview Hegstrom 
expressed his complete satisfac- 
tion with the results. “At the 
present time,” he said, “all un- 
qualified persons have been 
eliminated from the “Plumbers” 
listing in the St. Louis phone 
book.” 

Also pleased with the results of 
the court decision is Henry P. 
Bernhard, secretary of the Con- 
tracting Plumbers Assn. of St. 
Louis. “All persons currently 
listed in the ‘Plumbers’ classifi- 
cation in the St. Louis directory,” 
he said, “are licensed and bonded 


plumbing contractors. 

“ ar , r © 

We certainly owe a vote of 
confidence to the officials of 


Southwestern Bell.” END 





LEADERS in the St. Louis fight to eliminate Jacklegg from the “Plumb- 
ers” listing approve a similar effort currently underway in Akron (QO), 


reported in D.E.’s November issue. Assn. officers are Henry Bernhard. 
secretary, and F. G. Hegstrom, 1954 president. Seated: I. H. Clucas, 


incoming president, and Tom F. Glennon, 1955 president. 
































NAPC Identification Kit Sets 
Stage for New P. R. Program... 


MEMBERS OF THE NATIONAL Assn. of Plumbing 
Contractors have received the first kit in the new 
NAPC Public Relations Program. The kit is 
designed to identify individual contractors as 
members of the national association, and to help 
members tie in locally with the NAPC national 
advertising campaign. The total program is aimed 
at increasing the stature of contractor-members by 
pointing up the importance of their services. 

The initial kit in the new program, approved 
at the NAPC annual meeting in Chicago last 
June, carries the slogan: “You can be identified 
.. . but how about your business?” and displays 
an enlarged reproduction of a fingerprint on the 
front cover. 

A decal of the NAPC seal is the primary identi- 
fication device and two are provided in the kit 
for display on the contractor’s front window, en- 
trance door, service trucks or job-site signs. A 
poster streamer for use in showroom displays also 
carries the seal and sets the theme for the initial 
phase of the program. 

A supply of fixture stickers for application on 
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NAPC PUBLIC RELATIONS TEAMreviews state and 
local association identification kits at state presidents’ 
meeting in Washington. Seated left to right: Alfred G. 
Stevens; James S. Binder, public relations committee 
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any fixture the contractor sells, installs or services 
provides a space for the dealer’s name, address 
and telephone number, thus reminding the owner 
just who made the installation and whom to call 
for service. A supply of emergency tags, also for 
use on equipment installed by the contractor, 
has a space for emergency instructions as well 
as the identification of the dealer. 

Stationery stickers of the NAPC seal are pro- 
vided for use on letters, invoices and other ma- 
terials going out to the contractor’s customers or 
prospects. Newspaper mats of the association’s 
seal and various slogans may be used as a part of 
newspaper ads to further identify the contractor 
as an NAPC member. And finally, a price card 
with space for the make, model, size, color and 
price of individual fixtures is provided for the 
dealer to use on fixtures in his showroom displays. 

Non-members desiring further information 
about these materials and about the association 
should contact Wilbur E. Henry, Jr., membership 
committee, National Assn. of Plumbing Contrac- 


tors, 1016 20th, N.W., Washington 6,D.C. END 


chairman; NAPC vice president William A. Landers; 
Earl E. Smith. Standing left to right: Clinton Braine; 
Byron R. Eplett; W. D. Murphy, and Leonard Arnow. 
Progress of the program was reported at the meeting. 
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Charity Advertising? 


Here are some tips to help you say “no” when you need to. 
But if you can't say no, give your ads a fighting chance... 


“WOULDN’T YOU LIKE to take 
an ad in the program for our 
high school play?” This question, 
when posed by a smiling teen- 
ager in bobby sox, the daughter 
of an old friend who lives down 
the block, creates real problems 
for the typical contractor who is 
wise in the ways of advertising. 

Considered realistically, in 
terms of the actual return per 
advertising dollar spent, this 
type of advertising often seems 
like a doubtful business invest- 
ment. Thus the average con- 
tractor usually knows that he 
could probably save dollars and 
headaches if his response to 
solicitations for advertising in 
programs and bulletins issued by 
schools, churches, clubs and 
fraternal groups could be limited 
to a firm but polite “No.” 
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This attitude, of course, does 
not indicate a dislike for the 
sponsoring organization. It sim- 
ply reflects an understanding of 
the purpose of advertising. The 
money the contractor sets aside 
for promotion is intended to low- 
er the cost of contacting pros- 
pects while building their 
interest in his services. 


s With few exceptions, advertis- 
ing in bulletins and programs is 
a doubtful means of accomplish- 
ing this objective. Considered 
simply as one advertising medi- 
um among all those that are 
available to the contractor, it is 
generally recognized that often 
the circulation of such printed 
pieces is limited, that they are 
read very casually, if at all, and 
on a price-per-prospect basis the 


"How Do You Handle 


rates are out of line with other 
media. 

Nevertheless, after going over 
all these negative points in his 
mind, most contractors, when 
actually confronted by the smil- 
ing bobby-soxer, will very often 
feel that a refusal is impossible. 
And despite appearances, this 
conclusion need not be, and sel- 
dom is, the result of a sudden 
sentimental or charitable im- 
pulse on the part of the 
contractor. Usually there are 
reasons, as hard and realistic as 
the negative ones already men- 
tioned, that make a refusal im- 
possible. 

The contractor often knows 
that although his ad may not 
attract the attention of the com- 
munity at large, his refusal to 


(Please turn to center of next page) 
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SMILIN’ JACK keeps repeat calls coming in for Crouchley Plumbing 
Company with his sunny personality and neat, clean work habits. 


Meet Smiling Jack ... 


He provides an example for helping 
journeymen bring in repeat business 


REMEMBER THE SAYING, “Let George do it?” Some 
people may have forgotten it, but in Portland, Oregon, 
when someone has a plumbing problem they say, “Let 
Jack do it.” 

The Crouchley Plumbing Company found that the 
lady of the house is the one who calls the plumbing 
contractor, so now she calls Jack’s employer because 
she knows he will leave his work area cleaner than 
it was when he walked in. 

Jack brings onto the job tools few journeymen are 
prone to carry, namely, a whisk broom, a small vacuum 
cleaner, a rubber sponge, and a small brush so he can 
clean up any mess. : 

Jack makes it a rule to keep himself neat as well 
as his job, and he aims to please with a friendly smile 
which won’t rub off. 

When weather permits, Jack wears a white jacket 
with his name on front and back. He also leaves a 
calling card or two so customers will have a handy 
reference. 

“This extra service does pay-off,” Contractor LeRoy 
Crouchley, head of the company, notes, “in a strong in- 
crease in service business, and an increase in remodel- 
ing and general small contract volume.” END 











two courses left open for him to 
follow. The first, and perhaps 
the most desirable, is to make a 
cash gift to the soliciting organi- 
zation without accepting the 
“advertising” offer. This is some- 
times preferred because this way 
the contractor will not be expos- 
ing himself to the solicitations of 
other groups and the money may 
be charged as a contribution, in- 
stead of being taken from his 
promotion budget and shown on 
his books as a selling cost. 

However, if circumstances 
make it necessary for the ad to 
appear, then he should concen- 
trate on putting some construc- 
tive selling effort into the space. 
If the solicitor offers to prepare 
the copy and asks, “May I have 
one of your cards?” the con- 
tractor should shy away from 
this arrangement. The printed 
advertisement is likely to consist 
of little more than the firm name, 
address and telephone number. 
If it is advertising space the con- 
tractor is being asked to pur- 
chase, the sensible thing to do is 
devote that space to pushing 
some product or service. There 
is, after all, a reasonable chance 
that the ad will turn up one or 
more prospects. 


s As mentioned previously, pro- 
grams and bulletins are read 
somewhat hurriedly, which 
means that a message to be ef- 
fective must “shout” while limit- 
ing itself to a _ single idea. 
Interest in an automatic washer, 
for instance, will be heightened 
if the ad is illustrated and shows 
a housewife standing beside the 
appliance. An ad of this type 
might be headed: 


Keeps You AND YourR CLOTHES 
FRESH, BRIGHT AND YOUNGER- 
LookInG LONGER 


With this as the theme, the copy 
may continue the thought in a 








(Continued from preceding pages) 
contribute is quite likely to be 
noted, particularly if the com- 
munity is a small one. Often the 
contractor will be approached by 
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the son or daughter of a good 
customer, or he may be con- 
cerned not to “lose face” among 
members of his club. 

In such instances there are 


short paragraph explaining: 


You'll be proud of your soft 
smooth hands next washday 
(Please turn to top of page 165) 


Domestic ENGINEERING, DECEMBER 1955 





Don 


DomeEsTIC ENGINEERING, DeceMBER 1955 











oe 


~ 


Pre-Plumbed Kitchen 


cael 


A PACKAGED KITCHEN with 
built-in plumbing and appliances 
is the latest development in the 
swing to broader lines by manu- 
facturers. The kitchen, scheduled 
for limited production in 1956 
by Frigidaire division of General 
Motors, is to be made in modu- 
lar sections to “fit any standard 
arrangement.” 

The most radical change in en- 
gineering occurs in the plumbing 
and wiring connections to inte- 
grate all major components. The 
kitchen is internally wired and 
plumbed. All outside connections, 
the manufacturer says, will be 
made at a master power panel 
and a master plumbing connec- 
tor block. Piping and wiring, 
therefore, are interconnected as 
basic units are put in place. 

Among plumbed-in appliances 
are an automatic dishwasher, a 
food waste disposer, a push-but- 
ton self-rinsing sink with a sin- 
gle control water tap and a water 
heater. 


s Countertop work area heights 
vary to meet specific require- 
ments of kitchen tasks. Some 
units are 32-in. high; others are 
36-in. Toe space storage drawers, 
special purpose cabinets and pan- 
tograph wall cabinets are all part 
of the package. 

The foundation of the ensemble 
consists of a steel leveling rail, 
bolted to the floor. Steel uprights 
interlocking with the foundation 
support all lower components. 

The kitchen is to be made in 
three models to fit into major 
price brackets. Each model can 
be installed according to U, L, or 


Integrated package—complete 
with walls—is latest development 
in swing to full-lines... 


corridor arrangements, using the 
same basic units. A choice of 
color schemes is to be offered, 
such as charcoal, pink, etc. 

By placing its complete prod- 
uct line in a self-contained pack- 
age, the firm hopes to gain a 
greater share of the total kitchen 
market. With this move, the com- 
pany joins a number of others 


KITCHEN PACKAGE is to be offered in a number of arrangements. 


BY 


to Hit Market in '56 \ 


= 
met 


NR SIR IO DE EES 


Swear 


F 
who have broadened their ines 
to include all kitchen cdmpo- 
nents. The company empifasizes 
that the biggest market pgtential 
for its new kitchen is in néw con- 
struction. This would segm to in- 
dicate that the packag¢ concept 
does not satisfy the “taifor-made”’ 
requirements of hom modern- 
ization. END 

















The corridor type, shown, features: 1) French door wall oven; 2) toe 
space storage drawer; 3) fold-back range units; 4) eye-level range 
control panel; 5) communication center; 6) pantograph wall cabinets; 
7) automatic dishwasher; 8) self-rinsing sink; 9) panoramic refrig- 


erator; 10) drawer type food freezer; and 11) perimeter 


lighting. 




























































e Industry gets some advice: 
what you do sell the way it should be sold... at a profit” 


“WE ARE REDUCING OUR MAR- 
GIns—and having them reduced 
—until they are no longer mar- 
gins of profit, but margins of 
danger.” 

The words are those of R. 
Louis Towne, executive director 
of the Plumbing and Heating 
Wholesalers of New England, as 
he delivered a hard-hitting 
“chalk-talk” before the recent 
annual meeting of the American 
Institute of Wholesale Plumbing 
and Heating Supply Assns. in 
New York. 

Towne wasn’t pulling any 
punches as he warned against 
“destructive forces” that are now 
creating unhealthy business con- 
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ditions in some areas in our in- 
dustry. 

He cited price-cutting, and the 
mistaken belief that increased 
volume alone will build profits, 
as the chief forces undermining 
current business. 

“If these conditions exist to- 
day, and are the trends of to- 
morrow, we must not only be 
aware of these destructive cir- 
cumstances, but be prepared to 
accept the responsibilities,” 
Towne said. 

While his words were ad- 
dressed specifically to wholesal- 
ers, the dangers of the current 
situation as well as solutions to 
the problem are just as applic- 





DANGER SIGN: R. Lewis 
Towne, executive director 
of the Plumbing and 
Heating Wholesalers of 
New England, illustrates 
“margins of danger” re- 
sulting from use of price 
cutting tactics to build 
greater sales volume. 


“You can't sell it all, so sell 


able at the contractor level of 
our industry. 

Towne emphasized this point 
in saying, “If all of us do not con- 
tribute in every way possible to 
their correction, these margins of 
danger will not only destroy us, 
but will also destroy our custom- 
ers who themselves cannot exist 
without a fair return for their 
labors.” 

Towne drove his points home 
with some exhaustive “cost of 
doing business” surveys pre- 
pared by member associations in 
the American Institute. 

In a composite report of the 
five year trend of profits for the 
New England, Middle Atlantic 
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and Southern wholesaler groups, 
Towne said that net profits have 
fallen off over 50 percent in the 
last five years, thus bringing 
profit figures to their current 
“margin of danger.” 

Despite his rather gloomy 
picture of wholesaler profits, 
Towne was optimistic about a 
brighter future. “Fortunately, 
there are a lot of things we can 
do about this situation,” he de- 
clared. 

He feels that, first and fore- 
most, a complete understanding 
of the matter of a “proper profit” 
is the key to the problem of ris- 
ing costs and falling margins. 

“Each of us must find a way 
to increase the number of sales 
we make at a ‘proper profit.’ 
This does not mean exorbitant 
prices. Neither does it mean in- 
creased volume at reduced sell- 
ing prices,” Towne said. “It 
means simply that we have con- 
sidered all of the true costs of 
doing business and have these 
costs in mind when we quote 
prices to our customers.” 

Towne took to the blackboard 
to illustrate what happens when 
prices are cut merely to increase 
volume. 

For example, if the profit yield 
on stee] pipe (see table) is 24 
percent, a price cut of 10 percent 
means that gross profit on that 
item is reduced 41% percent. 
Sales would have to be increased 
by 55 percent to give the same 
gross profit in dollars that was 
realized before the price cut. 

The story is similar for other 
product items listed on the chart, 
showing that price cutting only 
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adds to the problem of maintain- 
ing adequate profit margins. 
Towne indicated that the old- 
er, more established firms, who 
have been through the mill time 
and time again, must assume the 
burden of leadership. 
“Fortunately, we have a lot of 


Talk on Prices... 


these men who are willing and 
able to put a shoulder to the 
wheel no matter what the cost 
to them. They are men who 
know they can’t sell it all, but 
who will sell what they do sell 
the way it should be sold—at a 
profit.” END 
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Fixtures Yields at 

Regular 
Boilers Prices 
Radiation 


Steel Pipe 


Yields at Reduction 
10% Off in Gross 


24% 15'2% 


Amount Sales Must 
Increased to Give 
Profit Same Gross Profit 


417% 95% 





Soil Pipe at 23% 


Mfrs. Base 


142% 31% 59% 





TOWNE’S TALK showed how gross profit margins are reduced when prices 
are cut. The column at far right shows how much sales volume would have 
to be increased to realize the same profit that existed before price cutting. 
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A Short Course in... 


HIGH TEMPERATURE-HIGH 













































































TABLE I MUCH LIKE THE LITTLE OLD LADY 
Thermal Properties of Water at High Temperatures at Saturation Pressure who lived in a shoe, today’s heat- 
PSI./Ft. Specific | Absolute ing - plumbing contractors are 
Pressure | Pressure | Temp. | Water Col.) Density | Lbs./U.S.| Specific Vol. Heot Viscosity ° ] so : . . 
Lbs.Gouge| Lbs. Abs. | Deg. F.| Head |Lbs./Cv. Ft.| Gallen | Cu. Ft./Lb. |STU/Deg. F.| Centipoises - oe = quantitative 
a 0.12 4o | 4335 | 62.43 | 8.346 | 01602 | 1.0045 | 1.55 ielahoateinsaees eating innovations 
- 0.95 100 4305 62.00 8.289 | .01613 9967 679 continue to be introduced one 
ee 3.71 150 | 425 61.20 | 8.182 | .01634 9994 432 : : : 
a 11.52 | 200 | .4175 | 60.12 | 8.037 | .01663 | 1.0039 305 after another in rapid succession. 
0 147 212 aiag | 59.73 | 7.985 | 01671 | 1.0054 284 a a : 
25 17.19 | 220 | wala 59.63 | 7.972 | .01677 | 1.007 270 This increasing number of 
6.0 20.77 230 4123 $9.37 7.937 | .01684 1.009 .255 methods has provided flexibility 
10.25 | 24.97 | 240 aios | 59.11 | 7.902 | .01692 | 1.012 242 eo eae 
15.12 | 29.82 250 4085 58.83 7.865 | .01700 1.015 .229 of almost limitless application of 
20.72 | 3542 | 260 | 4066 | 58.55 | 7.828 | .01708 | 1.018 218 
27.15 | 41.85 | 270 | .4046 | 58.26 | 7.789 | 01716 | 1.021 208 heat for comfort and process pur- 
34.48 | 49.18 | 280 | 4025 | 57.96 | 7.749 | .01725 | 1.023 199 poses. 
42.85 | 57.55 | 290 | 4003 | $765 | 7.707 | .01735 | 1.026 191 : 
52.3 67.00 300 3981 57.33 | 7.664 | .01744 1.029 185 Manufacturers of heating prod- 
63. 77.67 | 310 | .3958 | 57.00 | 7.620 | 01754 | 1.032 179 : 
74.93 | 89.63 | 320 | .3934 56.66 | 7.575 | .01765 | 1.035 174 ucts, through their research and 
88.3 103.0 330 .3909 56.30 7.527 .01776 1.038 .166 engineering efforts. have created 
103.3 | 118.0 340 | 3884 | 55.94 | 7.479 | .01778 | 1.04) 161 ‘ . 
120.3 | 135 350 | .3859 | 55.57 | 7.429 | .01800 | 1.045 156 the equivalent of a heating ency- 
138.3 | 153 360 | 3832 | 55.18 | 7.377 | 01812 | 1.048 150 : : 
158.3 | 173 370 | 3804 | $4.78 | 7.324 | .01825 | 1.052 146 clopedia through their numerous 
181.3 | 196 380 | 3775 | 5436 | 7.267 | 01839 | 1.056 14) published texts and manuals. 
205.3 | 220 390 | 3746 | 53.94 | 7.211 | .o1esa | 1.060 136 
232.3 | 247 4oo | 3715 | 535 7.152 | .0187 1.064 133 
261.3 | 276 410 | 3080 | 53.0 7.086 | 0189 1.068 130 
293.3 | 308 420 | .3653 | 526 7.032 | .0190 1.072 126 # The newest manual to reach 
328.3 343 430 3625 $2.2 6.979 0192 1.077 123 DoMESTIC ENGINEERING on a com- 
366.3 | 381 440 3590 | 517 6.912 | 0194 1.082 120 ‘ ; 
421.0 | 4357 450 | 3555 | 51.2 6.845 | 0195 1.086 17 paratively new space heating 
NOTE: 1. Correct for Altitude (Barometric Pressure) as Required. method is one published by C. A. 
2. Viscosity at 340° and Higher Taken From Curve Dunham Company, heating 
3. Multiply Centipoises by .000672 to Get Viscosity in Lbs./Sec. (Ft.). equipment manufacturer with 
headquarters in Chicago. 
Dunham’s new manual gives 
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| i 7 ER i HTHP, the symbol for high tem- 
i ea perature, high pressure hot wa- 
HEAT LOADS ter heating with forced circula- 
tion. 
I The HTHP system was de- 
I signed originally to use extra 
j heat from high pressure boiler 
plants operated for power and 
process requirements. Central 
— heating and district heating areas 
rm present many challenging oppor- 
| ’ [ snes Weaan, 18 necDeD ee Tt oust tunities for considering alternate 
ee eee ee eee space heating methods. The new 
TRE AS ERP. tan system is probably not adaptable 
to some heating loads. At the 
° ° same time, it must be recognized 
as First of Three Articles for existing performance and 


studied for its potential applica- 
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Fig. 1: Elements of a high temperature, high pressure hot water heating system. 
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OF THE LAND THE CIRCULATING PUMP 
MAINTAINS CIRCULATION IN THE CLOSED 
WATER PIPING SYSTEM AT ALL ELEVATIONS. 


Fig. 2: Profile of a forced high 
temperature hot water system. 
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tions. The relative advantages 
and disadvantages of the HTHP 
system are both advanced by 
Dunham. 

The manual emphasizes the 
necessity of precise determina- 
tion of pipe sizes. This is neces- 
sary because of the greater tem- 
perature drop afforded by the 
new method. In this article we 
present an outline of HTHP 
heating fundamentals, the prop- 
erties of water, the advantages 
and disadvantages of HTHP, con- 
ditions affecting the equipment 
selection and the selection of 
system components, as presented 
in the Dunham manual. 


s Using the HTHP system, pres- 
sures up to 200 psig and tem- 
peratures of 400F have been 
employed in some industrial ap- 
plications. Such high tempera- 
tures are applied more to process 
and district heating than to space 
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heating since such systems re- 
quire 250 psi pipe, fittings and 
special valves. 

High temperature hot water 
heating systems use water at 
temperatures usually from 300 to 
400F. The pressures which are 
regulated to keep the hot water 
from turning to steam range 
from 100 psig to 250 psig. A def- 
inite pressure is associated with 
each “boiling” or vaporizing tem- 
perature of water. As water is 
subjected to pressure increases, 
the temperature to which it can 
be heated and still remain in a 
liquid state varies directly as a 
function of the pressure. 

Hot water heating systems 
most frequently operate with 
maximum temperature of 210F 
and pressures below 30 psig. 
Where pressures exceeded 30 
psig they existed as a result of 
the friction loss in the piping 
circuit and the static pressure 


caused by the system’s height. 
The high pressure in these cases 
was incidental and not induced 
to keep the water in liquid form 
for heating purposes. 


» The HTHP hot water heating 
system is basically similar to the 
conventional low - temperature 
forced hot water heating system, 
consisting of a boiler for heating 
the water, circulating pump, dis- 
tributing piping and heat emis- 
sion, or utilizing equipment. (See 
Fig. 1) The difference in the sys- 
tems is in the pressure used with 
the higher temperature water 
and the equipment used to main- 
tain it in a liquid state. 

District heating systems which 
convey the heat by high temper- 
ature water frequently use 
lower temperature water in 
“zones” or “sub-systems” for 
space heating. Tubular heat ex- 

(Please turn to top of next page) 
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Schematic orvongement of combustion and feed water contro! 


which provides the basis for 
good design in these systems. A 
quick review of the thermody- 
namic principles governing high 
temperature water is therefore 


| desirable. 


a. Water under pressure is de- 


| fined as a compressed liquid, or 


FROM HEAT LOAD | 


a liquid at a temperature less 
than the one at which it boils 
under the existing pressure. The 
temperature at which such a liq- 
uid boils is termed its “satura- 


| tion temperature.” 





Fig. 3 shows a schematic arrangement of combustion and feed-water control. 
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Fig. 4 illustrates a high temperature high pressure hot water heating system. 


(Continued from page 109) 
changers are used to supply the 
lower temperature water. In- 
stallations requiring low or me- 
dium pressure steam are sup- 
plied by converters. 

High temperature water heat- 
ing piping system costs compare 
favorably with those of other 
forms of central heating. High 
initial temperatures permit 
greater inlet and outlet water 
temperature differences; there- 
fore, the quantity of heat each 
unit weight of water can carry is 
increased. 

Smaller piping can be used 
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because of this greater tempera- 
ture drop. The higher tempera- 
ture may also permit use of 
sufficiently high mean water tem- 
perature in the heating units to 
compensate for the reduced heat 
emission usually resulting from 
the lower water velocity. 

The properties of water vary 
so widely in the temperature 
range used for high temperature 
water systems that special pro- 
cedures must be observed in 
design since the assumptions 
used in low temperature system 
design are nt applicable. It is 
their proper pi determination 


b. When heat is added to a 
liquid maintained at a constant 
pressure, the liquid will not boil 
or change into its vapor state 
until it reaches the saturation 
temperature. The liquid at this 
saturation temperature is called 
the “saturated liquid.” Tables of 
the properties of steam list the 
values of the saturation temper- 
atures and pressures and related 
properties and are used to ascer- 
tain what will occur under the 
various conditions in HTHP sys- 


tems. 


= c. The heat content of water 
increases as the water tempera- 
ture increases and conversely. 
The temperature increase must 
be accompanied by a pressure 
increase to prevent boiling. 

d. If the pressure is released 
from water at a given tempera- 
ture so that it attains a pressure 
lower than the one correspond- 
ing to its saturation temperature 
at the initial pressure, the water 
will give up part of its heat and 
boil, becoming partially vapor- 
ized. 

e. Considering water as a 
homogeneous liquid, the move- 
ment of heat accompanying a 
given change in temperature is 
proportional to the weight. 

f. Water volume increases 
(density diminishes) with in- 
creasing temperatures. (See 
Table I, page 108.) 

g. The quantity of heat re- 
quired to produce a given change 
of temperature in the body is 


(Please turn to top of page 112) 


DomeEsTIC ENGINEERING, DECEMBER 1955 








One 


Take 


boile 
is to 
creat 
Crow 
archi 
Rate 
inent 
of eq 
“in e 
for a 
build 
prepa 


Domi 


/ 1955 











How a school met [> ¢-F-U.ti-).3 problems 





solved future heating needs 


One of the urgent problems facing schools today is providing for expansion. 


Take heating. Added classrooms plus constantly growing enrollment mean 
boilers should be sized to meet future heating demands. The costly alternative 


is to provide just enough power initially—then add boilers when expansion 
creates an emergency. An example of architect foresight is the case of the 
Crow Island School, Winnetka, Illinois. When it was built fifteen years ago, 
architects Eero Saarinen and Perkins & Will chose Kewanee Reserve Plus 
Rated Boilers because they provide sufficient reserve for future needs, Prom- 
inent editors, architects and school officials recently completed an examination 
of equipment used in the school. Their findings showed Kewanee Boilers are 
“in excellent condition” —meet today’s heavier demands—there is no need 
for additional boilers despite expansion which added 12,779 sq. ft. of new 
building to house an increased student body. So choose KEWANEE—be 


prepared for expansion when it comes. 


Crow Island School, Winnetka, Illinois : 
Architects: Eero Saarinen and Perkins & Will 





pee : 
Here are 2 Kewanee Type "C” Boilers installed 15 years 
ago in the Crow Island School—adequately serving today. 


KEWANEE-ROSS CORPORATION KEWANEE, ILLINOIS 
Division of American Radiator & Standard Sanitary Corporation 


EWAN, 
Can 


KEWANEE @ ROSS 


Serving home + tnductryy American-Standard @ American Blower e Church Seats & Wall Tile ¢ Detroit Controls ¢ Kewanee Boilers e Ross Exchangers ¢ Sunbeam Air Conditioners 
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FIGURE 5 


Circulating pump supply vs. return location 
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PRACTICE SEEMS TO FAVOR LOCATING THE PUMP IN THE SUPPLY LINE 
INSTEAD OF IN THE RETURN LINE BECAUSE OF THE SOLUBILITY RELATIONS 
OF AIR IN THE TWO LOCATIONS. WITH PUMP IN SUPPLY THERE APPEARS 
TO BE LESS TENDENCY FOR GAS CONCENTRATION IN THE BOILER 








Fig. 5 illustrates the location of the circulating pump supply as compared with the return location. 


HOT WATER HEATING . 


(Continued from page 110) 
equal to the weight of the body 
multiplied by the range of tem- 
perature and by the specific heat. 

h. The specific heat of a body 
is the quantity of heat necessary 
to raise the temperature of a unit 
weight (one pound in the case 
of water) one degree Fahrenheit. 

i. The amount of heat corre- 
sponding to a given change of 
temperature is not necessarily 
the same for equal intervals of 
temperature change at all points 
of the thermometer scale. The 
temperatures in high tempera- 
ture hot water heating extend 
over such a wide range that the 
specific heat may not be consid- 
ered as a constant without intro- 
ducing appreciable error. (See 
Table I, which shows there is an 
increase of more than 6 percent 
in specific heat through the range 
of 200 to 400F.) However, the 
loss of heat during cooling 
through a stated range of tem- 
perature is exactly equal to the 
heat gained while warming 
through the same range. 
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. (continued) 


j. Viscosity changes with tem- 
perature change. When the tem- 
perature range is high, viscosity 
change may have to be taken 
into account. 

The advantages of high tem- 
perature hot water heating are: 

a. Relatively simple control: 
Variable settings provide good 
temperature control under 
changing weather conditions. 

b. Flexibility of control: The 
temperature at which the water 
flows from the boiler can be re- 
duced below the maximum sat- 
uration temperature either by 
allowing boiler pressure or tem- 
perature to vary, or by mixing 
return water with the flow when 
the boiler temperature must be 
kept constant. 

c. Adaptable to difficult ter- 
rains: Wide latitude may be 
taken in the level at which equip- 
ment is located and the grading 
of supply and return piping. The 
distribution piping system is easy 
to install and varying terrain 
causes little, if any, complication. 


(See Fig. 2) 


d. Variable capacity: The heat 
emission capacity can be in- 
creased by raising the pressure 
and temperature to meet re- 
quirements. 

e. Long equipment life: There 
is minimum pipe corrosion or 
scaling where water or conden- 
sate is not wasted. 

f. Minimum make-up water 
required: Make-up is low; usu- 
ally only that needed for aver- 
age system leakage except where 
process steam is required. 

g. Heat storage: Peak loads 
can be balanced by the heat stor- 
age in the system. 

h. Economic installation: 
Smaller piping and smaller heat 
emission equipment can be used 
because of greater temperature 
drop. 

The disadvantages of the 
HTHP system are: 

a. The system takes longer to 
heat up. 

b. It takes longer to cool down 
when a repair or alteration has 
to be made. In large installations 
which require uninterrupted 
operation, duplicate circulating 
pumps or other mechanical 
equipment are required. 

c. In the event of sudden re- 

(Please turn to top of page 114) 
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Revere Copper Water Tube 


Huge strides are being made by this method 
of snow removal. No wonder, shoveling 
and accidents due to snowy walks are elim- 
inated ... while the time and labor saved 
pays for the installation in short order. 

That’s why you'll find snow melting panels 
also being used on driveways, loading plat- 
forms, entrance aprons, service stations, 
pedestrian ramps at railroad stations, air- 
ports and similar spots. One application 
which bears special mention is the use of 
coils in garages. They quickly melt the snow 
on cars, keep floors dry as well as keep the 
repair shop floors warm so mechanics can 
lie right on the bare concrete in comfort. 

And when you make the panels of Revere 
Copper Water Tube you have these added 
advantages: Copper can be bent to conform 
to the terrain. Bendability permits use of 
sinuous coils, while the 60-foot lengths of 
tube mean fewer fittings which, when joined 
by solder means joints that stay tight. Copper 
tube cannot rust, rot or deteriorate. That’s 
why, on the inside, full flow and low fric- 
tional resistance are maintained throughout 
its long life. While external moisture will 
not harm it from the outside. 

Keep ahead of the parade. Recommend 
Panel Heating for snow removal. Revere’s 
Technical Advisory Service will be glad to 
help you in the proper application of Revere 
Copper Tube in working up your plans. 


FREE! instructive 16mm Full Color Motion Picture, 
“The ABC 6f Radiant Panel Heating.’’ Write 
Advertising Department for details. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 





Mills: Baltimore, Md.; Brooklyn, N. Y.; Chicago, Clinton and 
Joliet, Ull.; Detroit, Mich.; Los Angeles and Riverside, Calif; 
New Bedford, Mass.; Newport, Ark.; Rome, N.Y. 

Sales Offices in Principal Cities, Distributors Everywhere. 
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WATER LUNES IN THE BOILERS MUST BE KEPT AT A COMMON 
LEVEL 


temperature should not be made 
so great that the economy of the 
smaller pipe sizes is offset by the 
need for larger heating equip- 
ment. Lower heat transmission 
may result from: (a) smaller 
water volume which the greater 
temperature drop permits or 
(b) lowering the mean tempera- 


| ture of the water. The gain from 
| the reduced pipe sizes obtained 


Ress 





Fig. 6 shows the method of piping a battery of two or more boilers for high 
temperature hot water systems pressurized by steam. 
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Fig. 7 shows a diagramatic piping arrangement using a preheater and ac- 


cumulator. 


(Continued from page 112) 
duction in pressure such as a 
break, the water being above 
atmospheric boiling point, partly 
flashes into steam, giving a 
powerful disruptive or hammer- 
ing effect both at the point of 
leak and other locations in the 
system where the pressure may 
fall below the saturation pres- 
sure of the water temperature. 

d. Circulating pumps must op- 
erate continuously. 

e. Heavy type valves, fittings 
and equipment are used at tem- 
peratures above 250F. 

f. Small pipes, which are an 
advantage of this type of system, 
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require more precise determina- 
tion of sizes. 

g. Pressure reduction must be 
obtained slowly. In installations 
using tubular type heat ex- 
changers to provide lower tem- 
perature water for space heating, 
such surging action is confined to 
the generating and high tem- 
perature supply distribution cir- 
cuit. 

Generally, HTHP hot water 
heating systems permit the use 
of smaller sized equipment for a 
given heat output. However, 
when selecting a system tem- 
perature drop, the difference be- 
tween the initial and final supply 


by increased temperature drop 
should be balanced against the 
added cost of increased sizes of 
heating equipment that would 
ensue from the lower heat trans- 
fer rate at the reduced velocity. 

If the service is space heating 
only, with perhaps some domes- 
tic hot water supply in addition, 
use of a low pressure plant, in 
which a maximum pressure of 30 
psi equipment would be indi- 
cated. The low pressure plant, 
using low pressure boilers, 


| lighter weight circulating pump, 


pipe valves and fittings, would 
be the most economical in first 
and operating cost. A 30 psi 
maximum pressure on the sys- 
tem, with allowance for the 


| static head, will permit using 


boiler and supply temperature of 
240 to 250F, and will allow de- 
sign temperature drops as high 
as 50F. 

Water temperatures up to 
about 300F may be provided 
using boilers and piping suitable 
for 125 psig. Temperatures of 
300F with pressure up to 125 
psig as a maximum will permit 
standard weight pipe, fittings and 
valves which are available from 
commercial local stocks. For this 
application, fittings may be 125 
American Standard cast iron 
screwed fittings (A.S.A. B16d) 
or flanged (A.S.A. B16A) con- 
nections. Installations which do 
not require temperatures ex- 
ceeding 300F and for which 100 
psig is sufficient, are frequently 
adapted to high temperature 
water heating and permit using 
space heating equipment com- 
monly available, such as unit 

(Please turn to top of page 116) 
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Put American Sanitary Flexi-Sply in stock and 
recommend it for easy, labor-saving, leak-proof installations 

of sinks, lavatories and closets. You'll find plumbers coming back 
for more of these flexible supplies—telling you how Flexi-Sply 
clips dollars from their job costs. 

And when you order, stock wp on other items from the most complete 
line of brass goods and fittings in the industry. Con-X-All 

for plastic pipe... Drain Gap for dishwashers . .. Master Adapter 








for trap installations... Whirl-A-Way and Uni-Waste for 
double sinks—every American Sanitary item wins 


popularity with your customers and profit for you. 


FLEXI-SPLY for lavatory, sink or closet installation is available 
in %” I.P. and 4” I.P. Uprights are 12”, 20”, 30” and 36” in 
either %” O.D. or 2” O.D. Can be ordered with integral brass 
cone or rubber washer and brass friction ring; or, special sink 
connection. Write, wire or phone for Flexi-Splv price list. 








en 1 AE 2) 

TTR 

Straight Male & Female Male & Female Straight and Angle Compression 
Connections Elbows Stops Nipples 





WE DISTRIBUTE THROUGH WHOLESALERS ONLY 


AMERICAN SANITARY 


MFG. CO., ABINGDON, ILLINOIS 
OVER FORTY YEARS LEADERSHIP IN THE PLUMBING INDUSTRY 


Central location in mid-llli- 
nois means faster American 
Sanitary delivery. For extra- 
fast service, phone Abing- 
don, Ill. 162 or 172. 
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HOT WATER HEATING .. 


(Continued from page 114) 
heaters, blast coils, convectors, 
finned pipe and for heating 
domestic hot water. 

Processing equipment which 
may be served includes (a) the 
heating coils of open vats, (b) 
jacketed vessels, (c) press 
platen, requiring heating, (d) 
dryers, (e) air heating coils for 
such services as drying equip- 
ment and air conditioning sys- 
tems, (f) calendar rolls, (g) hot 
water converters, (h) tubular 
heat exchangers for water heat- 
ing and for generating steam. 


# The boilers are selected for 
size in keeping with the load and 
design pressures. Both steam for 
power or processing and high 
temperature water for heating 
may be supplied from the same 
boiler plant. The boiler load is 
the heat required to raise the in- 
coming water temperature to 
saturation temperature and vap- 
orize sufficient steam for the 
needed pressure. The luad is de- 
termined by the heat required 
for: 

a) Space heating and winter 

air conditioning. 

b) Generated steam required 

for power. 

c) Water heating or heat pro- 

cesses. 

The boilers may be water tube. 
horizontal return tube or scotch 
marine type, and may use any 
conventional fuel firing method 
and equipment. 

A direct fired water heater 
may be used, but where the boil- 
er plant is to supply the steam 
for power equipment and hot 
water, steam generating boilers 
are used. Boilers supplied for hot 
water service may be either di- 
rict fired water heaters with 
flooded drums, or the steam gen- 
erating type with a steam space 
over the water level. Because the 
hot water is near “saturation 
temperature.” heat transfer of 
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. (continued) 


the boiler is similar to steam gen- 
eration. The hot water is fre- 
quently discharged into the 
steam space by water sprays or 
cascading type feed troughs in 
the steam space of the steam 
drum to raise the temperature to 
saturation point. 

In selecting the boilers, it is 
best to consult the boiler manu- 
facturer on internal arrange- 
ment or necessary changes in 
boiler structure. Generally, the 
boilers should be such that (a) 
the circulation is sufficiently un- 
restricted regardless of the 
amount of high pressure high 
temperature water heated up to 
the maximum rated load, (b) the 
water can be heated and steam 
generated at saturated tempera- 
tures without elaborate controls 
or other complicated circulation 
devices, (c) there is no hammer- 
ing sound due to cold water mix- 
ing with steam at the wrong 
points. 

Three methods are used to 
produce and maintain the neces- 
sary pressures on the system: 

a) steam cushion in the steam 

space of the boiler or steam 

drum. 

b) Compression tank with 

compressed air or an inert gas. 

c) An automatic pressure 


pump. 


# The “steam cushion” method 
for maintaining pressure above 
the water level in the boiler re- 
quires space to accommodate the 
expansion of the water volume 
within the system when heated 
to system operating temperature. 
Systems which do not use steam 
for maintaining the required 
pressure or in which the boiler 
steam space is inadequate to ac- 
commodate the change in the wa- 
ter volume, utilize compression 
tanks or steam drums. Boiler 
water level and flow connections 
should be designed to utilize the 
steam drum in adjusting to 


changes in water volume. 

A major problem when pres- 
surizing via steam is to maintain 
a proper boiler water line while 
making provision for the change 
in water volume due to expan- 
sion and contraction. The prob- 
lem of change in water expan- 
sion and contraction is minimized 
by rarely closing down a large 
system once it is started up. 
With steam buffer pressurizing, 
the water-line must be held with- 
in proper limits to always pro- 
vide a seal for the “dip pipe” or 
entrance to the supply flow pipe. 
It it weren’t so arranged, the 
“dip pipe” would not preclude 
flashing or steam bubbling in the 
supply pipe as the water level 
rises and falls. 


# Systems which do not use 
steam for maintaining the re- 
quired pressure or in which the 
boiler steam is inadequate to ac- 
commodate the change in water 
volume utilize compresion 
tanks. Whether a surge, or ex- 
pansion, tank is necessary to sup- 
plement the steam drum de- 
pends upon the lowest water 
level which can be carried in the 
boiler and the permissible change 
in the level in relation to the 
system water volume change ex- 
pected for maximum and mini- 
mum temperatures during nor- 
mal operations. Naturally, the 
lower the water level which may 
be carried, the greater the varia- 
tion in expansion the smaller the 
surge tank possible. 

The arrangement of the tanks 
is similar to the closed expansion 
tanks when air pressures are 
used for cushioning or pressur- 
izing. A suitable means of bal- 
ancing or a connection from the 
bottom of the tank should be 
made to the main system return 
header. (See Fig. 3) The water 
level in the compression, or surge 
tank, rises as the pressure and 
water volume increase. This 
raises the pressure in the air 
cushion in the upper part of the 

(Please turn to top of page 118) 
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Photograph shows a section of the Langley-Bath Clearwater High School, located Lyles, Bissett, Carlisle & Wolff, architects, 


at Bath, Aiken County, S. C. It received design awards in the AASA-AIA School E. M. Spong Construction Co., general con- 
Building exhibition and the South Atlantic AIA Regional Honor Awards Program tractor. : 
and from the School Executive magazine. W. O. Blackstone & Company, plumbing and 


heating contractor. 
All of Columbia, South Carolina. 


YOUNGSTOWN PIPE installed in award-winning school 


The planners of this school looked toward the future and 
specified pipe that will insure adequate protection to the radiant 
heating system for years to come. For years to come, because 
Youngstown Pipe is made only of the finest steel. Its quality is 
closely controlled from ore mine right through to the final 


j ? 
threading operation. Having Problems: 


For information and service, get in touch 


The 7 points of uniform goodness in Youngstown Pipe add with the local distributor of Youngstown 
: x Steel Pipe—or phone our nearest District | 
up to the fact that you can’t go wrong with Youngstown. Be Sales Office, 


sure it is specified on your next order. 


7 reasons why 
YOUNGSTOWN PIPE 
was. selected 





THE YOUNGSTOWN SHEET AND TUBE COMPARY ocr Si endbciby secc! 


reneral Offices Youngstown, Ohio District Sales Offices in Principal Cities 
SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - OIL COUNTRY TUBULAR GOODS - CONDUIT AND EMT 


MECHANICAI TUBING COLD FINISHED BARS HOT ROLLED BARS - WIRE HOT ROLLED RODS COKE 
TIN PLATE ELEGTROLYTIC( TIN PLATE BLACK PLATE RAILROAD TRACK SPIKES MINE ROOF BOLTS 
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HOT WATER HEATING . . . (continued) 


(Continued from page 116) 
vessel. When the predetermined 
pressure is reached, if automatic- 
ally controlled, a diaphragm 
valve may be provided to allow 
the excess water to pass to a 
make-up tank or a head tank. 
When the water contracts upon 
cooling, water returns from the 
make-up tank. 

When pressurizing with a 
boiler feed pump automatically 
operated by a pressure control, 
a relief valve for the maximum 
system pressure should be pro- 
vided. (See Fig. 4) The pressure 
control should be set to operate 
the pump and feed water from 
the make-up tank to the boiler 
whenever the pressure falls to 
the regulator “cut-in point” set- 
ting and stop when the “cut-out 
point” is reached. If the pressure 
exceeds the predetermined safe 
limit of the relief valve setting, 
excess water will flow through 
the relief valve to the make-up 
water tank. A continuous opera- 
tion of the boiler feed pump may 
be used. 


# Although boiler feed pumps 
usually have capacities which are 
a multiple of the make-up, pump 
capacities of 20 percent of the 
boiler load have proved ample. 
Capacity for make-up beyond 
the water needed for minor leak- 
age or loss when air is released 
from the system should be pro- 
vided for soot blowing and em- 
ergencies. Where several boilers 
are used, the feed water installa- 
tion should distribute the water 
flow evenly to the several boil- 
ers. 

When the circulation pumps 
discharge to the system supply 
piping, the flow main should not 
rise above the boiler water line 
high enough to reduce the total 
pressure enough to permit flash- 
ing at the suction of the pump. 
When the pump is connected in 
the boiler inlet line, the water is 
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pumped through the boiler to the 
heating load and back to the 
boiler. The return water is 
brought into the boiler below the 
waterline and so completes a 
closed water circuit. It handles 
cooler water than when the 
pumps are located in the flow 
line. (See Fig. 5) 

Where two or more boilers are 
used to supply a common load, 
means must be provided to 
equalize the flow of water to 
each boiler. (See Fig. 6) Auto- 
matic water level control is de- 
sirable. (See Fig. 5 and Fig. 3) 

Balance pipes, to maintain 
equal pressures, may be sized as 
follows: 


Millions BTU Balance 
Boiler Rating Pipe Size 
2.5 3” 

5. 34” 
10. 4” 
15. 5” 
20. 6” 
30. 8” 


Non-return stop valves should 
be used in connection to indi- 
vidual boilers when more than 
one boiler is required. 

Natural or forced circulation 
may be used to produce internal 
boiler flow. 


a) Natural Circulation 

Convection currents and the 
system circulation pump circu- 
late the water through the boil- 
er. Temperature of the return 
water is diffused by internal 
baffles and distribution pipes so 
that the water is heated close to 
that in the boiler. This diffusion 
reduces the temperature differ- 
ence, distributes the flow evenly 
to prevent hammering caused by 
so-called “hot spots” or “cavita- 
tion.” 


b) Forced Circulation 

A boiler circulating pump 
takes the water from the steam 
drum and discharges it back into 
the boiler to provide large vol- 


ume internal circulation re- 
quired for better heat transfer. 
The volume of water passing 
through the boiler will vary with 
the temperature drop. The vol- 
ume of water is comparative to 
steam for a drop from saturation 
temperature to 200F. See Table 
II. 
TABLE II 

Boiler Water Comparative 
Pressure Saturation Water 


PSIG Temp. Quantity 
25 267 14.9 
50 298 10.3 
75 320 8.5 

100 338 7.4 
125 353 6.7 
150 366 6.2 


The introduction of return 
water into a steaming high tem- 
perature hot water boiler is not 
regarded as a serious problem. 
It is common practice in steam 
boilers to introduce water at 
200F and generate steam well 
above 300F. The natural circula- 
tion taking place in a steaming 
hot water boiler rapidly mixes 
the return water with that within 
the boiler. A pipe located length- 
wise of the boiler and below the 
waterline and above the tubes 
(or as recommended by the 
boiler manufacturer) may be 
used to diffuse the cooler water 
in the horizontal fire tube type 
boiler. 

The opening to the flow and 
return connections must be lo- 
cated below the waterline and 
sufficiently submerged to hold 
the steam space and still permit 
the flow of water. The flow inlet 
connection must be away from 
the crown sheet to limit the 
amount of steam bubble entrain- 
ment in the flow water and the 
return as high as possible but 
below the waterline to prevent 
emptying in case of serious leak- 
age. Sometimes the flow connec- 
tions are taken from the side of 
the drum, and in the case of the 
horizontal return tube boiler, 
from the side of the shell. 

Some of the automatic controls 

(Please turn to top of page 120) 
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New INTERNATIONALS £ 


All-Truck Built to save you the BIG money ! 


2 





it’s here! A great new line of light, medium and heavy-duty 
INTERNATIONALS from 4,200 to 33,000 lbs. GVW. They’re all truck, 
with no passenger car components asked to do a truck job... 

with more features than ever for BIG money savings, in 

operating and maintenance costs. 


These new INTERNATIONALS are powered by a range of 10 gasoline 
and LPG engines designed specifically for trucks. They give 

you high power and torque in the normal driving range where you 
can use it — in traffic, heavy going, up hills. And they give you 
this top performance at wear-reducing, money-saving rpm. 


They have smart, functional styling for easy, economical 

maintenance, even on the roughest truck jobs. They have driver- en 
saving cabs that let drivers work longer without fatigue. Drive in real comfert! Comfort-angled steering. Hood 
First chance you get, see these good-looking, easy- is low for closeup view ahead. There’s ‘’Quiet-ride’”’ acoustic 
working i ode saving “shen ‘Satin ay roof lining, draft-free door seals in both standard and op- 





tional deluxe cabs, plus a wide choice of solid and two-tone 
exterior colors. New deluxe cab has additional color-keyed 
interior, deluxe steering wheel, foam rubber seat, fiber 
glass insulation, deluxe chrome trim 


INTERNATIONAL HARVESTER COMPANY ¢ CHICAGO 


INTERNATIONAL 
TRUCKS 
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Motor Trucks * Crawler Tractors * Industrial Power 





® McCormick® Farm Equipment and Farmall® Tractors 
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HOT WATER HEATING . . 


(Continued from page 118) 
extensively used for operating 


boiler plants are: (See Fig. 3) 


a) Automatic combustion and 
safety control: control of fuel 
and combustion with load 
changes. 


b) Water level control: con- 
trol of make-up and shut-down 
on low water. 


c) Safety valves (steam), 
automatic relief valve (hot 
water): on large water sys- 
tems small additional relief 
valves should be provided to 
relieve minor excess pressures. 


d) Pressure controls: main- 
tain minimum and maximum 
system design pressures. 


e) Automatic maximum flow 
valve on flow connection or 


. (continued) 


mains: closes down in case the 
flow of water exceeds a set 
velocity rate due to leakage. 


On installations large enough 
for high temperature hot water 
heating, automatic control is 
usually a worthwhile invest- 
ment. If package type boilers are 
used, automatic combustion con- 
trol is usually a component part 
of the boiler package. 

If system heat storage capacity 
cannot meet all the fluctuating 
load requirements of changing 
weather conditions, an accumu- 
lator or storage tank may be 
used. Accumulators are indi- 
cated where power peak and 
heat peak coincide and steam is 
used for other loads. (One ac- 
cumulator arrangement is shown 
in Fig. 7). 


(To be continued next month) 


U. S. Producers Win Soil Pipe Dumping Case 


(Continued from page 97) 
secretary and legal counsel of 
the Wholesale Plumbing Insti- 
tute of Southern California. 

In the opinion of the Commis- 
sion, the producers of cast iron 
soil pipe in the State of California 
—the area most seriously af- 
fected by the “dumping”—were 
being, or were likely to be, in- 
jured by reason of the importa- 
tion of cast iron soil pipe, other 
than “American pattern,” from 
the United Kingdom at less than 
fair value. 

This decision of the US. Tariff 
Commission set two new prece- 
dents which should affect signi- 
ficantly the outcome of similar 
instances where American man- 
ufacturers are threatened by the 
“dumping” of foreign goods at 
less than fair value. 

First, of the five cases thus far 
decided by the commission pur- 
suant to the provisions of the 
Antidumping Act, this was the 
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first case in which the Commis- 
sion found that an industry in 
the United States was being, or 
was likely to be, injured by the 
importation of foreign goods, In 
all preceding cases, no injury or 
likelihood of injury was found 
by the Commission. 

This finding resulted from the 
argument by Mr. Carretta that 
the showing of any injury was 
sufficient under the statute, and 
that even a “likelihood of injury” 
is sufficient to warrant corrective 
action in behalf of domestic pro- 
ducers. Previously the domestic 
producer was required to show 
that the “dumping” of foreign 
goods resulted in “material” or 
“substantial” injury to American 
producers. 

Second, accepting the argu- 
ment presented by counsel for 
the domestic producers, the Com- 
mission held in effect that the 
phrase, “an industry in the 
United States,” as used in the 


Antidumping Act, should be 
interpreted to read: “An in- 
dustry in the United States or in 
any section thereof in which in- 
dustry members may be con- 
centrated.” 

With the acceptance of this 
interpretation by the Commis- 
sion, it is no longer necessary 
for the American producer to 
show that the entire industry is 
injured by the “dumping” prac- 
tice; it is sufficient for purposes 
of obtaining corrective action if 
the American manufacturer can 
show that a sufficiently large 
segment of the industry is af- 
fected by the practice. 

Of the 55 producers of cast 
iron soil pipe in the United 
States, 43 are located in states 
east of the Mississippi and 12 in 
western states. Of the latter 12, 
seven are on the West Coast. 

Mr. Carretta pointed out that 
of all the British cast iron soil 
pipe imported into the United 
States during the first six months 
of 1955, approximately 99 per- 
cent was imported into Pacific 
Coast ports. 

Obviously, therefore, the im- 
pact of the selling of such imports 
at less than fair value was felt 
most by West Coast producers 
whose market was being used as 
a “dumping ground.” Carretta 
then argued that if the strict 
interpretation of the phrase, “an 
industry in the United States,” 
(meaning the total industry) 
was to be adopted, then foreign 
producers would be free to at- 
tack and to injure the domestic 
market “piece by piece.” 

The dumping of foreign goods 
at less than fair value could be 
used to ruin the domestic pro- 
ducers first in the Northwest, 
then in the Southwest, etc. Never 
would the foreign producers be 
injuring the industry in the en- 
tire United State at the same 
time, but the result would be the 
same—the destruction of Amer- 
ican industry through unfair tac- 
tics. END 
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» Guide shoe slipped 
over coil. Laid in posi- 
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- Damper put in place. 
Front cover snapped 
on. Damper control 
snapped into posi- 
tion. NO SCREWS OR 
BOLTS USED AFTER 
BACK PLATE. 


STANDARD 
BASEBOARD 


QUALITY 


Use AN yA 


SEE YOUR JOBBER FOR KRITZER PRODUCTS 


MOST PROFIT... 
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” Radiant 
Baseboard 


Naturally the basic cost of KRITZER Baseboard 1s 
slightly higher than ordinary baseboards. The best 
materials and workmanship are employed in its man- 
ufacture ... and the “pre-fabricated” features pro- 
vided by KRITZER engineering make ‘“‘K”’ Line de- 
sign layouts and installations the easiest and quickest 
of any baseboard. With installation time considerably 
reduced, highest quality heating installations are 
yours with a full profit margin and no higher price 
to your customer. 

Users are always pleased with such KRITZER 
built-in features as the clean, modern appearance 
with safe, rounded corners and edges; the guide shoe 
which assures quiet operation and prevents damage 
to coils and eliminates “call backs’’; and the efficient 
heating from laboratory tested KRITZER coils (rat- 
ings Certified). 

For your protection all KRITZER products are 
guaranteed for materials, workmanship, and heating 
capacity. You can learn all about the “K” Line in 
BULLETIN 200. Write today to KRITZER RADI- 
ANT COILS, INC., 2901 Lawrence Ave., Chicago 25. 





KRITZER QUALITY HEATING PRODUCTS 












CONVECTOR, 
SLOTTED FRONT 


KRITZER 
FINNED TUBE 


UNIVERSAL 
BASEBOARD 


REPRESENTATIVES IN PRINCIPAL CITIES 





“TF IT’S KRITZER, IT’S RIGHT, SIR!” 

































Two Bathrooms of 


BRIGGS BEAUTYWARE- 


New Pattern for Today’s Living 


There is a new pattern for family living in America—more children, 


SEE OUR 
PRODUCTS better health and hygiene, more personal grooming, greater luxury and 
—3rd FLOOR convenience. All these add up to the need for two bathrooms. 


Home designs can be made more desirable and livable with two bath- 
rooms. Home sales can be made much more readily. And installation is 
so fast, easy and economical with modern, engineered fixtures. 








Exceptionally nleasing pastel colors, surfaces hard as glass, exclusive safety 


NATIONAL and utility features, trouble-free fittings, time-saving installation, realistic 
sag prices—these are only a few of the many reasons why Briggs Beauty ware 


is first choice for an ever increasing number of two-bathroom homes. 


WASHINGTON, D.C. 











iF 


TWO BATHROOMS—COLOWIAL STYLE TWO BATHROOMS—RANCH STYLE TWO BATHROOMS—CONTEMPORARY STYLE 





SPECIFY BEAUTYWARE --TWICE; a produet of BRIGGS Manufacturing Company, Detroit 26, Michigan 
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what the 


K Running a routine tensile test. 


means to you ... high tensile strength 


Standard A.S.T.M. code specifications call for 21,000 psi 
for cast fittings. “K” fittings substantially exceed that re- 
quirement, They are also Underwriters’ Laboratory 
approved. 

Uniform wall thickness, good clean threads and 
chamfers, also assured when you use “K” fittings. 


The “K” line includes: , 

* Standard and Extra Heavy Screwed Steam Fittings. 
* Standard and Extra Heavy Flanged Fittings. 

© Standard and Extra Heavy Companion Flanges. 

© Standard Sprinkler Fittings. . 
® Standard Drainage Fittings, Black and Galvanized. 
Standard Bushings, Plugs, Flange Unions. 


It pays to obtain fittings from distributors who handle 
the “K” line. 


THE KUHNS BROTHERS CO. 


1800 McCALL ST. * DAYTON 1, OHIO 
Established 1887 
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GAMA Meeting Inspired 
By Rising Sales Curve... 


Central heating to be featured in expanded promotion 
program announced by gas appliance group... 


RECORD-BREAKING SALES in 1955, 
and plans for surpassing them in 
1956, set the tone for the 20th 
annual convention of the Gas 
Appliance Manufacturers Assn. 
in the balmy setting of Palm 
Springs, Calif. recently. 

Industry spokesmen represent- 
ing nearly every division of the 
association reported new gains 
for domestic gas appliances and 
equipment, with water heaters 
and central heating units leading 
the way. 

G. W. Denges, chairman of the 
furnace division, said that ship- 
ments for the first eight months 
were already running 36 percent 
ahead of 1954, an all-time high. 
Denges is vice president of The 
Williamson Heater Co., Cincin- 
nati, O., and president of the 


National Warm Air Heating and 
Air Conditioning Assn. 

N. E. Westphal, chairman of 
the boiler division, stated that 
sales are up 11 percent over last 
year, and expects that 1956 sales 
will exceed this year’s total by 
an additional six percent. West- 
phal is director of research and 
engineering for Weil-McLain Co., 
Michigan City, Ind. 

Water heater sales, according 
to Harry Carbon, chairman of 
that division, are currently at 
their highest peak and certain to 
finish the year at least 10 percent 
above the previous high of 1950. 
Carbon is president of Bastian- 
Morley Co., Inc. La Porte, Ind. 
Other sales reports are presented 
elsewhere in this article. 

Using these figures as a spring- 


These Men Will Run GAMA in ’56: 


Julius Klein, 


board, GAMA proceeded to ex- 
pand its promotional programs 
during the coming year. A major 
campaign to stress gas heating 
was formulated which will be 
integrated with other programs 
previously scheduled. This will 
get underway in January and 
continue through the year. 

The headquarters staff was 
also asked to give special atten- 
tion to tests and requirements 
beyond those of the AGA Labo- 
ratories, with the objective of 
making equipment conform more 
precisely with varying local 
codes. 

The water heater division, in 
a closed session, considered the 
possibility of increasing the re- 
covery rate of water heaters and 
discussed a program for mer- 





W. F. Rockwell, Jr. A. B. Cameron, F. S. Cornell, 
president 2nd vice president Ist vice president treasurer 
(Rockwell Mfg. Co., (Caloric Stove Corp.. (Ruud Mfg. Co., (A. O. Smith Corp., 

Pittsburgh) Topton, Pa.) Kalamazoo, Mich.) Kankakee, It.) 
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chandising “second” water heat- 
ers in the home. 

Leadership of the association 
changed hands during the con- 
vention. W. F. Rockwell, Jr., 
president of Rockwell Mfg. Co., 
Pittsburgh, was elected president 
of GAMA. He succeeds T. T. 
Arden, executive vice president 
of Robertshaw-Fulton Controls 
Co., Youngwood, Pa. A. B. Cam- 
eron, president of Ruud Mfg. Co.., 
Kalamazoo, Mich., becomes first 
vice president and Julius Klein, 
Caloric Stove Corp., Topton, Pa., 
is now second vice president. F. 
S. Cornell, vice president and 
general manager of A. O. Smith 
Corp., Kankakee, IIl., is the new 
treasurer. 


s H. Leigh Whitelaw, managing 
director for 12 years, was ele- 
vated to executive vice president, 
and Harold Massey, formerly as- 
sistant managing director, moves 
up to his post. 

In other sales reports pre- 
sented during the convention, 
Edward P. Hayes, chairman of 
the gas conversion burner divi- 
sion, said that sales had not 
shown an increase for the first 
eight months. He added, how- 
ever, that most conversion 
burner manufacturers produce 
either boilers or furnaces which 
offset slack periods in conversion 
sales. Hayes, vice president of 
C. A. Olsen Mfg. Co., Elyria, O., 
predicted that conversion burner 
sales would jump upward when 
natural gas reaches the Pacific 
Northwest next year. 


s Norman Millard, chairman of 
the gas clothes dryer division, 
said that sales are climbing to- 
ward another new high this year. 
He forecast that sales would ex- 
ceed a quarter million units or 
four times what was sold in 1950. 
He also believes that the dryer 
and combination washer-dryer 
would capture a larger share of 
the market in 1956. Millard is 
manager of utility sales for the 
Crosley and Bendix Home Appli- 
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FORMER PRESIDENT Sheldon Coleman (right), president of Coleman Com- 
pany, Wichita, Kan., accepts distinguished service citation from immediate past- 
president, T. T. Arden, at meeting. W. F. Rockwell, Jr., looks on. 


ance Divisions of Avco Mfg. 
Corp., Cincinnati. 

Frank H. Post, chairman of the 
automatic controls division, said 
the controls industry is running 
well ahead of 1954 and that 1956 
should surpass this year by a 
substantial margin. The continu- 
ing trend to automation in the 
home, he said, assures an in- 
creasing demand for products of 
the industry. Since many appli- 
ances use a number of controls, 
he stated, control sales are likely 
to run at a faster rate than appli- 
ances. Post is sales manager of 
the Robertshaw-Fulton Thermo- 
stat Division of Robertshaw-Ful- 
ton Controls, Youngwood, Pa. 

Manufacturers of recessed wall 
heaters and floor furnaces re- 


ported that the trend to home 
modernization has stimulated the 
demand for both types of equip- 
ment. Ralph E. Solomon, direc- 
tor of engineering for Samuel 
Stamping and Enameling Co., 
Chattanooga, Tenn., pointed out 
that there was a trend in some 
areas of the country to use two 
or more wall heaters or furnaces 
to provide zone heating. 
Domestic gas incinerators are 
making steady gains as a new 
member of the gas appliance 
family, it was reported by Fred- 
erick H. Martin, vice president of 
Martin Stamping and Stove Co., 
Huntsville, Ala. The number of 
producers of incinerators has in- 
creased from‘three to 39 since 
1948, Martin said. END 





New Division Chiefs Named: 


Gas Appliance Regulator Division: 
Walter Lee, Major Controls Co., Cor- 
ona, Calif. 

Automatic Controls Division: Kar] 
Schick, Minneapolis-Honeywell Regu- 
lator Co., Minneapolis, Minn. 

Gas Boiler Division: N. E. Westphal, 
Weil-McLain Co., Michigan City, Ind. 

Gas Furnace Division: Frank Meyer, 
Meyer Furnace Co., Peoria, III. 

Unit Heater & Duct Furnace Divi- 
sion: David R. Webster, Reznor Mfg. 
Co., Mercer, Pa. 

Vent Pipe Division: L. P. Brown; 
Van-Packer Corp., Bettendorf, Ia. 


Direct Heating Division: Robert H 
Norris, Dearborn Stove, Dallas, Tex 

Gas Clothes Dryer Division: Nor- 
man Millard, Crosley-Bendix Division, 
Avco Mfg. Corp., Cincinnati, O. 

Domestic Gas Range Division: Wen- 
dell C. Davis, Cribben & Sexton Co., 
Chicago. 

Gas Meter & Regulator Division: 
Earl B. Cutter, American Meter Co., 
Erie, Pa. 

Gas, Wall & Floor Furnace Divi- 
sion: Paul Hammond, Holly Mfg. Co., 
Pasadena, Calif. 

Gas Incinerator Division: Frederick 
H. Martin, Martin Stamping & Stove 
Cv. Huntsville, Ala. 











Questions and Answers 


(Continued from page 28) 
the temperature of the pipe when 
installed was 60F. The result is a 
difference of 100F. 

At a temperature of 100 F, cop- 
per has a thermal expansion of 1.338 
in. per 100 ft. Therefore with a 130 
ft run, the total elongation would be 
1.739 in. 


Pipe Color Codes 
To the Editor: 

We have a big school job in which 
we must paint the piping. Is there a 
standard code of colors? 


New York HL. 


To the Reader: 

The following material is ab- 
stracted from a code prepared by 
The American Standards Assn. for 
piping systems identification. 

Three main groups of fluid mate- 
rials carried in pipes consist of (a) 
fire protection equipment and ma- 
terial; (b) dangerous materials, 
and (c) safe materials. 


Wants to Know What Type Water System 
Should Be Selected For Small School Job 


To the Editor: 

One of the public schools (en- 
rollment, 250) that we service is lo- 
cated twelve miles away. They are 
using a water supply system that 
has been quite satisfactory, but will 
need to be replaced soon. The ques- 
tion is whether to re-install another 
deep well working head or to 
change to either a jet pump or a 
submersible pump. 

We are furnishing a drawing of 
the installation (See Fig. 3). 

One drawback to the present 
system is the absence of a tower; 
it is a problem to set up a tempo- 
rary rig to pull the well pipe when 
making repairs on the cylinder. 


The distance of the school from 
our shop especially dictates the use 
of a trouble-free system. Uninter- 
rupted service is important, 

We would appreciate your sug- 
gestions. 

Missouri J.L.M. 


To the Reader: 

Many manufacturers make all 
basic types of pumps which enables 
them to unconditionally recom- 
mend the type best suited to the 
circumstances. Each type has its 
best applications. Your drawing 
(Fig. 3) does not indicate the 
draw-down of the water level. We 
2re assuming that it is probably 75 





DEEP WELL WORKING 
HEAD WITH 


1-H. P. MOTOR 
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Fig. 3 shows the wa- 
ter supply system 
for a rural school. 
A reader wants to 
know if a jet pump 
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or a submersible 
pump should be se- 
lected to replace the 
old deep well work- 
ing head. See ac- 
companying article 
for details. 














500 GAL. TANK 


25-40 LB. 
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All pipe in each classification 
should be painted a special color so 
it may be easily identified. The 
table below indicates the colors. 

CLASS COLOR 
F-Fire Protection ............ Red 
D-Dangerous Materials. . 

.. Yellow or Orange 

S-Safe Materials....Green (or the 

achromatic colors— 

white, black, gray or aluminum) 

P-Protective Materials. Bright Blue 
V-Extra Valuable 

Materials <..62% 36605 Deep Purple 

Copies of the code are obtainable 
from the American Standards Assn.., 


70 E. 45th St., New York City. 


ft for estimating purposes. 

For an enrollment of 250 students. 
estimates of water requirements 
vary from 400 gals. per 15-min. in- 
terval to 1000 gph. 

Your drawing indicates a 1 hp 
deep well head with 21/4 in. cylin- 
der. Operating with a 6 in. stroke 
and 45 strokes per min., this unit 
will deliver approximately 280 gph 
which is a great deal less than is 


usually figured for 250 students. 


= Using a jet pump in a 5 in. casing 
and at a 75 ft. pumping level, the 
capacity may be from 450 to 1800 
gph. A safety factor in the water 
supply system should be provided in 
case the water level might drop at 
some future time. As mentioned, 
the rated capacities of some jet 
pumps are considerably higher than 
450 gph at 75 ft and such jet pumps 
would be acceptable. 

Submersible pumps are manufac- 
tured to close tolerances and are 
therefore not recommended where 
abrasive materials are entrained in 
the water supply. One manufactur- 
er of submersible pumps does not 
recommend their use in areas 
where there is fluctuating voltage. 
The reason for this is that the kick- 
ing out of an overload protector on 
the motor could occur when the 
water supply was most needed. 

If no such risk is involved, a jet 
pump with ample capacity can be 
used or, if local conditions are fa- 
vorable, a submersible pump can 
be installed. Otherwise, a deep well 
working head of the same type as 
the one presently installed is rec- 
ommended. END 
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It’s As Easy As ‘1-2-3’ To 
nstall Penn Combination 
Fan and Limit Control 





1 Cut 114” power element hole. Drill 2 mounting holes, 9 Insert power elements and hook slots in control case 
a 


using asbestos seal as template. Start mounting screws under screw heads, then tighten screws. 


through bracket. 


Easier and faster to install... even in cramped quarters 
or in poor lighting . . . it isn’t necessary to mount the 
Series 520 in a level or vertical position! But that’s 
just part of the story. 


Penn combination fan and limit controls are designed 
for low, line or millivoltage service ... at no extra cost. 
enn’s superiority is recognized by customers, too. 
They know Penn controls mean healthful comfort. 
They know the Penn name means accurate and depend- 
able operation. It’s the kind of dependability that elim- 
inates, for you, those costly service call-backs. 
On your next heating job, specify Penn controls... 
they cost no more! Penn furnace controls are also avyail- 


able in single units .. . for fan only, or limit only. Be 
sure to ask your burner manufacturer or wholesaler for 





3 Place control cover in position and secure 2 retaining 
* 


Penn heating controls. Penn Controls, Inc., Goshen, Ind. screws. That's all you do... it’s simple and fuse. 















Soe plies steatecctes 


AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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AnacondA Copper Tube 
and Fittings cut 
installing time in half, 
Says contractor 





Frank Tvrdik, plumbing contractor, P. T. Chandler and 
Clark Chandler of the Chandler Co., Anaconda dis- 
tributors, and John Allen, District Sales Manager, The 
American Brass Co., discuss details of piping at the 
First Avenue Building. (Left) The building as it ap- 
peared before modernization. 


Skogman Construction Co., General Contractor, Architect and Owner 


Copper helps turn a venerable landmark into 
the “Cinderella” building of Cedar Rapids 


The Rock Island Building in Cedar Rapids, Iowa, a sound old 
landmark, has been transformed into the First Avenue Building, the 
most modern, comfortable, convenient office building in the city. 
One of the big modernization problems was the handling of refrigera- 
tion and water service. Frank Tvrdik of Midwest Plumbing & Heating 

0., plumbing contractors, used AnacondA Copper Tube throughout. 

“Copper made the installation practical,” says Frank Tvrdik. 
“Because the O.D. of copper tube is smaller and solder-type fittings 
are trim and compact, I could run lines through small openings and 
inside existing partitions. The 20’ lengths reduced the number of 
fittings and the elimination of pipe-threading was a big time-saver. 
I saved additional time by prefabricating assemblies at the shop. Total 
time of installing the copper tube lines was half of what it would 
have been with ferrous pipe, which meant a considerable over-all 





AnacondA Copper Tube installed in the air conditioning 
machine room. 





saving on the job.” ; 
Find out how you can save by using AnacondA Copper Tube and 
Fittings. For information write T he American Brass Company, Water- 
bury 20, Conn. In Canada: Anaconda American Brass, Ltd., New 
Toronto, Ont. 6517 


APN 


@ 
ONDA 





Note how neatly and compactly the copper tube was 


installed—through small openings in the massive old Copper Tubes and Fittings 





masonry walls. 
Available through Anaconda Distributors 
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Just offer the water closet with the whispering flush, and watch your 
profits grow. It’s the famous CASE Non-Overflow One-Piece* — the 
most wanted, most trouble-free one piece water closet in America today. 

You get sure-fire sales features like non-overflow bowl; safeguarding 
antisyphon ballcock; pressurized cleansing rim flush; large water area; 
healthful seat height; streamlined, up-to-the-minute design, time tested, 
with the whispering flush that’s already known throughout the industry. 

Don’t forget there’s plenty of profit in colors too —and the CASE 
One-Piece water closet is in 32 pastel colors and sparkling black and 
white — the widest vitreous china color selection on the market. Your 
Case distributor is in the “Yellow Pages”. Phone him or write 


W. A. CASE & SON MFG. CO., 33 MAIN STREET 


BUFFALO 3, NEW YORK 
* PATENTED 


CASE QUALITY VITREOUS CHINA PLUMBING FIXTURES 
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(Continued from page 76) 
Vent Signal 
A newly designed vent signal 
that whistles while an oil tank is 
being filled and stops automatically 
‘: Px | 





when oil reaches the safety level 
has been announced by A.C.E. Ac- 
cessories. The by-pass design pro- 
vides a fast-action air release that 
eliminates danger of pressure 
shocking tanks, regardless of 
pumping rate. It is engineered to 
operate on heavy fuel oil. 

Manufacturer: A.C.E. Accessor- 
ies Div., Kresno-Stamm Mfg. Co., 
Palisades Pk., N. J. 


Closet Flange 
A new adjustable closet flang> 
has been developed by American 





Specialty Co. for new and remcdel- 
ing work. The flange is of eccentric 


design to permit minor roughing- 
in deviations when installing a wa- 
ter closet. By rotating the flange 
on closet stub or bend, the radius 
can be increased 1% in., giving a 
maximum variation of 3 in. The 
flange is made of ductile iron alloy 
and has crescent shaped slots for 
closet bolts on the extended side. 

Manufacturer: American Speci- 
alty Co., 4613 N. Ravenswood Ave.. 
Chicago 40. 


Disc Thermostat 

A new snap-action bi-metal disc 
thermostat announced by Stevens 
is designed especially for furnace 
ducts, clothes dryers and other 
warm air applications. Approved 
for operation to 300F, the thermo- 
stats are rated at 25 amps at 120-140 
volts ac non-inductive; 42-hp at 





120-240 volts ac; and 345 volt-amps 
for pilot duty. Available in exposed 
or enclosed bimetal styles, the 
former is for more rapid response, 
the latter for atmosphere with high 
lint or dust content. Heavy-duty 
silver contacts and metal-backed 
silver bridging contact construction 
are designed to provide cooler op- 
eration. 

Manufacturer: Stevens Mfg. Co., 
Inc., Lexington & Mansfield, O. 


Storage Water Heaters 

A new line of gas and electric 
water heaters of squat design for 
installation in low headroom base- 
ments and utility rooms has been 


Water Mixer Provides Constant Temperature 


A new water mixer announced 
by Dole blends cold water with the 
hot water supply from storage tank, 
automatic water heater or tankless 
heater to provide a constant supply 
of water at 140F. The valve is in- 
stalled close to the hot water sup- 
ply and no adjustment is required. 

Manufacturer: The Dole Valve 
Co., Plumbing & Heating Div., 1933 
Carroll Ave., Chicago 12. 
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announced by Sands Mfg. Co. Gas 
fired models (illustrated) in 20, 30 
and 40 gallon capacities are avail- 








able with galvanized or glass lined 
tanks. Electric models with glass 
lined tanks only are available in 
30, 40, 52, 66 and 82 gallon ca- 
pacities. 

Manufacturer: Sands Mfg. Co., 
5407 Sweeney Ave., Cleveland 27. 


Air Cooled Condensers 

A new line of air cooled con- 
densers ranging from two to 20 tons 
in size has been developed by Hal- 
stead & Mitchell for use with air 
conditioning systems where water 
is unavailable, high in cost, or 
where water disposal is difficult. 
These condensers also may be used 
to cool hot compressor rooms or 
where extra condenser capacity is 
needed. The cabinets are of heavy 
gauge sheet steel, especially coated 
for rust protection. The units may 
be floor or ceiling mounted. 





Manufacturer: Halstead & Mitch- 
ell, Bessemer Building, Pittsburgh. 


Soldering Paste 

American Solder and Flux has 
announced that its soldering paste, 
called C-Flux, is now packaged in 
a 3-oz rigid plastic jar with a screw 
cap. The jar is designed with no 
sharp edges and will not become 
dented out of shape. 

Manufacturer: American Solder 
and Flux Co., 19th & Willard Sts.. 
Philadelphia 40. ; 

(Please turn to top of page 134) 


Domestic ENGINEERING, DeceMBER 1955 








P. 
ecc 


Dom 











atrous 












... the flush valve with the E 


Here are at least 5 good reasons why your choice in flush 
valves should be Watrous. 


Take the self-cleaning by-pass for example. It is all that its 
name implies. By positive mechanical action it serves to 
remove any sediment from the flush-regulating by-pass with 
each operation. 

All the other features shown 
here work along to make sure 
of dependable service and last- 
ing economy. You can be sure 
of all 5 if you insist on Watrous. 











For complete information 
write for catalog 449-A 






SELF-TIGHTENING HANDLE PACKING . 
| a" 


Automatically takes up for any heath 
WATER SAVER wear. SINGLE STEP SERVICING SCREENLESS SILENT ACTICN 





ADJUSTMENT E 
P ‘ Reduces maintenance to the Eliminates all objectionable 
Permits maximum water a ‘ : : 
very minimum. flushing noise (optional at 


erenemy, your efter your. slight additional cost). 


THE IMPERIAL BRASS MANUFACTURING COMPANY 


1231 W. Harrison Street, Chicago 7, Illinois 


a ADJUSTABLE FLUSH VALVES 
Watrou | BOTH DIAPHRAGM AND PISTON TYPES 
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The ABC symbol represents the advertiser's highest stand- 
ard of circulation value. It means that we are pledged to 
keep true and correct circulation records and report our 
circulation in accordance with known and accepted rules. 


We are proud to be numbered among the publications 
which provide ABC audit reports as factual measures of 


advertising value. 


That's why Domestic Engineering magazine joins 3670 
advertisers, advertising agencies and other publishers this 
month in showing our colors . . . ABC is symbolic of the 
advertiser's highest standard of circulation value. 


“truth is stronger 
than fiction” 








Advertisers and advertising agencies have learned through 
experience to give attention and confidence to publications 
like Domestic Engineering magazine for they know they can 


depend upon ABC-audited circulation facts. 


The investments advertisers make to reach readers of 
Domestic Engineering magazine help us to bring our sub- 
scribers the magazine they want. The confidence advertisers 
have in Domestic Engineering and their reliance upon our 
ABC Report brings us much of the income needed to improve 


constantly our editorial service to our readers. They look to 





our ABC Reports for an accurate, audited count of paid 
subscriptions that reward Domestic Engineering's editorial 


leadership and initiative. 


DOMESTIC ENGINEERING 
MAGAZINE 


A.B.C. REPORTS—FACTS AS A BASIC MEASURE OF ADVERTISING VALUE 
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St. Ann's Church 
Cleveland Heights, Ohio 


St. John's 
Church, Delphos, 
Ohio 








Installation, Church of 
St. Philip, The Apostle, 
Clifton, NJ. 
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Strassbourg Cathedral, 
15th Century 
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COMFORT GOES TO CHURCH 


Throughout the ages the nobility of man has found no higher expres- 
sion than in the beauty of the world’s churches, temples and cathedrals. 

But the majesty of a fifteenth century cathedral, with its lofty spires 
and delicate filigrees of stone, is no»-more wondrous than its modern 
counterpart of perhaps lesser artistry but far greater comfort that 
encourages attendance at worship. 

Yes, comfort goes to church, now . . . and so do millions more people. 


> 


ne. 
me 


— 


— 


Lh | eal oY 
vv yy yy ite - ., 2 One of the greatest advances in achieving church comfort has been 
adi the widespread adoption of radiant heating. For-no heating is quite as 
effective as the gentle, all-permeating, sun-like warmth . . . without 


drafts, currents, or dead spots .. . achieved by modern radiant heating. 
Today’s church designers know that radiant heating, which assures 
utmost comfort and health protection for both the very young and the 
elderly groups within congregations, is also ideally suited for every other 
age of worshippers. 

They know, too, that steel pipe is the most accepted medium for 
radiant heating systems... in fact, the most widely used pipe in the 
world for heating, plumbing, snow melting, fire sprinkler systems, and 
power, steam and air transmission. 


Send for your free copy of the 48 page color booklet ‘‘Radiant Panel 
Heating with Steel Pipe” and let comfort go to your church, too. 


Committee on 
STEEL PIPE RESEARCH 
AMERICAN IRON AND STEEL INSTITUTE 
350 FIFTH AVENUE, NEW YORK 1, N. Y, 







Neel Pipe 
is Hrsh Choice 







OETTMANN ARCHIVE 
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(Continued from page 130) 

Air Conditioner 

A new self-contained packaged 
air conditioner developed by 
OUnarco is designed for commercial 
installations and available in 2, 3, 
and 5-hp models. This air condi- 
tioner is an integrated unit with 
hermetically sealed compressor, 
condensor and coils all welded 
together. A series of adjustable 
louvers with top discharge grille 
permits discharge of air in any 
direction. It is also available with 
standard connections to be used 





with duct work. Offered in air and 
water-cooled models, the unit is 
completely prewired, and water 
cooled models are also prepiped. 
Push button controls are conveni- 
ently located behind the name plate. 

Manufacturer: Union Asbestos 
& Rubber Co., Heating & Cooling 
Div., 332 S. Michigan Ave., Chicago. 


Balicock Package 
A new method of packaging ball- 


cocks has been announced by 


Mansfield. Designed with shelf- 
appeal in mind and constructed of 
corrugated board, cartons are 





printed in dual colors. The prod- 
uct may be displayed on the coun- 
ter without removing the package. 
Manufacturer: Mansfield Sani- 
tary Pottery, Inc., Perrysville, O. 


Solenoid Valve 

A solenoid valve with floating 
diaphragm to provide greater fluid 
flow at lower pressure differentials 
has been announced by Jackes- 
Evans. Pilot operated with no 
metal-to-metal contacts, the valves 
are designed for the control of 
water, air, brine, light oils indus- 
trial gas, Freon 12 and 22, and 





other non-corrosive substances at 


temperatures from zero to 225F. 
The valve operates with any pres- 


New Lavatory Meets ‘Built-In’ Requirements 





A new extra large lavatory for 
installation in custom built counter 
tops and cabinets has been an- 
nounced by American-Standard. 
The flat rim lavatory is made of 
vitrous china and measures 28 by 
20 in. This fixture is designed for 
custom built lavatory-dressing ta- 


ble arrangements in hotels or mo- 
tels as well as private homes. Fea- 
tures of the bowl include front 
overflow, anti-splash rim and two 
cast-in soap dishes. The lavatory 
is available with polished chrome 
fittings or with deluxe mono- 
gramed fittings which may be per- 
sonalized with the owner’s initials. 
A stainless steel mounting frame 
with clamps is also available. The 
fixture is available in a choice of 
white or one of seven colors. 

Manufacturer: Plumbing and 
Heating Division, American Radi- 
ator & Standard Sanitary Corp., 
P.O. Box 1226, Pittsburgh 30. 


sure differential from one to 250 
psi. A variety of sizes are available 
with port openings from %4-in. to 
1%4-in., in choice of screw, solder 
or flare connections. Coil assem- 
blies for all valves are readily inter- 
changeable with others of same 
electrical characteristics. The valves 
are available with or without man- 
ual operator that opens auxilliary 
pilot, allowing systems pressures to 
actuate diaphragm in event of 
power failure. 

Manufacturer: Jackes-Evans Mfg. 
Co., 4427 Geraldine Ave., St. Louis. 


Central Air Conditioning 

A central air conditioning unit 
for cooling the average five-room 
house having warm air heating 
ducts, is a new Gibson develop- 
ment. Of 2-ton cocling capacity. 





the unit requires 5.2 sq. ft. of space 
and is water cooled. Gibson is also 
introducing a 2-hp window air con- 
ditioner for cooling several rooms 
and a %-hp unit that plugs into 
standard 110 volt outlet. 

Manufacturer: Gibson Refriger- 
ator Co., Greenville, Mich. 


Loud Speaker-Air Diffuser 

A new air diffuser developed by 
Connor Engineering Corp. provides 
for a sound system within the dif- 





fuser. Any 8-in. high fidelity speak- 
er may be used for public address 
or piped music system in conjunc- 
tion with the air diffuser. Three 
sizes are available. 

Manufacturer: Connor Engineer- 
ing Corp., Shelter Rock Rd., Dan- 
bury, Conn. 

(Please turn to top of page 137) 
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These illustrations show our 
NEW Nos. 50 and 51 Float Valves. 
They come equipped with Non-Cor- 
rosion Nylon Seat and Nylon 
Plunger. A semi-elevated valve— 
can be equipped with long shank 
as well as Douglas shank. The No. 
31 is equipped with Adjusting Top 
Screw so flow of water can be re- 
duced and silenced. 








Packed in individual box with rod and refill 


No. 51 Float Valve with Non- No. 50 Float Valve with Non- 


Corrosion Nylon Seat and 
Nylon Plunger. A_ semi-ele- 
vated valve—can be equipped 
with long shank as well as 
Douglas shank. Flow of water 
can be reduced and silenced 


Corrosion Nylon Seat and 


Nylon Plunger. A_ semi-ele- 
vated valve—can be equipped 
with long shank as well as 
Douglas shank. Furnished with 
rod and refill. 


by Adjusting Top Screw. Fur- 
nished with rod and refill. 


The Lradition 


of Craftsmansh PY 
in QUALITY FITTINGS ae 2 


e Produ uct Po hi y 


E bel of 


Individual security INSURES FREEDOM and LIBERTY. Social Security leads 
to Regimentation and LOSS OF LIBERTY. 


It’s a privilege to live in a Republic. Only God can help the people who live in 
Democracies. 


a = tut yh, Gped ace 
«fh President 


THE INDIANA BRASS CO., In 


FRANKFORT INDIANA 
“MANUFACTURERS OF PLUMBERS BRASS GOODS” 
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In the foreground of this unretouched. 


photo is cast iron soil pipe, installed in 
1930 and still good as new. The non- 
metallic pipe in the background was 
installed in 1952. Note the difference. 


Here's why it pays to specify 


CAST IRON SOIL PIPE 


Your reputation depends on the reliability of the 
materials you use. That’s why it pays to specify 
what you'd choose for your own home — Cast Iron 
Soil Pipe, on every estimate you submit. 

For cast iron is crush-proof and moisture-proof 
... fully root-proof ... and permanent. Even wind 
and weather cant damage it. Cast iron stands up 
well even where nonmetallic materials rapidly fail. 
As you know, it usually outlasts the structure it’s 


installed to serve. 


CAST IRON SOIL PIPE INSTITUTE 


Dept. DE-12, 1627 K Street, N. W., Washington 6, D. C. 
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[] Send me 
THE MARK OF o* 
[] Our local 
QUALITY AND 
PERMANENCE Name 


“Permanent Investment.’ Tell me how to arrange for free use of film. | 


®@ Address 
L ccaes queso axe cena amen athh ati tenia Ses aa en ani cot dna onee cms anne 


That’s why, even when you're forced to cut cor- 
ners on an estimate, and specify a nonmetallic 
material — you should protect your reputation by 
submitting an alternate bid — Cast Iron Soil Pipe. 
‘You'll be specifying pipe that requires installation 
by a licensed contractor. You'll be specifying what 
you know is best. 

For the complete cast iron story, write for a free 
copy of Best in the Long Run. It contains evidence 
to convince any “doubting Thomas.” 


copies of your latest booklet about Cast Iron 


Soil Pipe, ‘Best in the Long Run.” 


Club wants to see your educational movie, 


Pa ees. Site... 
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Shopping with D. E. 


(Continued from page 134) 
Power Drive 
Beaver Pipe Tools has redesigned 


its lightweight aluminum power 
drive. All gears are now fully en- 





closed and permanently lubricated. 
The motor is accessible without dis- 
mantling the machine and is well 
ventilated. The drive is geared for 
threading tools up to 12-in. size. 
A wrenchless chuck works both 
forward and reverse, and the drive 
is available with either 110 or 220- 
V. motor. 

Manufacturer: Beaver Pipe Tools 
Inc., 368-400 Dana Ave., Warren, O. 


Air Conditioner Line 

Typhoon has announced its new 
1956 line of air conditioning equip- 
ment which includes self-contained 
packaged units with 3, 5, 7%, 10, 
15, 20, 25 and 30-ton capacities for 
commercial and residential appli- 
cations. Featured in the line is the 
firm’s air cooled line with two new 


air condensing units of 8 and 10- 
ton capacities. Also featured is the 





new all copper jet water cooled 
condenser, utilizing the company’s 
tube-within-a-tube design, which 
is incorporated in the 3, 5 and 7%- 
ton units. The 10, 15, 20, 25 and 
30-ton models, with machinery 
free-floating on springs to mini- 
mize operating noise, are designed 
for maximum flexibility of instal- 
lation. In addition, heat pumps in 
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capacities of 3 to 25 tons, heating 
and cooling units for the home and 
a wide range of air handling units 
will also be offered. 

Manufacturer: Typhoon Air Con- 
ditioning Co., Inc., 505 Carroll St.. 
Brooklyn 15. 


Bathroom Cabinet Line 

A new line of bathroom cabinets 
featuring an all steel interior, wood 
trim, and sliding doors has been 
introduced by Tedrick Bros. The 
steel cabinet is finished with white 
baked-on enamel, and three glass 
shelves are adjustable to six differ- 
ent levels. Two mirrors, 15 by 20% 
in., glide on newly developed tracks 
of steel and plastic. The cabinet 
trim can be furnished in Philippine 





mahogany, maple or oak to match 
the wood trim of the home. The 
cabinet dimensions are 29% by 
21% in. 

Manufacturer: Tedrick Bros. Mfg. 


Co., Kent, Wash. 


Water Softener Line 

A new line of commercial water 
softeners for manufacturing plants 
and institutions has been an- 
nounced by Hagan Corp. Each unit 
consists of a brine tank and a soft- 
ener tank complete with controls 
and piping. Twin units, which in- 
clude two softener tanks with a 
single brine tank, are also available 


Control Adaptable to All 





A new primary oil burner con- 
trol announced by General Con- 


The twin unit permits continuous 
use, with one tank to supply soft 
water while the other is being re- 


' 





generated. The softeners feature 
flow rates to 175 gpm for a single 
unit or 350 gpm for a twin unit, 
with capacities ranging to 1,500,000 
grains between regeneration for the 
single unit or 3,000,000 grains for a 
twin. Each softener tank is equipped 
with an automatic backwash con- 
troller to maintain correct flow. 


Manufacturer: Hagan Corp., 323 
Fourth Ave., Pittsburgh 22. 


Floor Furnace 

Quiet Automatic has added a 
new floor furnace, completely 
wired and assembled at the factory. 
A major feature is that if there is 
inadequate space below the furnace, 
it may be serviced from the top. 
Capacities range between 82,000 
and 94,000 Btu hr. 





Manufacturer: Quiet Automatic 
Oil Burner Corp., Newark, N. J. 


(Please turn to top of page 140) 


Pressure Oil Burners 


trols is adaptable to all pressure 
type burners. The control features 
a simple electro-magnetic circuit 
which requires no leveling and does 
not interfere with the air flow. The 
unit is factory installed and tested 
by oil burner manufacturers, and 
thus eliminates problems of stack 
mounting. 

Manufacturer: General Controls, 


Perfex Controls Division, Iron 
Mountain, Mich 
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If it weren’t for brand names 
You’d have to be an engineer 
to know which TV set to buy 


The most complicated piece of 
equipment in the American home 
is a television set. 

Yet you’re not afraid to go out 
and buy one without even “‘look- 
ing under the hood.”’ 


What makes you so sure of 
yourself? In fact—how can you 
buy so many things you know so 
little about, without worrying? 


Isn’t it because you’ve learned 
the secret of sound buying? 
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A good brand 
is your best guarantee. 


No matter what kind of a product 
you’re buying, you know you’re 
right when you buy a good brand. 
You know the manufacturer will 
stand behind it because his repu- 
tation is at stake. You can depend 
on a good brand. 


The more good brands you 


know, the fewer buying mistakes 
you'll make. Get acquainted with 


the good brands in these pages 
and get more value for your shop- 
ping money. 


BRAND NAMES FOUNDATION 


Incorporated 
A Non-Profit Educational Foundation 
437 Fifth Ave., New York 16, N. Y 


A GOOD BRAND 


| IS YOUR BEST GUARANTEE 
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Modern Truck Features 
That Mean Business! 
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Chevrolet trucks have got it! A full ist of modern features 
that mean better business—on the job today and at trade- 
in time tomorrow ! 


When you get right down to it, any truck 
without all of Chevrolet’s Task-Force features 
is still living in the past. Why risk losing money 
with an old-fashioned truck—both on the job 
and at trade-in time—when you can get a 
Task-Force model with the industry’s most 


advanced features? 


Most modern power—V8 or 6. There’s longer life in 
Chevrolet V8’s (extra cost in most models). 
With their short-stroke design—shortest of any 
leading truck—you can count on less friction 


and wear per mile. If you go for sixes—Chev- 
rolet’s gas-saving valve-in-head sixes are famous 
for their dependability. All engines are sparked 
by a modern 12-volt electrical system for quicker 


starting and smoother going! 


Most modern comfort and safety features. New efficiency 
boosting advances like panoramic windshield, 
High-Level ventilation, softer seat action and 
concealed Safety Steps! 


Most modern chassis features. New suspensions; new, 
more rigid frames; tubeless tires standard on 
14-ton models! 

See your Chevrolet dealer for details. ... 
Chevrolet Division of General Motors, Detroit 
2, Michigan. 


NEW CHEVROLET 
meer [ask-Force trucks 
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(Continued from page 137) 

Centrifugal Pump 

A new small centrifugal pump 
developed by Ruthman Machinery 
Co. features a self adjusting seal 
and one-piece ball bearing motor 
shaft. The pump is available in 
either cast iron or bronze and can 
be mounted in a horizontal, verti- 
cal or angular position. The dis- 
charge outlet can be rotated in four 
% deg. positions. 


~<a 





Manufacturers: The Ruthman 
Machinery Company, 1810 Reading 
Rd., Cincinnati 2, O. 


Fireplace Unit 

A metal fireplace unit with pres- 
sure-sealed damper for use in air 
conditioned homes has been an- 
nounced by Heatilator. By sealing 
the fireplace throat air-tight, the 
damper prevents the escape of 
costly summer cooling up the chim- 
ney, thus reducing the air condi- 
tioning load. The damper, when 
closed, rests the blade against a 
specially designed asbestos gasket 
and is locked in place. It not only 


seals the unit during the cooling 
season but also prevents heat loss 





into the flue when the fireplace is 
not in use. 

Manufacturer: Heatilator, Inc., E. 
Brighton & Glen Aves., Syracuse 
5X. 


Water Filter 

A new water filter for protecting 
pumps has been announced by Fil- 
tros, Inc. Using a porous ceramic 
cylinder as the filter element, the 
filter is installed in the pump supply 





line from the water source. The 
filter will trap and prevent passage 
of foreign matter such as sand, grit, 


U.S. Machine Develops Bantam-Size Heating Unit 





A new oil-fired recessed heater, 
designed for the small home market, 
has been announced by U. S. Ma- 
chine. The bantam-size unit, rated 
at 58,000 Btu output, features a new 
pressurized type burner, a furnace- 
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type steel heat exchanger with a 
secondary radiator which provides 
3,300 sq in. of radiation surface. It 
is offered in three models and is 
equipped with manual control. 
electric thermostat or a modulating 
thermostatic control. It can be in- 
stalled in close spaces with optional 
warm air side grilles on either or 
both sides or the rear. The thermo- 
stat operates from a sensitive tem- 
perature bulb located in the return 
air stream. This reduces fuel flow 
to the burner as temperature rises. 
A circulator-booster fan is syn- 
chronized with the oil flow rate to 
maintain constant temperature. As 
the need for heat increases, the 
rate of fuel flow is increased. 

Manufacturer: U. S. Machine 
Division of Stewart-Warner Corp.., 
Lebanon, Ind 


gravel, algae, insects and other sub- 
stances which might otherwise 
damage precision working parts of 
pumps. Cleaning is accomplished 
by reversing the direction of wa- 
ter flow or by removing the filter. 
The filter element is available in 
coarse, medium, and fine grades. 

Manufacturer: Filtros, Inc., 3343 
Kuppinger St., East Rochester. 
N. Y. 


Stacking Shelves 

A new stacking shelf unit has 
been developed by Stockbin Corp. 
Each unit can be arranged and re- 





arranged to suit the user’s con- 
venience. The shelves are furnished 
in a variety of heights and depths, 
with a standard width of 37 in. In- 
terlocking construction permits 
stacking without tools or bolts. The 
units are constructed of heavy 
gauge sheet steel closed backs. 
Manufacturer: Stackbin Corp.. 
1181 Main Street, Pawtucket, R. I. 


Bath Grip 
An improved model bath grip of 
heavy duty, chrome plated steel. 


| 





and featuring plastic coating on the 
base to prevent marks and scratches 
on tubs, has been announced by 
Bloch Brass. The grip is designed 
for use in homes with youngsters 
or people with infirmities. 
Manufacturer: Bloch Brass Co.., 
4748 Hough Ave., Cleveland 3. 
(Please turn to top of page 142) 
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MAID-0’-MIST AUTO VENTS 


Automatic air valves for every venting 
need! 


AIR IS A BRAKE which slows or stops 
water circulation in any hot water heat- 
ing or chilled water cooling system. Slug- 
gish circulation cuts efficiency, often 
calls for frequent and expensive call- 
backs for manual venting. 


To maintain free circulation, the system 
must be kept free of air. And air release 
should be automatic. 


Maid-O’-Mist float-operated, continuous- 
venting Auto-Vents are highly praised 
for the job they do in air elimination. 
Easily installed in trouble spots, Auto- 
Vents are always ready to work ... al- 
ways trouble-free. 


Maid-O’-Mist Auto-Vents will meet your 
heating and cooling air elimination 
needs. Get full information from your 
jobber or write for catalog today! 












NO. 7 AUTO-VENT 


For Vertical Mounting Only 







Self-Closing, float-controlled valve 
. non-ferrous metals . . . no air 

chamber required . . . designed for 

working pressures up to 75 Ibs. 


No. 7 Auto-Vent—size 43,” x 214” with 
Ve” 1.P. female connection. 





NO. 67 AUTO-VENT 


For Vertical Mounting only in Lim- 
ited Space 

Self-closing, float-operated 
compact size . . . non-ferrous met- 


als .. , no air chamber required. . . 
for working pressures up to “30 Ibs. 


No. 67 Auto-Vent—size 3-3/16” x 112° 
14” with Ye" 1.P. male connection 





No. 27 AUTO-VENT No. 37 AUTO-VENT 


For Horizontal Mounting Only with rab —— Mounting Only with 
Ve" I.P. female side connection— re rtical male bottom 
Size 3 x 21/2". coaneebaan 3S x 2k". 





Dependable float operated valves . . . non-ferrous metals 
de Ph Ag chamber required . . . for working pressure up 
to Ss. 


AUTOMATIC HUMIDIFIERS ..... AUTO-VENTS 
WATER LINE CONTROLS . HEATING SPECIALTIES 
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(Continued from page 140) 

Spray Nozzle 

A new self-cleaning spray nozzle 
for central air conditioning systems 
has been introduced by Carrier. 
The nozzle utilizes an orifice of 
flexible material. When lint or oth- 
er foreign matter builds up within 
the nozzle, the flexible orifice will 
stretch so that the restrictive par- 
ticles are expelled. The new nozzle 
is standard equipment on the firm’s 
new units, and will also be avail- 
able in conventional sizes for re- 
placement on existing air condi- 
tioning equipment. 





Manufacturer: Carrier Corp., 300 
S. Geddes St., Syracuse 1, N. Y. 


Winter Air Conditioners 

A new line of winter air condi- 
tioners, including hi-boy and coun- 
terflow oil or gas fired models, has 
been announced by Shana. Fea- 
tures of the line include stainless 
steel and refractory combustion 
chambers, aluminum foil and glass 
wool insulation, all steel one piece 
body construction. baked enamel 
cabinet with steel base pan and 
built-in filter rack. Equipment in- 
cludes automatic overload protec- 


tor switches, quiet running centri- 
fugal blowers mounted on rubber 











and automatic controls. In addi- 
tion, ten other lines of winter air 
conditioners are available, in sizes 
from 50,000 to 235,000 Btu. 

Manufacturer: Shana Mfg., Inc., 
188 W. Randolph, Chicago 1. 


Torch Accessories 
Two new accessories for propane 
torches are offered by Adams Prod- 





ucts Co. Furnished together, they 
consist of a torch holder and solder- 


Develops New Bronze Solder-End Valve Line 





A new line of bronze solder-end 
valves, including three gate valves, 


142 


a bronze swing check valve and a 
non-metallic-disc globe valve, has 
been announced by Lunkenheimer. 
The gate valves include rising stem 
with double-wedge disc, rising stem 
with solid-wedge disc, and non- 
rising stem with single-wedge disc 
types. All three are rated at 125 
lbs steam pressure and 200 lbs 
water, oil or gas. The swing check 
valve, with renewable disc and side 
plugs, has the same ratings and the 
globe valve is rated at 150 lbs steam, 
300 Ibs water, oil or gas. 

Manufacturer: LunkenheimerCo., 
Beckman & Waverly Sts., Cincin- 
nati 14, O. 


ing table. The torch holder is ad- 
justable so that the torch can be 
moved up or down or rotated in 
the holder. The holder is especial- 
ly useful when heat must be ap- 
plied in one place for long periods 
for such operations as silver solder- 
ing. The soldering table is 4 by 
6 in. and has a heat-resistant top 
¥4-in. thick. 

Manufacturer: Adams Products 
Co., 119 Ann Street, Hartford, Conn. 


Air Conditioner 

A built-in-wall air conditioner 
which can be integrated with base- 
board radiation has been announced 
by Amic Mfg. Corp. Compatible 
with any heating system, the new 


| eee 
tHE 3 buat | 

















unit has a 1-hp capacity and will 
fit under window sills of varying 
heights. Self-contained, quiet, drip- 
free and weather-proof, the unit 
mounts flush with the facade. 

Manufacturer: Amic Mfg. Corp., 
Long Island City, N. Y. 


Gas Range 

Perfection has added a new 30- 
in model gas range to its line. The 
range is designed for flush instal- 
lation and has a high back splash. 
Two large size and two standard 


size burners have automatic light- 
ing with built-in filters. The range 
has an extra-large oven with auto- 
matic heat control, a broiler and 
a roll-out drawer. The entire cook- 
ing surface is illuminated by cove 
lighting. 

Manufacturer: Perfection Indus- 
tries, Div. of Hupp Corp., Cleve- 
land. END 
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NOW x 


fen years from NOM 


.. . Contented customers will 
confirm YOUR reputation! 


Lawler’s “Performance-Tested” design combines 
pioneering experience with engineering leadership. 
The use of specially chosen metals assures YOUR 
customers years of positive accurate temperature 
control with 
lowest mainte- 
nance cost... the 
best insurance 
YOUR REPUTA- 
TION can have! 







TYPE “S” 


Temperature 













COMPARATIVE CHECK LIST 






Product 
‘ ‘A’ , 


LAWLER TYPE “‘S” 
TEMPERATURE REGULATOR 








“ 






Delivery 





List the facts... 
Check them off... 
Lawler comes out 
first every time! 

YOUR REPUTATION 
is protected! 





Special Purpose ad 






Hydraulically 
Formed Bellows ad 











Spread— 
More Accurate Control ~ 






“*Performance- 
Tested” for os 
Longer Life oh v tas 


' 
Sitam TemPERATURE PEGULATORS SHOWER MIXING Valves WATER COMTBOLLERS valve 


LAWLER AUTOMATIC CONTROLS, INC. | 
453 Werth MacQuesten Parkway Mount Vernon, New York . | 


DomEsTIc ENGINEERING, DECEMBER 1955 





COUPLINGS 


CHATTER 


The two girls were talking about their respective 
husbands. 

“He said to me, the bum, when he came home the 
other night, if you don’t quit yer nagging, I’m gonna 
kill myself.” 

“So did he?” 

“Naaah, all I ever get are promises.” 

“What are you kicking about?” said the other 
aggrieved wife. “My husband wrote, “do not open 
until New Year's’ on my gift.” 

“Why?” 

“Because he didn’t want to spoil my Christmas.” 

X-L Couplings 





A candidate needs four hats: One to throw into the 
ring, one to talk through, one to pull rabbits out of, 
and one to keep woodpeckers from drilling holes in 
his head. 

X-L Nipples 

You can always be sure of tight joints all ways 
when you use “X-L” Seamless Steel Pipe Couplings. 
They're precision machined to guarantee a tight fit 
and to thread on easily. Ask your jobber for them by 
name: “X-L” Couplings. If he doesn’t have them, 
just drop us a post card bearing his name, and we'll 
see what we can do about assuring you the best pipe 
couplings made. 

X-L Couplings 

From the “X-L” Fictionary: COLLECTOR OF 
INTERNAL REVENUE—A man who tells you what 
to do with your money after you’ve done something 
else with it. 

X-L Nipples 

The city boy was being led through the swamps of 
Georgia. “Is it true,” he asked, “that an alligator 
won't attack you if you carry a flashlight?” 

“Wal, now, that all depends,” drawled his hillbilly 
friend, “on jest how fast you carries it!” 

X-L Couplings 
Sez He: “What is progressive conversation?” 
Sez Him: “From weather to whether.” 

- X-L Nipples 

The same superlative quality that has made “X-L” 
Pipe Couplings so outstanding goes into their com 
panion products, “X-L” Steel Pipe Nipples. We manu 
facture them in diameters from 1” to 12”, in lengths 
from Close to 12”. Ask your jobber about “X-L” 
Pipe Nipples; it costs no more to use the best. 

-X-L Couplings 

Recipe Dept.: The way to make.a peach cordial: 
Buy her a drink. 

X-L Nipples 


Overheard: “I think it happened while she was 
under the influence of mink.” 
X-L Products 


Every Size and Type PIPE 
COUPLING From One Source 


WHEELING MACHINE 


PRODUCTS COMPANY 
FACTORY PHONE: WOODSDALE 3296 
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i IS the phenomenal book 
of pre-tested, pre-proved business-build- 
ing ideas that is weleomed by every 
plumbing and heating contractor-dealer 
who has an eye to success. 


Take the word of other leaders in your 
industry .. . “2000 and 1 Prize-Winning 
Ideas” is for you. These men, including 
manufacturers, wholesalers, trade asso- 
ciation executives and many contractor- 
dealers like yourself, have voiced their 
enthusiastic approval of this great mer- 
chandising book. They all agree that here 
is the perfect answer to the long-felt need 
for a source book of sound sales promo- 
tion ideas that the contractor-dealer can 
put to use in building a profitable busi- 
ness. 


THE INDUSTRY’S LEADERS ALL AGREE... 


This big Idea book 
is for YOU! 









**2000 and 1 Prize-Winning Ideas” 
+ an inspiring, practical guide 
to the successful merchandising 
methods of 181 award-winning 
contractor-dealers. 











Collectively these ideas represent the 
combined experience of 181 award win- 
ners in Domestic Engineering’s All-In- 
dustry Merchandising Contest. Many of 
its chapters are devoted to the methods 
used by these merchandisers to sell fif- 
teen types of products. Eight hundred 
illustrations show the facilities, displays, 
trucks, advertising, radio scripts, home 
show booths, show rooms, display win- 
dows, etc., employed by these contractor- 
dealers. Forty-four chapters are devoted 
to practices and policies they use in mer- 
chandising, business management, serv- 
ice work and remodeling. 

The many sound ideas packed into this 
book are working wonders for hundreds 
of other contractor-dealers . . . and they 
can do the same for you. 


Use the coupon below to order your copy of 
“2000 and 1 Prize-Winning Ideas”. 
The price, postpaid, is $5.00. 





RETURN COUPON TODAY! 





DOMESTIC ENGINEERING (BOOK DEPT.) 
1801 PRAIRIE AVENUE, CHICAGO 16, ILL. 


Send me my copy of the book “2,000 and 1 Prize-Winning Ideas.”’ It is understood that, if not satisfied, 
1 may return the book within ten days and full purchase price will be refunded. My remittance of $5.00 


te cover cost of the book is enclosed. 
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Pre-Tested 
Ideas on... 


MERCHANDISING 
MARKETING 
MANAGEMENT 
AND SERVICE! 


Practical ideas you 
can put to profitable 
every day use in 
your own business. 


The big book of hig 
ideas, “2000 and 1 
Prize-Winning 
Ideas,” consists of 
200 pages and con- 
tains 800 illustra- 
tions. The following 
are typical subjects 
covered: 
Institutional 
Advertising 
Human Interest 
Advertising 
Anniversaries 
Grand Openings 
Radio Advertising 
Television 
Phone Book 
Advertising 
Cooking Schools 
Seasonal Appeals 
Signs 
Signs on Job 
Symbols 
Slogans 
Labels 
Gimmicks 
Calling Cards 
Photo Cards 


Literature and 
Blowups 


Show Displays 
Contests 

School Activities 
Sports 


Public Relations 
Stunts 


National Programs 
Civic Activities 
Welcome Wagon 
Brochures 

Annual Service 
Customer Incentives 
Employee Incentives 
Prospecting 

Job Proposals 
National Recognition 
Publicity 

Contest 


Trucks 
Reception 


Yards and Docks 
Uniforms 
Procedures 
Remodeling 


Service 
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NEWLY ELECTED officers of the Central Supply Assn. are (rear row, left to 
right) James H. Peery, secretary; Charles W. Thompson, president; William 
A. Fitzpatrick, first vice president; (front row, left to right) Harry B. Holihan, 
treasurer and honorary president, and Gordon J. Andrew, second vice president. 


Profit Picture Improving, 
CSA Head Reports ... 


Trade practice rules given credit by Thompson 


A LIVELY DISCUSSION on the 
wholesale plumbing and heating 
industry’s Trade Practice Rules 
was featured at the 6lst annual 
meeting of the Central Supply 
Assn. held recently in Chicago. 
A highlight of the meeting was 
the report by the incoming presi- 
dent that the rules are already 
helping to improve the industry’s 
price structure. 

An expert panel composed of 
Federal Trade Commission rep- 
resentatives and industry mem- 
bers continued the CSA educa- 
tional program on TPR by an- 
swering .uestions in an open 





SPECIAL PANEL of industry and government experts 
was on hand at recent CSA meeting to answer questions 
on trade practice rules. From left to right are Charles W 
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forum. Highlights of the forum 
will be presented later in this 
article. 

In his report, retiring president 
R. J. Makarius outlined the as- 
sociation’s stand on the recent 
controversy over publication of 
suggested net prices by some 
manufacturers. 

Makarius said: “The associa- 
tion is fully aware of the possible 
hardships placed on some of its 
members by pricing policies of 
some manufacturers. However, 
we have been advised by counsel 
that it is not within the scope of 
the association to act for, or in 


behalf of its membership wherein 
the control of prices, either 
among ourselves or the manufac- 
turers, is at issue.” 

Following his talk, Makarius 
introduced the newly elected 
officers of the association. They 
are: Charles W. Thompson, of 
Tallman Co., St. Louis, presi- 
dent; William A. Fitzpatrick, of 
M. J. Gibbons Supply Co., Day- 
ton, O., first vice president, and 
Gordon J. Andrew, of W. T. An- 
drew Co., Detroit, as second vice 
president. Harry B. Holihan, of 
Missouri Water & Steam Supply 
Co., St. Joseph, Mo., continues 
as treasurer, along with James 
Peery as secretary. 


#In his acceptance speech, 
Thompson reported that the 
Trade Practice Rules program, 
also endorsed by the American 
Institute at its recent meeting, is 
now actively supported by all 
associations in the industry at the 
wholesale level. 

The rules already have helped 
to improve price structure in 
some cases, Thompson pointed 
out. “In checking a statistical 
survey of our association, you 
will find volume is up slightly 
while gross profits have improved 
greatly. There is no doubt in my 
mind that the rules have already 
helped in this area.” 

Thompson said his theme for 
the coming year will be “More 
Profits Through Application.” In 
addition to complying with the 

(Please turn to top of page 167) 





Thompson, Edward Dienstag, FTC representatives Paul 
M. Cameron and Charles E. Grandey, R. J. Makarius, Wil- 
liam A. Fitzpatrick, Harold A. Slane and James Peery. 








by Morris Margolis 
The Humidifier Assn. 


Humidifiers Seen As 


Cleveland Big Growth Mar ket 


EVERYONE KNOwS that you can’t make a dollar 
sleeping in the sun. Perhaps not every contractor- 
dealer realizes that figuratively he is doing the 
same thing when he neglects to increase his yearly 
profits through appliance sales. 

Many alert heating and plumbing firms through- 
out the country are adding as much as $3000 an- 
nually by handling humidifiers. It is easy to sell 
humidifiers when you explain to home owners 
about the damage to health and household furnish- 
ings caused by improperly regulated indoor air. 
For instance, a dry atmosphere will cause fabrics 
to become brittle. Thus they become susceptible to 
deterioration long before their normal usefulness 
has elapsed. 

Upholstered furniture, painted walls, rugs and 
curtains—in fact, all the furnishing in an average 
home will suffer damage over a period of time if 
a condition of dry air is allowed to persist. This 
is not all—every occupant of a home where exces- 
sively dry air is the rule is more prone to illness 
than when living under conditions of proper 
humidity. 

Experiments at the University of Chicago 
proved that in air of a high or low relative humid- 
ity, disease germs “quickly dehydrate” and are 
preserved in a harmless state. When inhaled, 
these germs become active and attack the nasal 
passages and the lining of the mouth and throat. 
However, when the air in the home is properly 
humidified, the germs lose almost all of their lethal 
effect, the studies showed. 


« Properly humidified air has germ killing power 
because it allows the saliva in the mouth to become 
concentrated into an antiseptic solution which kills 
inhaled germs. When the humidity is too low, the 
rate of evaporation is too rapid and does not allow 
the solution to remain in contact with the germs 
long enough to be effective. Germs ordinarily 
spread by coughing and sneezing—those which 
cause respiratory disease—were used in these 
experiments. 

It was found that pneumonia germs sprayed into 
a room containing properly humidified air all died 


within ten minutes. When the relative humidity 
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was considerably raised or lowered, the germs 
survived for over two hours. The same lethal 
effect of performance can be credited to humidi- 
fied air in the case of germs causing serious sore 
throat, influenza and scarlet fever. 

There are several proven, pretested ways in 
which you can inform your customers and po- 
tential customers about the importance of owning 
a humidifier. One very effective way is by ad- 
advertising humidifier benefits. 


« By writing to the Humidifier Assn., 2300 Payne 
Ave., Cleveland 14, you can obtain instructions 
free of charge on how to make a mailing. Free 
ad mats are offered by the association for use in 
your local newspaper advertisements. These mats 
come in two sizes (1-column by 4 in. mat or 2- 
column by 3 in. mat) and each carries the message 
of proper humidity to the customer. You have 
nothing to prepare; all you do is send the mats to 
the paper and wait for results. 

Jack Harris, owner-partner of Air-Rite Service 
of Cleveland, O., has had excellent results in the 
promotion of his humidifier business using three 
methods of contact: (1) personal interview, (2) 

(Please turn to center of page 170) 
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DRY AS THE SAHARA DESERT is one way to describe 
the air in many homes during the winter if the heating 
system is not properly equipped with an efficient humidi- 
fier. Besides the detrimental effect on the health of the 
occupants, such a condition has a costly effect on many 
types of household furnishings used in the average home. 
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SHOVEL 


DIGGER TRENCHER 
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SAFELY DIGS 10’ DEEP... FAST! 


Why risk men and waste manhours when HOPTO does 
the work of sixteen men with low equipment investment? 

Hydraulically operated HOPTO digs trenches and 
‘straight-sided’ holes for tanks, cesspools and many 
other under ground installations. Integrally built Badger 
front-mounted loader works off the same hydraulic sys- 
tem to backfill and load materials in minutes! Low-cost 
HOPTO Digger may be purchased separately to mount 
on wheel or track type tractor or any ton and half truck. 


COMPLETELY HYDRAULIC! 180° SWING! 


No cables, sprockets or pulleys! HOPTO is an easily 
operated unit that may be mastered in half a day. HOPTO 
digs 10’ deep; loads into highest trucks! 180° swing 
places spoil twelve to fifteen feet from edge of trench or 
hole. Hydraulic outriggers level unit without marring 
turf. Outriggers, digging unit and front end shovel re- 
tract for fast, easy transport. Choice of types and widths 
of backhoes and shovel buckets for every type of soil. 

HOPTO will speed up schedules, cut labor costs and 
pay for itself the first year! W rite for complete information 
and name of nearest dealer. 


BADGER MACHINE CO. 


WINONA, MINNESOTA e DEPT.24 


MANUFACTURERS OF A COMPLETE LINE OF 
TRENCHING AND DIGGING EQUIPMENT 
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| furnished for 4” iron or 


BLAK 





ROOF DRAINS « FLOOR DRAINS « SHOWER DRAINS 
GARAGE DRAINS ¢ WALL HUNG CLOSET EQUIPMENT 


GREASE INTERCEPTORS 


SWIMMING POOL DRAINS 





1 1380 Roof Drain with high dome strainer. Suit- 


| able for any type roof construction. Loree 


sump area. Combined gravel stop and flas 
ing ring secured by heavy studs. Safety pan 
for seepage and better anchorage in con 
crete poured roofs. 


INDUSTRIAL DRAINS 
e DRAINAGE STAPLES 


TYPICAL PRODUCTS FROM BLAKE'S COMPLETE LINE 





L 155 Lightning Test Plug. Designed for instant 
insertion or removal. Double curved style 
There are two sets of handles for individual 
operation of each plug. The use of this test 
plug permits testing the system up to point 
where test plug is inserted 





1557 Safety Waste Floor or Shower Drain. For 
shower or toilet rooms or areas where verti 
cal adjustment of strainer is required. Cast 
iron body with bottom outlet. Wide double 
drainage flange. Polished brass strainer 





L 1825 Lavatory Cartier with exposed brackets. 
Adjustable top panels and feet of heavy 
cast iron construction. Regularly furnished 
with adjustable adapter bolts. Designed to 
support lavatories independent of any wall 
suoport. For lavatories with or without backs 





L 1565 “TY” Closet Fitting. 
For Wall Hung Closets 
Single or double with 


12 positions, Regularly 


soil waste line 


Write for Blake Cat. No. B 154 on complete line, fully illustrated. 


L665 Floor Drain with cleanout at floor level. 
For areas where drain is seldom used 

valve remains in closed position, preventing 
sewer gas discharge in event water seal is 
broken by evaporation. Cast iron body with 
integral trap, cleanout at floor level and 
spigot outlet 





1 1520 Extra Heavy Garage Drain—Gas, Mud, and 
Oil Separator. For ground floor installations, 
where oil, gasoline, sediment and other 
waste materials must be separated from 
waste water. Extra heavy cast iron body 
with integral trap and cleanout plug. Two 


L 1800 Adjustable Closet 
Carrier. For Syphon Jet 
Closets. Cast iron body 
with low openin 

arranged to slip over 4 

iron pipe and secured 
with set screw. De 
signed to support closet 
bowlindependent of 
any wall support 





Blake Division of 
HOFFMAN SPECIALTY MFG. CORP. 


1700 WEST 10th STREET, INDIANAPOLIS 7, INDIANA 
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Cleaner Clothes Is Goal of 
Home Laundry Conference... 


Factors affecting laundry appliance efficiency 
are studied by equipment manufacturers... 





A Short Course in Water Conditioning 


SOME PLUMBING AND HEATING 
contractors who sell automatic 
washers have probably had at 
least one experience with an 
irate housewife who calls in and 
says, “take the blankety-blank 
thing out of my house, it doesn’t 
get the clothes clean.” 

And more than likely, it’s 
been the contractor’s experience 
that there was nothing wrong 
with the machine or the instal- 
lation. Yet he may have lost a 
sale and possibly a customer. 

What went wrong? 

Answers to that and other per- 
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tinent questions provided the 
basis for discussion at the Amer- 
ican Home Laundry Assn’s. con- 
ference held in San Francisco 
last month as equipment manu- 
facturers studied factors affect- 
ing the efficiency of home laun- 
dry appliances. 

An address by John Wood, 
zone manager for Calgon, Inc., 
Pittsburgh manufacturer of 
water treatment materials, pro- 
vided information that will help 
contractors in our industry as- 
sure customer satisfaction in 
home laundry sales. 


Wood emphasized, for ex- 
ample, that the contractor’s job 
in any washer sale goes beyond 
merely supplying the unit and 
bringing water to it. 

“The customer should be edu- 
cated in the nature of water and 
an intelligent understanding of 
the basic chemical, as well as 
mechanical, operation of the 
unit,” Wood declared. “This is 
the contractor’s job and is vital 
to the successful sale of home 
laundry equipment.” 

Wood pointed out first that no 
tap water can fully qualify as the 
“best possible water for home 
laundering, because Mother Na- 
ture just doesn’t supply us with 
that sort of water. It must be 
created.” 

Before talking to customers 
about methods of coping with 
water problems, Wood said that 
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Dom: 


Laundry Association Officers .. . 


W. Homer Reeve 
President 
(Easy Washing Machine 
Co.) 


contractors should have a basic 
understanding of the common 
problems. 

Contractors know, of course, 
that tap water is a pretty com- 
plex mixture of water and min- 
erals and that the mineral con- 
tent varies in all parts of the 
country. . 

It isn’t necessary to know 
about all of the minerals found 
in water, Wood said, because 
many of them have no influence 
on home laundering results. The 
two important groups that do 
have an influence from the 
standpoint of washability are 
(1) the staining materials, and 
(2) the hardness minerals. 

The most common staining 
materials, according to Wood, 
include organic materials found 
in certain waters from swampy 
areas, hydrogen sulphide found 
in some deep wells, and iron in 
water. Of the three, iron is en- 
countered far more frequently 
and is the source of most stain- 
ing problems. 

Iron in water stems from two 
sources: either the water itself 
may have come in contact with 
iron-bearing soil, or it may be 
corrosive in nature and pick up 
rust on its way from the source. 

In either case, reddish-brown 


Elisha Gray II 
First Vice President 
(Whirlpool-Seeger 
Corp.) Manufacturing Co.) 


streaks or spots may appear in 
washable fabrics and, more often 
than not, the washer is blamed 
by the customer. 

“We know, of course, that no 


Percent of Satisfied Washer Owners 





R. G. Halvorsen 
Second Vice President 
(Hamilton 








Guenther Baumgart 
Executive Director 
(American Home 

Laundry Mfrs. Assn.) 


washer contains a built-in paint 
pot to cause staining or discolor- 
ation,” Wood said. “There has 
to be an outside source and 


(Please turn to top of page 152) 





When Ordinary 


When Properly 
Conditioned Tap Water 
Water is Used is Used 
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forward 
| with 


DOMESTIC ENGINEERING 
CATALOG DIRECTORY 


The keynote of progress in any undertaking is quality. 
Change for change’s sake is not in itself progress. Domestic 
Engineering Publications is ever mindful of its service pledge 
to the industry in contemplating any progressive program. 


Domestic Engineering Catalog Directory is constantly mov- 
ing forward, keeping pace with the times, conscious of its 
purpose in relation to the wholesaler, consulting and specify- 
ing engineer, and contractor in the plumbing, heating, air 
conditioning and appliance industry. 


For the coming 1956 annual edition, we have a “new look” 
on the cover, but between these covers is the meat of Dom °s- 
tic Engineering Catalog Directory’s real progress; up-te ute 
buying and specifying information unequalled anywhere in the 
industry. 


make your 
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advance reservation now! 


The “market place of your industry” is published for 
the plumbing and heating wholesaler, consulting and spec- 
ifying engineer and contractor. Customer satisfaction 
means repeat business which is the substance and assur- 
ance of successful advancement in the highly competitive 
market of today. In order to help maintain high standards 
of service, top quality merchandise and simplify buying 
and specifying procedures, Domestic Engineering Catalog 
Directory maintains, each year, newly revised, up-to-date 
manufacturers’ catalog sections, trade names and product 
classifications. 
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If you are using an outdated copy of Domestic Engineer- 
ing Catalog Directory, you owe it to yourself to progress 
with the market place of your industry and order your 
copy of the 1956 edition . . . now! Advance orders have 
reduced available supply. 

Orders are now being accepted at $12.50 the copy 
(Special 3 year offer on request). Business classification 
of subscribers is required. Please enclose your business 
card or letterhead with each order. Address your order 
to Domestic Engineering Catalog Directory, Dept. 12-55, 
1801 Prairie Ave., Chicago 16, Ill. 














NEW PRESSURE SWITCH 
GIVES YOU THE RIGHT 
CAPACITY FOR THE JOB! 







Now you can match the motor with a 1, 3, or 5 
hp. pressure switch. The new Series “S” completes 
the horsepower and pressure range. 







Furnas Electric has combined long experience with 
sound design and engineering principles to offer 
you a pressure switch for every domestic require- 
ment up to 5 hp. All are UL listed, pressure ad- 
justable and available in a wide selection of case 
styles. 

As original or replacement equipment on water 
systems (or air compressors), specify Furnas Elec- 
tric Pressure Switches, used on over 3,000,000 
home water systems. 


Send In This Coupon For 
Complete Information 


FURNAS ELECTRIC COMPANY 
1077 McKee St., Batavia, Ill. 





















Please send me Catalog 5406 on the Complete 
Range of Pressure Switches. 







NAME. 













pi)! 


ADDRESS. 














FURNAS ELECTRIC 
COMPANY 


BATAVIA ILLINOIS 





Sales Representatives in all Principal Cities 
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Home Laundry Conference 

(Continued from center of page 149) 
the contractor must clearly establish the fact with 
the customer.” 

If a contractor should run into a complaint of 
“black stains,” he can suspect manganese, another 
mineral which is similar to iron chemically and 
responds to the same treatment methods. 

There are several methods of solving the dis- 
solved iron or manganese problem, Wood said. 

One method is to install an iron-removal filter 
ahead of the water heater. This method cannot be 
used until the iron has completely precipitated 
out of solution as the filter is designed to remove 
suspended particles only. 

Another method which is very efficient and in- 
expensive is to install a small feeding device in 
the line between the pump and the pressure tank 
of a private well system. This device dissolves 
glassy polyphosphate crystals at a fixed rate of 
speed into the water system. Such tiny amounts 
of this food-grade material are in the water that 
it is not detectable except by chemical analysis, 
but these small amounts “tie up” or keep the iron 
in dissolved form. 

In other words, the iron is not removed, but 
kept from turning red. In addition to this treat- 
ment, a non-precipitating water conditioner 
should be used in the washer itself to keep the 
combination of hot water, soaps, and oxiding 
bleaches from turning the iron to the red state. 
The water is conditioned, the iron is held in solu- 
tion or suspension even in the presence of 
bleaches. 

The other source of iron or rust stains, cor- 
rosion, may be treated, also, in several ways, 
Wood indicated. One method of rust prevention is 
the same method outlined earlier in the treatment 
of dissolved iron and manganese with polyphos- 
phate crystals. The difference is in the method of 
application. 

Instead of treating all of the water, a smaller 
feeder is installed on the cold-water inlet to the 
water heater. The phosphate, as it dissolves, coats 
the metal surface with a constantly replaced film 
of phosphate which prevents the corrosive attack. 


s Wood next discussed the second and greatest 
trouble-making group of minerals in water: the 
hardness minerals. “The hardness is caused by 
two minerals, calcium and magnesium. However, 
for simplicity’s sake we refer to all the hardness 
as calcium even though the hardness may be only 
partly calcium and partly magnesium. For that 
reason literature may describe the hardness of, 
say San Francisco, water as 3.5 grains per gallon 
expressed as calcium carbonate,” Wood stated. 
“In other more technical literature the hard- 
ness is often expressed as so many parts per 
million of calcium carbonate. The factor to con- 
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vert one to the other is 17.1. Therefore, the hard- 
ness in San Francisco would be 3.5 times 17.1 or 
59.85 (60) parts per million. For the sake of 
description, we call soft water 0-3 grains, medium 
soft 3-6, medium hard 6-12, and hard from 12 
grains on up. There are some waters where the 
hardness may be as high as 100 grains per gallon 
or even higher. Fortunately, they are the ex- 
ception rather than the rule. 

“To determine the hardness of a particular 
water supply is a fairly simple thing. Usually a 
phone call to your local water company will get 
you this information. Many manufacturers of 
mechanical water softening devices and chemical 
supply houses have water hardness testing kits 
which use a solution of tincture of green soap 
which when added to water in measured amounts 
until suds develop tells the hardness of the water. 
Recently a new water testing method for de- 
termining the hardness of water was developed in 
Europe. This is called the Schwarzenback method 
and involves the use of a color change. This is a 
much more accurate and rapid method of testing 
water than heretofore employed.” 

As every contractor knows, the hardness in 
water starts right out causing trouble in the water 

















“I can’t sleep nights any more. All night long 
| keep hearing, Drip, Drip, Drip!” 


heater. As water is heated, a portion of the cal- 

cium precipitates to adhere as a hard scale to the 
surface of the heater and water pipes. 

Prevention of scale can be accomplished in the 

same way as prevention of corrosion with the 

polyphosphate feeder. Here, the chemical effect 
(Please turn to top of page 155) 
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.. money on shipping costs, too. Write for free Catalog 17, illus- 


The 
Puan ok 


est the cost of 


ordinary cast iron 


Stainless steel sinks belong in a modern kitchen. They match 
any color scheme. And they are easy to clean with no enameled 
surface to chip or crack . . . A stainless steel sink says you’ve 
built the best. Yet you can now install Carlton Stainless Steel 
Sinks at the low cost of ordinary cast iron. Carlton Sinks are 
guaranteed never to wear out. First cost is final cost—and 
that cost is now so low, you can afford to put a Carlton 
Stainless Steel Sink in even the lowest priced homes. 


Don’t overlook the special Carlton rubberized under- 
disposal noise from a growl to a purr! See for your- 


chipping and breakage. Carlton’s narrower wall be- 
tween twin bowls almost eliminates the splash from a 
swinging faucet, while the deeper (74%") bowl depth | 
allows up to a full gallon more water capacity. 

: | 
Special Note to Buliders, Wholesalers, Architects: | 
A Carlton Stainless Steel Double Sink Bow! (32”x21") weighs 
only 17 pounds, makes installation much easier. Stainless 
steel, lighter than cast iron or porcelain on steel, saves you 


trating our complete line, and send us the name of your dis- 
tributor. Smvx Division, Carrollton Mfg. Co., Carrollton, Ohio. 
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coating that cuts dishwashing clatter; changes garbage | 


self how stainless steel’s extra resilience reduces dish | ' 
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THREE WORDS THAT OFFER 
Sound Advice! 


“CONSULT YOUR WHOLESAL- 
ER” is sound advice anytime for 
contractors and manufacturers in 
the plumbing and _ heating in- 
dustry. 

Today, it’s sounder than ever be- 
fore because tougher competition 
makes the services that wholesal- 
ers perform of vital importance 
to everyone in the industry. 
That’s why DOMESTIC ENGI- 
NEERING adopted “Consult Your 
Wholesaler” as a slogan to focus 
attention on these vital services 
and to show how the contractor 
and the manufacturer can utilize 
these services profitably. 

We now offer this slogan in the 
form of free correspondence stick- 






| DOMESTIC ENGINEERING 
| 1801 Prairie Ave., Chicago 16, Il. 


| (] Please send me. without charge, a supply of “Con- 


sult Your Wholesaler” stickers. 


| [] Please send me, without charge, two “Consult Your 
Wholesaler” logotypes (one 24%” wide and one | 


1%” wide). 


PP CEE oc os ssa ee kee ce 


EE 55 KCNA Hs awed ees ash Seed SOR eo 


oe | esse romps 


ss 
ies check: ([] WHOLESALER ([(] MANUFACTURER ! W101 SLMUSIG 


ers and logotypes, to both manu- 
facturers and wholesalers. 
There’s a wealth of meaning in 
these three words. 

To contractors, they constitute an 
offer of assistance in many ways; 
advice on products, design and 
specification; merchandising; ad- 
vertising and displays—to men- 
tion only a few items. 

To manufacturers, the three words 
mean that wholesalers can and will 
give them helpful advice on the 
suitability of new products; on 
preferred packaging and _ ship- 
ping; on display devices; on re- 
gional trade preferences; on the 
merchandising of advertising; on 
select group selling and a hundred 





other questions which wholesalers 
can answer authentically because 
of their close and constant con- 
tact with contractor-dealers. 
DOMESTIC ENGINEERING advo- 
cates close and harmonious rela- 
tions among all three branches 
of our industry. Each branch must 
play its own essential part in this 
cooperation but the wholesaler— 
being in the center position—is 
the key to all. In a survey made 
by DOMESTIC ENGINEERING, 
wholesalers almost unanimously 
welcomed their dual obligation. 
Manufacturers are urged to utilize 
the logotype in their advertising 
and in their literature. Wholesal- 
ers will employ the logotypes on 
their various printed matter going 
to contractors and manufacturers. 
Both wholesalers and manufactur- 
ers should use the sticker on all 
correspondence with industry 
members. 








f USE THESE 
STICKERS 


| _ salers without charge. Addition- 


| al logos available at cost. 








Stickers are available to manufacturers and wholesalers of plumbing. 
heating and air conditioning products for use on their stationery. 43 
stickers to each pad. Quantities up to 5 pads supplied to wholesalers and 
manufacturers without charge. Additional quantities at cost. Logos also 
available in 2 sizes, 144” and 214” wide. One of each supplied to whole- 
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(Continued from bottom of page 153) 
of the dissolved phosphate is to convert the pre- 
cipitated calcium from a scale-forming substance 


to a soft, non-adherent sludge which is removed | 
from the heater by periodically draining off the | 
tank until the water runs clear. Incidentally, cus- | 
tomers should know that periodic flushing of the | 


heater is a good procedure regardless of the na- 
ture of the water, Wood said. 

Another method of scale prevention is by re- 
moval of the calcium before the water is heated. 
One practical method, Wood says, is by installa- 
tion of a tank-type water softening device. Many 
home owners are not aware of a scale problem 
until the heater fails. Although they find the 
recovery rate reduced and they have to set the 


thermostat higher and higher to maintain suf- | 
ficient hot water, they seldom know that lime | | 
scale is contributing to higher fuel bills and | 


shorter heater life. 


Of course, the most troublesome features of | 


the hardness minerals in water show up in the 


washer itself. In the past, Wood said, housekeepers | 
have resorted to all kinds of “laundry aids” in | 
order to cope with the problem. For example, | 


much of the bleach used in this country is used 


for the purpose for which bleach is not intended | 


or needed. However, the washer owner feels that 


she has to use bleach in large amounts to cope | 
with the dulling effect of washing film. Others use 


coloring agents to change the color of the gray 
deposits to a more pleasant -hue. 

If we accept the fact that the hardness minerals 
are the troublemakers, how can the contractor 
cope with them? Wood outlined two general 
methods of treating tap water. The first he calls 
the mechanical method, although the process is a 
chemical reaction. This is the tank-type softener 
which is installed in the plumbing system. 
Mechanical softeners soften water by removing 


the hardness minerals from water and substituting | 


a harmless mineral to take its place. There is a 
popular misconception that mechanical water 
softeners are “demineralizers,’ Wood said. 


Actually, mechanically softened water contains | 
the same amount of mineral it had before it was | 
softened. Demineralized water is distilled or rain | 
water, or, in other words, water containing no | 
dissolved solids at all. This method of softening | 


is called the ion exchange method of softening 


water. The tank softener is filled with a granular | 
material of either sodium zeolite or high-capacity | 
resins. The latter material is used by manufac- | 


turers and is a form of small plastic beads. 

Each material has the ability to draw the cal- 
cium ion out of the water and to substitute sodium 
ion in its place. So, as the water passes through 


the bed of zeolite, the hardness is replaced by | 
sodium. Eventually the softener bed loses all of its | 


(Please turn to top of page 156) 
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AND LABOR SAVINGS! 





BEAVER’S INJEW) “SPEED-CUT” 
Cut-off Machine No. 20 








NOTE THESE TREMENDOUS TIME SAVINGS! 


SIZE MATERIAL CUTTING TIME 

i Steel Pipe 5 seconds 

4” Cast Iron Soil Pipe 6 seconds 

6” Steel Pipe 40 seconds 

2” Cold Rolled Steel 20 seconds | 

4x413/8" Steel Angle 12 seconds 

4” Steel Channel 10 seconds | 

2" Galvanized Pipe 5 seconds | 
CAPACITY | 


No. 20 with 20" wheel . 6" pipe; 2-1/2" solid stock. 
No. 14 with 14" wheel . . . 4" pipe; 2" solid stock. 


One man can cut material for a large crew of men! 
No. 20 Priced at $697.50. No. 14 Priced at $425.00. 


Write today for Bulletin No. ABSS and Prices 
on Beaver’s New /Jbrasive Cutting Machines. 


BEFWVER 


PIPE OOLS 


— Dana Avenue e Warren, Ohio, U.S. A. 
‘'55 Years of Highest Quality’’ 





(Continued from bottom of page 155) 
sodium and, therefore, must be regenerated. This 
is accomplished by the simple process of washing 
a solution of ordinary table salt through the soft- 
ener bed. This replaces the sodium and flushes 


| the calcium down the drain. Ordinarily, softeners 


are regenerated at weekly or monthly intervals 
depending upon their size, the original hardness 
of the water, and the amount of water used by 
the family. The contractor should be certain that 


| the customer has instructions, Wood said. 


Users of this method of softening water find 


| their washability troubles reduced, but not entire- 


ly eliminated. This may be due to many factors. 
According to Wood, the softening device may be 
too small for the family’s needs; it may be large 
enough but not regenerated often enough; it may 
have been installed on the hot water line only 
and therefore rinsing problems created; and many 
fabrics are laundered at lower washing tempera- 
tures and therefore cold water is mixed in with 
the softened hot water. As time goes on, the soft- 
ening material may become clogged with rust 
particles, etc. and must be cleaned in order to 
maintain the capacity. 

“Assuming that none of the foregoing problems 
is present, we still have one problem with water 
hardness which must be solved after the water 
comes into the washer,” Wood said. “This is the 




















“He’s awfully sensitive to criticism!” 


hardness of soil itself. Rain water picks up its 
hardness from soil and so does the tap water pick 
up more hardness from soil in the washer. As a 
matter of fact, the minerals in laundry soil are 
more liable to be soluble in water because the 
water is hot and these minerals dissolve more 
readily in hot water. 

“For this reason we must consider not only the 
(Please turn to top of page 162) 
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To back up your sale 


of POLAR WARE 


Stainless Steel Sinks 





ULTRA-MAGIC 







Model 42 





RO- 


ONT 
- Ac-100 


am 1" del 
AT Me 
Action panei Heaters 


tor Gas Stora 






Snap 







QUICK RECOVERY 
Water heaters operated with American Control 
Snap Action Thermostat Model No. AC-100 give 
instant, automatic response. They help maintain 
floods of hot water all around the clock. They 
mean satisfied customers. 


SAFETY 


American Controls are 100% safe with all types 
of gas when used in conjunction with the proper 
equipment. 


DEPENDABILITY 


Backed by engineers and craftsmen with over a 


quarter-century of experience in the control field, 
American Control is the best possible thermostat 


that experts with special materials can produce. 
DURABILITY 


Design, material, and craftsmanship all combine 
to make the American Control thermostat a long- 
lasting, efficient, and never-failing unit that will 
give your product the reputation of making and 
keeping customers. 


IMPROVE YOUR SALES PICTURE WITH THIS NEW THERMOSTAT. Write for illustrated 


Write for name of nearest manufacturer specification bulletin. 
using American Control Ultra-Magic. 


pp Polar Ware Company 


"4900 LAKE SHORE ROAD, SHEBOYGAN, WIS. 





CONTROL CORPORATION Merchandise Mart — Chicago 54, Rooms 1100-1101 
- "415 Lexington Ave *123 S. Santa Fe ve 
Manufacturers of Thermostats & Safety Pilot Controls New York 17, N. Y Los Reauhes 1? Calif 
COMPTON. CALIFORNIA Offices in Other Principal Cities "Designates office and warehouse 
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Faucet Display 

Gyro Brass is offering a new 
display stand to dealers and whole- 
salers for its single lever mixing 





faucet. The display features the 
sink fitting complete with spray or 
dishwasher attachment. A pedestal 
soap dish for four hole sinks also is 
available. 

Manufacturer: Gyro Brass Mfg. 
Corp., 51 Urban Ave., Westbury, 
OS a ie oe 


Heating-Cooling Booklet 

A. Y. McDonald is issuing a new 
16-page consumer booklet describ- 
ing its year ’round heating and 
cooling “combination” units. Titled, 
“Home Owner’s Guide to Better 
Indoor Living,” the three color 


booklet employs photographs and 
drawings to depict installation and 
construction of equipment and 
components. Separate sections 
trace the operation of both heating 
and cooling systems. The booklet 
also gives suggestions for planning 
the new home or remodeling. 








Manufacturer: A. Y. McDonald 
Mfg. Co., Dubuque, Ia. 
Power Tool Display 


A new tool display, is being 
offered to wholesalers by Price & 


Heil Offers Showroom Display Assortment 


Ss 


" 





The Heil Co. is offering a point- 
of-purchase advertising aid for use 
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in showrooms and at _ exhibits. 
Available in two separate assort- 
ments, the material consists of 
small, self-adhesive “show cards” 
which can be applied directly to 
equipment. Each piece is colorfully 
illustrated to describe a specific 
feature. One assortment, for use 
with winter air conditioners, in- 
cludes 21 different cards, while the 
other, to be used with boiler- 
burner units, includes 18 cards. The 
displays are available from whole- 
salers. 

Manufacturer: The Heil Co., 
3000 W. Montana St., Milwaukee 1. 


Rutzebeck. The display, powered 
by a %-in. drill, features an angle 
head that dramatizes the adaptabil- 
ity of the tool to limited areas. The 





angle head is enclosed in a cut- 
away tool case to show gear opera- 
tions. Drill speed is reduced by 
diverting wattage from the instal- 
lation with a light bulb also used 
for lighting the display. Colorful 
plastic signs are attached to the 14- 
in. by 24-in. display. 

Manufacturer: Price & Rutze- 
beck, 22150 Meekland Ave., Hay- 
ward, Calif. 


Valve Streamer 

A new streamer being issued by 
Gorton Heating illustrates various 
units in its line of valves. The two- 
color streamer is for window or 
wall use in the showroom. 

Manufacturer: Gorton Heating 
Corp., Cranford, N. J. 


Air Distribution Display 

A new display panel is being 
offered by Lima Register for mer- 
chandising its diffusers and regis- 
ters. The display has a washable 





three-color panel supported by tu- 
bular legs. Nine items, furnished 
with the display, are fastened to 
the panel, so prospects can operate 
dampers and inspect construction 
(Please turn to top of page 161) 
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fF TOASTMASTER 
New Glass-Lined | 
Gas and Electric 


ae Heaters 


|” TOASTMASTER 


New Universal 
Gas Controls 


~ 
















TOASTMASTER 


New Higher 
Wattage 
Models 












fl TOASTMASTER | 


New 50-Gallon 
Tabletop 
Model 


Best Holiday Season Wishes Hom your Toastmaster Water Heater Representative... 


Donald J. Burdick Mel Pearson & Co MAanufacturers Distributing Co, Raymond J. Ruppelt 
37 Lakeland Drive, N.E 1011 So. Josephine 192 Lexington Ave. 4708 Townsend Road 
Atlanta, Georgia Denver 9, Colorado New York 16, New York West Richfield, Ohio 
George E. Schroeder Charles E. Whiteside Fred R. Usher E. G. Sommerlath 
1465 Winona Ave. 107 Carlisle St 604 Jackson 2741-47 Olive St 
Chicago 40, Illinois Platteville, Wisc Stoughton, Wisc St. Louis, Mo 
Richard V. Palmaquist O. B. Wilt Co. Donald H. MacQuarrie 
7208 Reite Ave. 1355 Market St. 331 Kathmere Road aati and from | 
Des Moines, lowa San Francisco 3, Collif. Havertown, Penn 





ai is @ regi d d rk of McGraw Electric Co., mokers of “Toastmaster” Water Heaters, ‘Toastmaster’ Toasters end other “Toastmaster” and ‘Tropic-Aire’’ Products 
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Give a Gift 
pour assoctates 
will apprectate 








You know the many benefits derived 
m each issue of Domestic Engineer- 
s... You know what a_ business— 
ilder it is for you. No other Christ- 
is gift could be more practical nor 
nembered longer by your friends in 
» trade, or business associates, than 
gift subscription for Domestic 
gineering. 


No bothersome Christmas shopping Bees 
> you this year... merely fill in the —_ 
f-mailing, postage-paid envelope at 
> right and return to us. It takes 








iristmas. .. give Domestic Engineer- 
z. Share the wealth of ideas with 
ur business associates and also ex- 


th your name inscribed, is sent to 
ch individual for whom you order a 
bscription. Special Christmas rates 
own on the self-mailing envelope, 
ply until December 31, 1955, Your 
iends will be glad you remembered 
em with Domestic Engineering this 
iristmas. Order your Christmas Gift 
ibscriptions now... 















Wl 





O 











nutes to promote good will for a THIS YEAR, BE PRACTICAL IN 
etime. Be a practical giver this ' YOUR CHRISTMAS GIVING... 


a your good wishes throughout the Db © eA E STi  « 
An Attractive Gift Card & Pe G f “ e a in : bey G 


Use self-mailing envelope facing this page} 







1801 PRAIRIE AVENUE, CHICAGO 16, ILLINOIS 
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Sales Aids 





(Continued from page 158) 
features. A literature rack also is 
included. 

Manufacturer: The Lima Regis- 
ter Co., 651 N. Baster St., Lima, O. 


Heating-Cooling Literature 
Iron Fireman is issuing a 3442 by 
221% in. three color flyer that fea- 
tures its complete line of residential 
heating and cooling equipment and 
commercial and industrial firing 


equipment. The sheet, suitable for 
use by dealers as either a wall 
poster or direct mail piece, illus- 
trates the equipment and _ lists 
available sizes. Residential equip- 
ment is shown on one side of the 
flyer and commercial-industrial 
equipment on the other. Copies are 
25c. 

Manufacturer: Iron Fireman 
Mfg. Co., 3170 W. 106th St., Cleve- 
land. 


Good Reading .«« Continued from bottom of page 36 


line of pipe hangars for heating, air 
conditioning and plumbing applica- 
tions. Describes concrete inserts, 
I beam clamps, clevis hangers and 
underground clamps. Gives instal- 
lation instructions and_ specifica- 
tions. 

Available from: Globe-Cleveland 
Mfg. Co., 15209 Detroit Ave., Cleve- 
land. 


Air conditioner brochure. Four- 
page illustrated brochure discusses 
the line of packaged, oil-fired win- 
ter air conditioners. Cutaway 
drawings show design and con- 
struction features. Discusses addi- 
tion of summer air cooling units to 
central winter air conditioners. 

Available from: Thatcher Fur- 
nace Company, Garwood, N. J. 


Heating equipment bulletin. 
Two-color, four-page folder illus- 
trates and describes the new line of 
packaged oil heating units and hot 
water baseboard for residential in- 
stallations. Contains design fea- 
tures, dimensions, specifications 
and ratings. 

Available from: Patco Mfg. Co., 
231 N. Bread St., Philadelphia 6. 


Magnetic starter bulletin. Eight- 
page illustrated bulletin describes 
features, ratings and dimensions of 
the line of magnetic starters for 
air conditioning and refrigeration 
equipment. Also contains wiring 
diagrams, ordering information and 
installation requirements. 

Available from: General Electric 
Co., Schenectady 5, N. Y. 


Insulation catalog. Discusses cel- 
lular glass insulation (“Foamglas’”’) 
for piping and equipment. Presents 
physical properties, sizes and shapes 






available, and suggested thick- 
nesses required for temperatures 
ranging from —50 to 800F. Provides 
specifications, recommended appli- 
cations and includes photos of in- 
stallations. Eight pages. 

Available from: Pittsburgh Corn- 
ing Corp., One Gateway Center, 
Pittsburgh. 


Fan bulletin. Explains function 
and design of Axial Airfoil fans 
for various applications. Construc- 
tion and operation data are given 
for eight different types. 

Available from: Chicago Blower 
Corp., 9869 Pacific Ave., Franklin 
Park, Il. 


Air conditioning folder. Four- 
page, illustrated folder, “Air Con- 
ditioning for Garment Manufactur- 
ing,” emphasizes the advantages of 
air conditioning in the garment 
industry. Cites case histories. 

Available from: Carrier Corp.. 
300 S. Geddes St., Syracuse 1, N. Y. 


Fastenings catalog. Eight-page 
folder discusses operation and ap- 
plication of a power tool for fasten- 
ing construction materials to steel 
or concrete. Shows fasteners in 
full size with tool and surface for 
which they are intended. Guards 
are illustrated. 

Available from: Ramset Div.. 
Olin Mathieson Chemical Corp.. 
12117 Berea Rd., Cleveland 11. 


Ventura fan bulletin. Two-color, 
four-page catalog illustrates and 
describes two models of Ventura 
fans for commercial and light duty 
industrial exhaust installations and 
for heavy duty industrial applica- 
ticns. Discusses features and ap- 
plications. Includes performance 


Sales Promotion Catalog 

An advertising and sales promo- 
tion catalog is being issued by 
Dayton Pump. The catalog shows a 
wide variety of sales aids for deal- 
ers and wholesalers of water sys- 
tems, cellar drainers and water 
softeners. Among the aids con- 
tained in the book are catalog 
sheets, window and truck decals, 
wall and window banners, outside 
signs, consumer literature, radio 
and TV scripts and ad mats. 

Manufacturer: Dayton Pump & 
Mfg. Co., 500 N. Webster St., Day- 
ton 1, O. 


data for each of the eight different 
sizes in each line. 

Available from: American 
Blower Corp., 8111 Tireman Ave., 
Detroit 32. 


Baseboard ratings and installa- 
tion guide. Twelve page booklet 
covers two new types of radiant 
heating equipment. A_ two-page 
section of tables provides I-B-R 
ratings in Btu/hr at various water 
temperatures. Gives installation 
instructions complete with photos. 

Available from: Burnham Corp., 
Boiler Division, Irvington, N. Y. 


Hot water heating systems appli- 
cation manual. Twenty-eight page 
application manual features draw- 
ings, charts, graphs and tables on 
high temperature, high pressure 
hot water heating systems. Con- 
tains complete design, installation 
and maintenance data. 

Available from: C. A. Dunham 
Co., 400 W. Madison St., Chicago. 


Heat transfer equipment bulle- 
tin. Twelve-page bulletin presents 
design, engineering and fabrication 
data on the line of converters, wa- 
ter heaters and condensate coolers. 
Provides charts and tables of di- 
mensions and capacities to simplify 
selection for a wide range of appli- 
cations. 

Available from Buxton Mfg. Co.., 
Dover, N. J 


Stoker heating brochure. Dis- 
cusses operation, maintenance and 
costs of stoker-fed coal heating in 
schools, public buildings and in- 
stitutions. Describes the firm’s 
standardized control systems and 
automatic air control. Includes 
photos of 18 school installations. 
Twelve pages. 

Available from: The Will-Burt 
Co., Orrville, O 











You get Moré tor your money 
when it’s a work-saver 


Yoke or Chain Type 


Bench, Kit or Post Pipe Vise 










RIZAID 
Bench 
Yoke 


Pipe 
Vise 








VURAARALA 


RIZAID 
j Kit Pipe Vise, 
2, portable, clamps 


, on bench 
efficiency... 


or plank 
special design jaws that grip firmly . . . close and 
open fast... pipe rests for more accurate threading, 
easy cutting . . . handy pipe benders. 


famous Rige|iDp heat- 
treated jaws for extra long 
wear ... special malleable 
frames that won’t warp or 
break . . . every vise fac- 
tory tested to assure you 
super-performance and 
durability. 
















Get most 
| for your 
money... 


RIZAID 

Vises, including 
i stand and tristand, 

at your Supply House! 


The Ridge Tool Company e¢ 
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(Continued from bottom of page 156) 
hardness of the tap water coming into the home, 
but the hardness in the laundry soil. The hardness 
of the wash water increases in direct proportion 
to the kind and amount of soil, length of the wash 
cycle, and temperature of water. This brings me 
to the second method of coping with the hardness 
minerals. 

“In the second method there are two general 
classes of materials that can be added to the water 
to combat these minerals. They are called pre- 
cipitating and non-precipitating softeners, or soft- 
eners and conditioners. I prefer the latter two 
terms as the words “water softeners” are applied 
to many different types of chemical compounds 
and have become much abused. The tendency is 
to mislead the user into thinking that her water 
problems will be solved because she has ‘soft’ 
water. Soap itself is a water softener. I have read 
the labels on bleach bottles and on washing soda 
packages, etc., where the manufacturers make the 
statement that the product softens water. In the 
case of many of the alkaline phosphates, this is 
true if we classify their softening action in the 
same class with soap itself. 

“We have only one reason for softening water 
and that is to prevent the reaction between wash- 
ing compounds and the mineral hardness in water 
and soil. Unless the ‘softening’ agent or device 
used is capable of doing this, washing film, the 
hard water problem, is not prevented. The laun- 
dry value of alkaline materials, such as washing 
soda, is in their ability to increase the strength 
of the washing compound, or, in other words, act 
as a ‘builder’. However, builders are already in- 
corporated in proper amounts in modern wash- 
day syndets and soaps, so that additional amounts 
are necessary under only the most severe soil con- 
ditions. Their function is not to soften water as 
much as to neutralize heavy amounts of acid 
soil,” Wood said. 

To summarize his description of water and the 
various methods of treating it Wood said: 

“I would like to define my interpretation of the 
best possible water for home laundering as fol- 
lows: It is water which, in the presence of proper 
amounts and kinds of cleansing compounds, gives 
maximum detergency with minimum harmful 
effect on washable fabrics or machine. It is water 
which is able to make soaps and syndets com- 
patible in the same water, and has the ability to 
remove washing film from previous improper 
launderings.” 

Wood also cited a recent consumer survey 
which revealed 96 percent satisfaction among 
washer owners using properly conditioned water 
versus a 73 percent rate, in the same make, using 
ordinary tap water. In both groups, the percent- 
age of soap and syndet users was the same. 

The contractor who makes good use of his 
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knowledge of the “best possible water” for his 
home laundry customers, will find his sales and 
the number of satisfied customers on the increase, 
Wood indicated. 

Among other subjects discussed at the San 
Francisco conference were a new research method 
employing radioactive carbon to measure the 
actual removal of soil in home laundering tests, 
the mechanics of modern automatic washers and 
dryers, and effective washing procedures in the 
home. 

Officers of the American Home Laundry Manu- 
facturers Assn. are president, W. Homer Reeve, 
president of Easy Washing Machine Div. of the 
Murray Corporation of America; first vice presi- 
dent, Elisha Gray II, president of Whirlpool- 
Seeger Corp.; second vice president, Ray G. Hal- 
vorsen, executive vice president of Hamilton 
Manufacturing Company, and treasurer, B. J. 
Hank, president of Conlon-Moore. Guenther 
Baumgart is executive director of the association. 


Laundry Show Previews ’56 Lines 


San FrANcisco—A preview of several 1956 home 
laundry appliance lines was a feature of the Ninth 
National Home Laundry Conference here last month. 
More than 60 different models of washers, clothes 
dryers, combination units and ironers were exhibited 
by the sponsors, the American Home Laundry Manu- 
facturers’ Assn. Among equipment on display were 
new super-speed dryers, an automatic washer in- 
corporating a new principle of washing action, and 
several new combination washer-dryer models in 
which clothes may be completely laundered with one 
control setting. 

In addition to the exhibit, the conference included 
talks on the latest techniques and trends in domestic 
laundering (preceding story). 





‘gi 


























v 

















“That? ... Oh | just happened to change my mind!” 





| 


| 














TRY THEM! 


STERLING’S NEW 
\. 


ONE- PIECE 


“flexible 


supplies 





for 


\ » Lavatories 
« Closets 





UNIQUE 
DESIGN 
AFFORDS 
MANY 
IMPROVED 
FEATURES 













1. Note the one-piece construction which means 
trouble-free service. 


2. Supplies are formed from the highest quality 


material to insure long life. 


3. The high lustre is permanent! Supplies are 


triple plated — copper, nickel, chrome finish. 


This new closet supply is now 
available with a self-aligning 
lead washer at no extra cost. 


STERLING PRODUCTS 


INCORPORATED 
MORGANTOWN, WEST VIRGINIA 


Sold through Wholesalers only 


EXTRA! 



































When you stock and sell SEPT-X, you point the way to 
Profits-Plus! SEPT-X, ROOTO's great new “ONE OPERA- 
TION” home sewage system cleaner and conditioner, 
makes more money for you because it carries a mark-up 
' of 66%%! SEPT-X brings profits because it makes 
satisfied customers—repect customers—for you! 


Manufactured by the {\ 

4 ROOTO Corporation, 

’ SEPT-X carries the same full 
gucrantee as the other UO 
quality products in the 

ROOTO line. Stock SEPT-X 

today. Order from your 

jobber or write for full in- 
formation. 


SEPT-X is packed six two-pound 
cans per case which becomes an 
attractive Display Carton when 
opened. 


ROY Points 


To Profits 
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Manufactured By 
The ROOTO Corporation ¢ Detroit 21, Mich. 
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IN FLAT-RIM SINKS . 
wit 
enc 
REG U S PAT OFF pre 
° + some 7 
The Beautiful Tight “T’’ in ; 
Stainless Steel Sink Frames! 
a | 
ful 
cal 
ga 
gu 
sh 
or 
PATENT NO. 
2502553 
t 
k 
Ss 
e Concentrate on the big market—the flat 
rim sink installations—with KintTRIM frames 
for a watertight job every time! KINTRIM is a , 
heavyweight that locks underneath and sup- 
ports bow! solidly! Flat 34” face overlaps and 
seals tight to bow] and covering. 
DEALERS: If your wholesoler doesn’t stock KINTRIM frames, 
write us. Some distributor areas open. 





INDUSTRIES 


KINKEAD 


INCOCREOCRATED 


Home Offices: 
5860 N. Pulaski Road, Chicago 30, Illinois 
Factories: Chicago and Los Angeles 
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Charity Advertising... 


(Continued from bottom of page 104) 

when your new XYZ Washer cleans, rinses and 

spin-dries your clothes—automatically, gently. 

If possible, the price of the item, when included 
with the contractor’s name and address, will help 
to make the selling message more complete. To 
encourage action, the advertisement will be im- 
proved through the addition of a box suggesting: 

Tear out this ad now to remind you to call to- 

morrow morning for a free demonstration. No 

obligation. 


s In those cases where the contractor, after care- 
fully weighing the pros and cons, feels that he 
can safely refuse the solicitor for a reputable or- 
ganization, the wise contractor will further safe- 
guard his reputation in the community with a 
short note on his letterhead to an official of the 
organization. 


Mrs. John Doe, Secy. 
The Archer 

Your Town 

Dear Mrs. Doe: 

I regret that it is not possible for me to use the 
advertising space in your Fall Festival program 
offered today by your representative. 

The funds set aside for our advertising have 
already been allotted. 

Thank you for remembering our organization 
and please accept our best wishes for the suc- 
cess of your festival. 

Sincerely, 


But when conditions make even a letter of this 
type inadvisable, and the advertising space must 
be contracted for and used, then two important 
steps are in order. 

1. Make the best possible use of the space by 

putting into it a forceful selling message. 

2. Insist on seeing a finished copy of the bulle- 

tin or program before honoring the space 
charges. 


# So the next time you are debating a “Yes” or 
“No” decision regarding bulletin or program ad- 
vertising, remember that it’s not “only” five, ten 
or fifteen dollars. Instead, recall the number of 
similar solicitations you will be confronted with 
during the course of an average year. A little 
multiplication will bring up a total that runs into 
important money. This may help you smile a 
friendly but firm “No.” 

But remember, too, that the forward-looking 
businessman is aware of his financial stake in the 
community in which he lives and has his business. 
It may well be short-sighted to refuse a minimum 
of financial support to those organizations that are 
important to the maintenance and growth of the 
community and worthy of financial aid. END 
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Model C. Top quality 
modern laundry tub 
made of incomparable 
Fiberglas.* Handsome 
white enameled steel 
cabinet. Stainless steel 
rim. Large door to 
big storage space. De- 

signed for perform- 

ance. Harmonizes per- 

fectly with other 

kitchen and laundry 

r | equipment. 








Model S. Has all de- 
sirable features of 
Model C. But mount- 
ing on stand results | 
in an attractive low 
price. Fetching NC y 
YACHT GREY tub 
and artistic steel 
stand puts this unit in 
a class by itself. 


*Trademark of 


Owens-Corning Fiberglas Corp } | 


Fiberlin Tubs are designed to make 
more profits for you. Outstanding de- 
sign and quality construction of Fiber- 
lin Tubs give housewives more utility 
and pride of ownership. Better tubs for 
better profits! Write today for full 
details. 

























OWEN COMPANY 


1120 N. APPLETON STREET 





BALTIMORE 17, MD. 








PORTABLE Holding “/ray 


TRIPOD VISES 


Now available with a new 
and better Chain Vise or 
the long-jaw Yoke Vise 





Reed Folding Tray Tripods are well 
known for their work-saving solidity and 
the ease with which they can be carried, 
set up or taken down. 


The Chain Vise Model is easy and 
convenient to use because the handle is at 
the side where you can turn it easily and 
naturally. The chain drops into position 
even on 4” pipe. You never have to hold 
it with one hand while you tighten with 
the other. Hardened vise jaws have three 
faces for triple life. 


The Yoke Vise Model features the 









improved Chain Vise feetures a 
convenient side handle which patented Reed long- peariny, alloy steel jaws 
ends fumbling or skinned knuck- which provide a “wrench” action . . . so 
les. Capacity from Ye’’ to 4’ that a slight handle pressure holds any. pipe 
makes it ideal for construction or from 1/e" to 21/2". Reversible lower jaws. 
maintenance work. Special features to end lost motion. 






Patented folding tray locks legs solidly to end spring 


and recoil. Tripod folds compactly for convenient, 
ene-hand carrying. Sets up or takes down easily. 





Ask your jobber or write for free literature. 
















NOTHING TO GET OUT OF 
ORDER. . 
NOTHING TO REPLACE 


| Co pmnes O10) 
SERIES ; 
HARD RUBBER SEATS 
Give Your Customers 


Great Advantages! 











ODEL 901 FOR REGULAR 
moot "NIFOR HONGATEO 80 sow. 


i SLE EEE EY 


et i ta i a cea ge 


| MURCO GREASE TRAPS _91/../ 2%. NDUSTRIAL, INSTITUTION 
@ DESIGNED RIGHT @ PRICED RIGHT AND ALL COMMERGIAL BUILDINGS 





% MODERATE IN PRICE. To % LUSTROUS EBONY FINISH. 

reach a greater market. Cannot wear or peel. 
$ MADE RIGHT a DELIVERED ON TIME *% BEAUTIFULLY DESIGNED. *& CANNOT Ss = 

j Satin-smooth epee and edges use. 
simplify cleaning and assures san- EAT. 
@ CERTIFIED IN @ EASY TO CLEAN | itation. & MATCHED HINGES & SEAT. 
PERFORMANCE * SOLID HARD RUBBER. ered, to match seat. 
| Scientifically fused and processed % COMPANION TO EVERNU. 
Sold only through wholeselers. — mee Dy — ——— hard rub- for quality 
r seats on the y 4 


Write for complete details 


| |D. J. MURRAY MANUFACTURING CO. 
’ Monutoacturers Since 1883 ° WAUSAU, WISCONSIN 






Specify and Install Hard Rubber Seats by 
g MID-STATES RUBBER PRODUCTS, a 
221 EAST MAXWELL AVE., EVANSVILLE 7, IND. 
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Profit Picture Improving 


(Continued from bottom of page 145) 
rules program to help eliminate unfair practices, 
he urged members to participate in an all-industry 
modernization drive now well into the planning 
stage. (See Nov. issue, page 86). 

The theme of industry cooperation in moderni- 
zation was elaborated on by Robert T. Morrill, 
president of the National Assn. of Plumbing Con- 
tractors. 

“One of the greatest things happening to the 
plumbing and heating industry is this tremendous 
new program ACTION, Morrill said. (ACTION 
is the American Council to Improve Our Neigh- 
borhoods.) “Supported by the entire building in- 
dustry, this program will provide some $3% mil- 
lion of free publicity directed toward moderniza- 
tion. 

“Another program especially well timed is Op- 
eration Home Improvement,” Morrill continued. 
“It is a program to stimulate consumer interest in 
modernizing the homes of the nation in 1956. 
Added to that is our own outlet for publicity, the 
Plumbing and Heating Industries Bureau, and a 
program which I hope will do a tremendous job, 
our own (NAPC) All-Industry Modernization 
Committee.” 

Stressing the need for cooperation by all seg- 
ments of the industry, Morrill said, “I think it is 























“Well, better Jote thon never, | always say!” 


time for us to sit together and put on a real cam- 
paign to get this lucrative market—remodeling. 


In the last few years we have had ‘profitless pros- 
perity’ in the industry. The reason has been be- 


cause new work is like a billboard and we all run 
(Please turn to top of page 168) 


DomEsTIC ENGINEERING, DecemBER 1955 











greatest 
NEW droin 


dovelepment 


Josam Series No. 7000 


greater than flow rate into standard drains of same or larger size top. 


Josam SUPER-FLO Brain 
with 7” top 
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SUPER-FLO 


FLOOR DRAINS 


(PATENTED) 


Designed with perimeter 
slots in the grate which 
increase free drainage area 
of top and permit greater 
flow into the drain. Waste 
water enters drain at the 
very edge of the drain top 
instead of flowing over the 
wide rim of conventional drains 
before it reaches grate opening. 
Water friction loss is greatly 
reduced and flow rate (GPM) 
into Josam SUPER-FLO Drains is 





, be 44 
STANDARD DRAIN 


with 9" top 














gives the same or greater 
flow rate and can be 
used instead of a 
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They will save you time and money 


Write for literature today. 
JOSAM MANUFACTURING COMPANY 


Michigan City, Indiana 


Representatives in all principal cities. 





the Easy way 1 ELIMINATE 


e EASY TO SELL! 
e EASY TO INSTALL! 
@ EASY TO SERVICE! 






Na 
Woah bobo) 


Stop water hammer at its source! 
Wherever this annoying condition is 
present in closed piping systems, the 
C-B Easy Shock Eliminator offers 
you your best and most effective so- 


lution. 


In buildings in which modern, quick- 
closing faucets and valves are used, 
a shock pressure of seven times the 


operating pressure is momentarily 
set up whenever the water is shut off 
suddenly. With the C-B Easy Shock 


Eliminator installed in the line, this 





the annoyance of 


WATER 
HAMMER! 


™ “Available in 3 sizes to 


meet every need! 






shock pressure enters the unit and 
the air is compressed within the 
unit. Thus the shock is completely 
absorbed and disturbing noises en- 


tirely eliminated 


To service, simply close valve, re- 
move unit from line, open coin valve 
to break vacuum, hold vertically and 
drain water. Close valve, replace 
unit on line, open shut-off valve and 
the C-B Easy Shock Eliminator is 
again ready for service 


complete information write 


LTE 





i < LR for your copy of form 700 today 
we 
CR. BEANSTROM, INC. 


183 Hartford Ave., Providence, A, |, 


EASY SHOCK 
ELIMINATORS 
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ys 


: Plumbing ¢ Heating 
Air Conditioning ¢ Refgigerafion 


de 


> CAST SOLDER 


WROT SOLDER 










FLARED TUBE 





BALANCING 
VALVES 


vi 


SOLDER DRAINAGE 


Wits the addition of our new 
Wrot fittings, KEYSTONE now 
offers a complete selection for 
every copper tube installation. 
More and more contractors are 
turning to pressure- formed, pure 
copper Wrot fittings because they 
s install faster and assure a leak- 
proof streamlined job. 
But whether your application calls 
for Cast, Wrot or Drainage solder 
fittings, Flared Tube fittings or Valves, youcan besure that 
Keystone Copperfiow will give you the maximum in... 

« CORRECT DESIGN «+ PRECISION FINISH 

¢ ABOVE-STANDARD WEIGHT and WALL THICKNESS 
« FULL WATERWAYS « EASY INSTALLATION 
« COMPLETE SIZE RANGE 


At better Jobbers everywhere. Write for ovr new Wrot Fitting 
Catalog or for the Complete Line Catole; No. 51 





KEYSTONE BRASS WORKS 


SERGE, PENNA., U. S. A. 
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(Continued from vottom of page 167) 
after it. “Remodeling, we know, is a lucrative 
field because it isn’t a billboard everyone can run 
after. It takes skill and planning.” 

Morrill went on to say, “We are going to stimu- 
late a great market thrugh these programs, and 
if we don’t get to it at the ‘grass roots’ level, some- 
one else will. 

“I suggest manufacturers develop a program to 
help at the grass roots level that can be given to 
the wholesaler, who in turn, can aid the contrac- 
tor. Also I suggest we center a tremendous 
amount of activity in a ‘Plumbing and Heating 
Week’, when we can all make a nationwide effort,” 
Morrill concluded. 

The need for development of better selling 
methods in the industry was the theme of a speech 
by D. J. Quinn, vice president of sales, Plumbing 
and Heating Division of American Standard. 

“Your contractor-customer is not interested in 
price alone,” Quinn pointed out, “but in profit, 
and it is up to the wholesaler and the manufac- 
turer, working as a team, to show the contractor 
how he can secure this profit.” 

Pointing out that “nothing is sold until it is 
sold at retail,” Quinn recommended that whole- 
salers set up a realistic training program for their 
salesmen; develop specialized salesmen; capitalize 
on the advantages of a showroom, and help the 
contractor to know his products, to develop his 
sales force and to be a better merchandiser. 

Results of a CSA survey of fringe benefits were 
given in a report to members by James H. Peery, 
executive secretary. 

Fringe benefits for wholesaler employees cur- 
rently are averaging at least 25 percent of base 
pay and are increasing faster than the base pay 
rate, Perry reported. 

Good will payments (for coffee breaks, relief 
time, etc.) are costing approximately 15 cents an 
hour, and the cost of sick leave, time not worked, 
and vacations, amounts to about five percent of 
base pay. 

The survey revealed that, in most instances, 
employees are unaware of how fringe benefits add 
to real income. Members were told they should 
take immediate steps to replace this lack of know]- 
edge with facts, laying the full story on fringe 
benefit payments before their employees. 

E. C. Garrity, Jr., of Garrity Co., Chicago, chair- 
man of the group insurance committee, reported 
development of a plan to enable members with 
fewer than 25 eligible employees to purchase 
group insurance now denied them by state insur- 
ance regulations. Further, Garrity said, through 
mass purchasing power, substantial savings can 
be given to other members who may have their 
own program. 

Wholesalers also were advised at a trade pro- 

(Please turn to top of page 170) 
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iTs Low 





Hundreds of installation dollars are being saved by 
contractors installing Fedders Beauty Base Heat 
Radiation. It is designed by heating men for heat- 
ing men and time savings on the job prove it. 


BASEBOARD RADIATION 
makes money for you ! 





Reports from big, little, single and multiple housing 
jobs tell of amazing time savings that mean extra 
profits for heating contractors, lower costs for gen- 
eral contractors. Fedders Baseboard Radiation is 
factory assembled and packaged. Element, dampers, 
top and back are factory assembled. Copper heating 
element tube end expanded for quick piping. Snap- 
on element support, front cover, joining strips and 
corner pieces eliminate time consuming drilling 

and fitting. Order Fedders Baseboard Radi- 


ation for your next job... your cost records 
will convince you. 
Res. U. S. Pat. On. 
FEDDERS-QUIGAN CORPORATION 


Heating Division 
Lalor and Hancock Sts. Trenton 7, N. J. 
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ACCURATE 
TEMPERATURE CONTROL. 


Sertes 150-E 
Temperature \ 
Control Valve ...: 


gives you QUALITY CONSTRUCTION W 
* ** DEPENDABLE PERFORMANCE }*?%\ 


ata LOW COST It is a self-actuated, com- 
pletely automatic modulating control valve — for 
any heating or cooling application using steam, 
water, or other heat transfer fluids. Available in 
1%", %", and 1” sizes and for temperatures up to 
255 degrees F. . . and, remember, the Sterlco 
Series 150-E... 


MOUNTS AND OPERATES IN ANY POSITION | 


HORIZONTAL UPRIGHT 




















UPSIDE AT ANY 
DOWN ANGLE 


Steilce 
THERMOTROL 


@ RUGGED 
@ DEPENDABLE 
® AUTOMATIC 





Easily set to desired temperature — The Valve, actuated by 
room temperature air, maintains temperatures by modulating 
the flow of steam or hot water through the radiation. Self con- 


tained — Easily installed without wiring or external connections. 
Adaptable to low pressure steam and hot water systems — ask 
for details, 


STEAM HEATING IS MODERN, 
EFFICIENT and DEPENDABLE 


Sterlco Products Distributed through 


LEADING HEATING and PLUMBING WHOLESALERS 


STERLING, INC. 


3734 N. Holton $t., Milwoukee 12, Wisconsin 


CONDENSATION AND HEATING 


TEMPERATURE ! 
VACUUM PUMPS SPECIALTIES CONTROLS 
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your short 
cut to 


quick ’n easy 


the . 
quickly 
installed 


baseboard radiators 


This efficient 2-way baseboard radiator is carefully 

engineered to bring you every possible soles advan- 

tage. Because of its high degree of adaptability, Trim- 

rad can be placed side by side with regular radiators. 

Its new higher ratings assure performance that’s better 

than ever. What's more, Trimrad is so quickly installed 

you can’t help but save valuable on-the-job time. So 

why not cash in on one of the best timesavers and 

moneymakers of all—the Trimrad Baseboard Radiator 

by KOVEN. 

* NO DRAFTS OR COLD POCKETS 

* UNIFORM HEAT from floor to ceiling 

* NO FINS TO CLEAN or get clogged 
with dust 

* LIGHTWEIGHT — one man can handle 
longest length 

* MILL-ROLLED WELDED STEEL gives 
maximum heat conductivity 


* 3 BIG WATERWAYS back front 
panel —hold more water, 
store and emit heat longer 


* FOR NEW OR OLD WORK 





MORE HEAT 

BY RADIATION 
50% convected heat 
50% radiated heat 





ALMOST INVISIBLE — GS 


Practically flush 
with the wall 
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(Continued from bottom of page 168) 

motion “workshop” session to hold trade promo- 
tion meetings with the contractors in their area, 
rather than attempt larger meetings at central 
locations. Other workshop sessions were devoted 
to discussions of office management and efficiency 
and warehouse and materials handling, where 
results of a survey of materials handling costs 
were presented. 

One of the more perplexing questions asked at 
the open forum on Trade Practice Rules was to 
distinguish between intra-state commerce and 
inter-state commerce. The answer is of vital im- 
portance since only those engaged in inter-state 
commerce must comply with the rules. 

Charles E. Grandey, Director of Bureau of 
Consultation of the Federal Trade Commission, 
said a definite answer could not be given until the 
facts surrounding a particular case were learned. 

However, he noted, any direct shipment by a 
manufacturer out of state would mark those goods 
as an inter-state shipment. Also, if a great enough 
portion of material used in such projects as schools 
and hospitals is shipped by a manufacturer out of 
state, the entire project would come under juris- 
diction of the rules. 


# A report being issued by the FTC as this issue 
goes to press indicates that a very high percentage 
of goods in the industry are considered part of 
inter-state commerce. 

An application for an industry commitee is now 
being processed by the CSA on behalf of all asso- 
ciations in the industry. The committee will be 
made up of representatives of the different asso- 
ciations in addition to spokesmen for independent 
organizations. Further details will be given in 
future articles. END 


Humidifiers Seen As Growth Market 


(Continued from center of page 146) 
newspaper ads, and (3) direct mailing campaigns. 
“There’s no trick to making a dollar a minute in 
extra profits from your regular customers when 
you sell humidifiers,” says Harris, “in fact it’s 
good business to sell humidifiers because it only 
takes about 20 minutes to install a unit and be on 
my way to the next job. 

“At Air-Rite we always carry a humidifier in 
our trucks and take along humidifier literature 
whenever we go out on service calls or new heat- 
ing installations. If we see that the customer 
doesn’t have such an accessory on his heating sys- 
tem, we’re ready and prepared to sell him one. I 
give my men a kick-back on the extra money they 
bring in from humidifier sales, so it works out well 
for all concerned .. . the customer gets added 
comfort from his humidifier installation, my men 
take home a bonus, and the company chalks up 
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more profit and additional customer good will. 
omo- “In the promotion of these humidifiers, we also for sales 
area, use another sales booster. Every year I start off | : 
atral with a direct mail campaign. The Humidifier | appeal that 3 
oted Assn. supplies me with instructions for conduct- e 
2ncy ing the campaign and also furnishes mailing liter- | pays In ——— 
here ature which I send out to my customers and pros- | & 
osts pects. Within a week a batch of inquiries come in | 
and I send my men out with humidifiers. Ninety rO 
d at percent of these contacts result in sales, many of : 
s to which are not only humidifier sales but also in- 
and clude high-profit, non-competitive remodelin 
im- work, This method of mass contact through eee featu re 
tate has greatly increased our customer contact list at 
practically no cost or time. We also place ads in 
of our local newspapers, telling of the benefits from 
ion, proper humidification in the home which we also 
the get free of cost from the association. oe 
ed. “Selling humidifiers has increased our business | : | 
ass lined 


a good deal, actually paying off in two ways; when 

ods we're on a humidifier installation, we sell our 5 ata 

other services and when we’re on a service call automatic 
gas or 





als or remodeling job, we sell humidifiers. These 
alt humidifiers have opened up many new ways of 












































ris- getting people interested in what we're selling * 
because these units have many selling points that ratsepule water 
sue h t 
ge | eaters 
of STAR THEATL b 
ve I 
$0- FEATHER Ir 
a RATHER ow orm 
wei You'll be glad you did when you find how quickly sales just seem 
nt to happen to KOVEN Super Glass—not only because KOVEN 
in assures extra years of clean, rust-free hot water but also because 
of its safety, its efficient modern design, and white easy-to-clean 
) jacket. These plus its reputation for low cost operation add up to a 
few of the big customer-appealing advantages that make KOVEN 
a faster selling, more profitable water heater for you. 
; 
OTHER FEATURES OF 
s. RUST PROOF KOVEN SUPER GLASS 
om POSITIVELY CANNOT CHIP » LOWER FUEL COSTS 
on CRUMBLE OR CRACK * 100% AUTOMATIC SAFETY 
’s + SMART LOOKS — STURDY 
ly CONSTRUCTION 
+ LONG-LIFE 355 LBS. TEST 
- TANK 
“You're supposed to be helping me— NO EXPOSED STEEL =~ * TROUBLE-FREE OPERATION 
n where you been? HIGH PRESSURE RESISTANCE * PRECISION ENGINEERING 
e = SAFE —LONGER LASTING 
t- are easily put across to the customer. Humidifiers Aeitain in © vanteny ot 
r make sense to any one who wants his family to | anes sizes and models 
3 enjoy a comfortable, healthy home during the | ADvenTamD 
winter when most homes are troubled with indoor | 
y atmospheres that are excessively dry.” 
1 You can get on the road to better yearly profits 
by trying out some of the ideas that have helped 
n Mr. Harris increase business and customer-deale1 
relations by promoting the humidifier. END 
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A MONUMENT to the people who buy and build 


! American homes has been completed in Washington, 
D.C. It’s the National Housing Center. Six of its 


floors are devoted to building products exposition. 










HE ‘HOUSE’ 








PLUMBING AND HEATING products dominate the ex- 
hibition at the Center. One-third of the displays are 
from this part of the building industry. The Briggs dis- 


plays exemplify the attractive layouts which stress beauty. 






























SIGHTSEERS and businessmen 
have a new site to visit on the 
historic Washington, D.C., scene. 
It’s the National Housing Center, 
an eight-story building in the 

heart of the capital, designed to 
give Americans a panoramic view 
of the nation’s most “personal big 
business” —the home building in- 
dustry. 

A monument to progress in 
providing better housing for the 
nation, the Center was built by 
the National Assn. of Home 
Builders. 

It brings under one roof per- 

manent exhibits and reference 


That's what they're calling the new National 
Housing Center in Washington, D. C. More than 
100 p-h manufacturers are displaying their 
products on a permanent basis. . 


material which will help con- 
tractors and the public keep 
abreast with an industry that is 
still growing after building near- 
ly 10-million housing units in a 
decade. 

More than one-third of the ex- 
hibits feature products in the 
plumbing and heating field. 

Six floors of the $244-million 
Center are devoted to exhibition 
space open to the public. An ex- 
perienced guide on each floor has 
been trained to explain features 
of products on display in either 
layman or professional terms. 
No selling will be undertaken at 


the Center. “Ideas” are the chief 
product. 

Colors and lighting have been 
especially selected to accent the 
beauty and engineering excel- 
lence of the products. The dis- 
plays are “island-style.” 

The building will provide 
other services for the public and 
contractor. A comprehensive li- 
brary, for example, contains all 
publications related to home 
building and will be at the dis- 
posal of contractors. The build- 
ing also includes a press room 
and an auditorium fitted for on- 
stage demonstrations of plumbing 
and heating products. 

One room, however, is expect- 
ed to be particularly attractive 
to the consumer and builder. The 
new products display area will 
show the most current techni- 
ques and services, as well as ma- 
terials, used in home building. 
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BIGGEST DISPLAY in the new center is that of Ameri- 
can-Standard and its various divisions. Special lighting 
and decorating in display areas give full impact to the 
exhibits which are expected to attract many thousands. 


The Center was dedicated by 
Vice President Richard Nixon 
who lauded the industry for 
stimulating an exchange of ideas 
and research that will improve 
American living standards. He 
also said that the Center, acting 
as a nerve center of the housing 
operation, could help spark a con- 
centrated effort to eliminate 
slums. 

W. Hamilton Crawford, chair- 
man of the Center’s board of di- 
rectors, said that in addition to 
helping contractors find informa- 
tion on products, techniques and 
markets, the Center would fulfill 
an acute public relations need by 
giving consumers a permanent 
“national fair.” Thousands of 
visitors to Washington from all 
over the world are expected to 
include “the house that housing 
built” on their tour agenda in the 
coming year, he said. END 


THAT HOUSING BUILT... 


ISLAND DISPLAYS featured at the Center 
permit full view by visitors. This Crane ex- 
hibit utilizes all sides of its display area by 
providing a four-sided presentation of the 
company’s plumbing and heating products. 


THERMOSTAT in 
EVERY ROOM 





CUT-AWAY DISPLAYS, such as this Iron Fireman ex- 
hibit, help experienced guides explain product features 
to the layman or professional. The Center provides the 
only permanent display of such products under one roof. 


VICE PRESIDENT Richard Nixon 
dedicated the $2.5 million building. 
W. H. Crawford, (right), Center 
chairman, and E. S. Smith, NAHB 
president, introduced Mr. Nixon 
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Jooking for NEW MARKETS ? 


....BIG PROFITS? 
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WATER-HOTTER 


WHITE PRODUCTS CORPORATION, 
Water Heating Specialists Since 1930 
Middleville, Michigan + Division of Lamb Industries, Inc 
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Five Minutes with Bergie... 
(Continued from bottom of page 60) 
Pageants and street fiestas were in fashion. 

The giving of gifts for as long as history records 
has been traditional at festival times. When 
Christianity spread over much of the world, it 
was logical to carry with it the giving of gifts. 

Did you suppose Yuletide was a Christian sea- 
son? Not at all. In the north countries of Europe, 
the early winter period has, from time immemori- 
al, been called Yule. After the late fall harvest 
of grain had been binned and the cattle and rein- 
deer rounded up and counted, a long period of 
feasting ensued. This was called Yuletide. 

When Christianity came to the Norse, they gave 
up their old gods and accepted the new religion— 
but they didn’t easily give up their old customs. 
They continued to have their great Yuletide feast 
and to decorate their homes with boughs and 
berries and candles. 

It was from them, too, that we got the idea of a 
Santa Claus in red suit and a team of reindeer 
and a sleigh. They changed his clothes somewhat, 
to the two-piece outfit with trousers shoved into 
the boots, which was the normal apparel worn by 
people of the North countries. 

Even the day, December 25th, hasn’t always 
been the traditional one for celebrating Christ’s 
birth. Until the 4th century, the great religious 
holiday was Jan. 6, when Christ was baptized. 
Even to this day, most of the Eastern Orthodox 
churches choose to celebrate Jan. 6 as the big day. 

And the idea of giving has greatly changed in 
our century, especially in the United States. In 
earlier days, gifts were mostly of a practical 
nature. Children were given warm clothes and 
a stocking filled with nuts and hard candies, and 
perhaps that one wonderful orange. 

Like the Germans, who fathered the idea of a 
real tree, decorated at Christmastime, we deck 
our boughs; like the Norse, who drank strong 
liquors for warmth and good spirit during that 
dark Yuletide season, we make or buy our egg- 
nog. And I guess we’re like the ancient Romans 
in that many of us spend more on gifts than we 
can afford. 

Well, that’s it for 1955. My very best wishes to 
all you fine people who take the time to read the 
ramblings of one who finds much to be thankful 
for as the weeks and the years roll on. END 


News . . . continued from bottom of page 58 


project sites as well as prospective dealers. 

Despite a rise in air conditioning sales during the 
past few years, one industry executive feels that the 
surface has only been scratched. Edwin E. Hokin, 
president of Union Asbestos & Rubber Co., has pointed 
out that only one percent of the nation’s homes have 

(Please turn to top of page 177) 
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“A WELL-BALANCED LINE” 
DESIGNED FOR EVERY OIL HEATING 


PRODUCTS 


FUSIBLE & NON-FUSIBLE VALVES 
FUEL OIL FILTERS = SAFETY DEVICES 


The famous Firomatic line offers both the jobber and 





the installer every advantage—a substantial profit on 
every product .. . trouble-free performance . . . ease of 
installation .. . and the right product for every job! 
(he Firomatic line includes over 80 different types of 
Valves, as well as Thermal Switches, Fuel Oil Filters, 


Tank Gauges, Fill Boxes and Vent Caps. 


me Qt) tt: SMITH MORSE “ECD 


165 Dexter Avenue e 


Watertown, Mass. 


HEVDEN 


SHOCK ABSORBERS 





STIFLE HYDRAULIC SHOCK... 


Only Heyden Liquid Shock Absorbers feature the most exclu- 
sive advance in eliminator design .. . 


NO MOVING METAL PARTS. A permanent rubber cush- 
ion absorbs all excess pressure and hammer. Can be used on 
water, oil or gas systems. Elimination of metal parts results 
in these benefits . . . 

Lighter weight ¢ Indestructible 

Easy installation ¢ Non-corrosive ae 
Less space ¢ Any position TURBINES 
For full information, ask for Bulletin PUMPS 
38. S. Morgan Smith Company, 
York, Pennsylvania. 







GATES & HOISTS 


TRASH RAKES 











FREE DISCH 
VALVES 


ROTOVALVES ARGE 


BALL VALVES 
CONTROLLABLE 
BUTTERFLY PITCH 

VALVES SHIP PROPELLERS 


S. MORGAN SMITH CO. 
B40 on — ks sebed 
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WINDMASTER 


The Modern Draft Control 


that’s 








It pays to say 
““WINDMASTER” 
to your jobber 


Windmaster Corp. 43 Vine St. 























Columbus 15, Ohie 
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“As bright as a Rainbow 


relate, 


MODERN © 
TOMORROW’ 





Loaded with beauty and built to last a lifetime, you'll 
find Selfridge fiber glass laundry trays seli on sight. 
They’re new .. . different . . . and available in four 


attractive colors (mint, canary, coral and dawn) to add | 


life and sparkle to any basement or utility room. Avail- 
able in single, double and triple unit combinations, 
Selfridge trays meet every requirement for both new 
home construction and remodeling projects. Write for 
full-color literature today. 













NON-POROUS...EASY TO CLEAN 

Impervious to soaps and detergents, the 
rounded-corner design presents an unbroken, 
smooth surface that stays bright and clean. 


ONE-MAN INSTALLATION 

The double unit model weighs only 47 Ibs. 
including stand, is shipped partially 
assembled, can be readied for connection 
in a few minutes. 


LIFETIME CONSTRUCTION 

Supported by a metal base to insure ample 
structural strength, the fibre-glass-reinforced 
Selfridge tray can’t chip or craze. Adjust- 
able legs. 


DEPT. A > S606 EUCLID AVE. 


CLEVELAND 3, OMI 


SOLD THROUGH PLUMBING SUPPLY WHOLESALERS ONLY 
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NEW 
| DEA 
FOR 
\) PUBLIC | 
WASHROOMS ~ 


Pedal Operated 
Chicago Faucets 









Here’s an idea that is opening up a brand new 
market, in public washrooms everywhere. It is 
gaining in popularity all the time. 

Chicago Pedal Faucets are the only true sani- 
tary faucets for public use. They offer the ulti- 
mate in convenience also. One foot controls 
both water flow and temperature, leaving both 
hands free. And they still permit all the econo- 
mies of water and fuel that come with self-clos- 

ing valves. 
Both wall mounted 
and floor mounted 


>. , models available. Pedals 
\ swing yd out of the way 
i? = when cleaning floors. 


The operating units pro- 
vide all the trouble-free 
service for which 
Chicago Faucets are so 
justly famed. 


THE CHICAGO FAUCET CO. 
Chicago 39, Ill. 











Chicago Faucet Products 
ore distributed through 
the plumbing trade ex- 
clusively. 
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News . . . continued from bottom of page 174 


central air conditioning and less than four percent 
have any type of air conditioning. By 1965, Hokin 
predicts, more than 65 percent of all homes will be air 
conditioned. 


Reif-Rexoil Names Officers 


BurraLo, N. Y.—Reif-Rexoil, Inc. has elected new 
executive officers and approved additional capital 
for a long range expansion program to be inaugurated 
in the next few months. At a recent meeting of the 
board of directors, Charles A. Reif, founder of the 
firm, was named board chairman and Robert C. 
Sanderson was elected president and general man- 
ager. Norman Penney, of the law firm of Penney, 
Penny & Buerger, was appointed secretary. The 
expansion program has been designed to more than 
double production of heating equipment. 


Bailey-Farrell Changes Ownership 


PirtssurGH—Bailey-Farrell Co., Southside whole- 
sale plumbing and heating supply firm, ‘has been 
purchased by Supplies Incorporated of the Northside. 
The firm will continue without change of policy or 
personnel. 

Dilbert R. Harding has been elected president and 
treasurer, and Norman F. Keisling, formerly sec- 
retary, is now vice president and general manager. 
John O. Gilmore, Joseph W. Letsch and J. Fred Allen 
have retired, but will be available as consultants. 


Republic to Up Plastic Pipe Output 





CLEvELAND—Republic Steel Corp. has installed new 
manufacturing facilities in its Pressed Steel Division’s | 
plant here to double production of its plastic tubular | 
products within the next few months. Production | 
previously had been limited to the company’s Mag- | 
nolia, Ark. plant which will continue to serve the 
Southern and Southwestern markets while the new 
facilities will serve the Northern market. 


Dayton Pump Opens Atlanta Operation 


Dayton, O.—The Dayton Pump and Manufacturing 
Co. has opened a service center and warehouse in 
Atlanta, Ga. to supplement its present facilities, re- 
ports Paul S. Nix, general sales manager. Parts 
and fully-assembled products are to be stocked 
for shipment throughout the southeastern states, and 
a service and repair program will be developed, Nix 
said. Talbot Abernethy has been appointed manager. 


PEI Hears Color Expert 

” Waite SULPHUR Sprincs, W. Va_—A color revolution 
is in process in the appliance industry, reports a 
noted color authority. In a speech at the recent 
annual meeting of the Porcelain Enamel Institute 
here, Howard Ketcham, of Howard Ketcham, Inc., 
Color Consultants, warned members, “You're sell- 
ing to a*changing world, and if you’re selling with 
yésterday’s colors, it is essential to look for new 

(Please turn to top of page 178) 
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Use This Actual Job Story for 
an Excavating Equipment 
Check List! 


This one water line job demonstrates a combination of features 
that only the Sherman Power Digger offers every operator of 
excavating and trenching equipment. 


Check this performance: (1) The machine has under-dug the 
curb without damage to the curb or sidewalk. (2) It has trenched 
through rocks and roots. (3) It is digging a bellhole in the street. 
(4) The excavation is 9 feet deep. (5) The tractor-mounted digger 
has operated over the curb, sidewalk and street without damage to 
paving. 

And the Sherman Power Digger offers even more advantages to 
the operator who wants the savings of mechanized excavating. It’s 
practical even on the smallest jobs, since it releases heavier equip- 
ment for bigger jobs . . . yet it digs at a fraction of the time and 
cost of manual labor. 

The machine digs as deep as 10 feet below ground . . . in mud, 
hardpan, shale, oiled roads, blacktop and stony ground. Initial cost 
is surprisingly low, maintenance simple and inexpensive. Ask your 
Foed Tractor Dealer for an on-the-job demonstration, or write us 
now for Bulletin No. 1321. 


Showman 


PRODUCTS, INC. 
ROYAL OAK, MICHIGAN 


POWER DIGGERS* © FRONT END LOADERS © roam ty 
a ie 


Manufactured Jointly by 
Sherman Products, Inc., 
Royal Ook, Michigan, 
Wain-Roy Corporation, 

Hubbardston, Mass. 


3 
Patent No. 2-303-852 
Other Patents Pending 
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’... installation time =~ 
AVE . . . big stock inventory 
/... troublesome fitting 





YN LAMNECK EXTENDED A 
~ PLENUM SYSTEM 7 


with standardized 6” 


LAMNECK 


ENGINEERED FITTINGS 





Now . . . standardizing with 6” Lam- 
neck fittings in an extended plenum 
system can be the solution to all your 
heating and air-conditioning problems! 
You cau handle all types of he ating and 
cooling ene ae & minimum in- 
ventory, speed installation time, do a 
better job and save on installed cost! 


Perfect for Perimeter Heating, too 


Lamneck precision-made fittings, de- 
signed for “hard-to-get-around joists 
and framing, introduce a smooth flow 
of air into rooms; full-throated fittings 
assure perfect control of either warm 
or cool air flow. 





No. 754 Center End 
Register Boot §=§=6Dual Purpose Fittings 


Easily adjusted to either application. 
Engineered Lamneck fittings offer bet- 
ter appearance, a neater finished job, 
allow more basement headroom. Get 
all the time-saving, profit-making facts 
from your Lamneck distributor today, 
No. 794 Adjustable or write us for complete information. 
Side or Top Takeoff 





WRITE FOR FREE CATALOG—It’s packed full of helpful informa- 
tion—fully illustrated—easy to use. Take advantage of the 
new 6” standardization system. 


LAMNECK DIVISION 
Clayton & Lambert 


1025 LAMNECK STREET 
MIDDLETOWN, OHIO 


CLAYTON & LAMBERT 
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ones.” Other speakers at the convention discussed the 
market picture and trends in the industry. 

Divisions of the association held meetings at which 
reports on projects, current business and plans for 
the future were presented. Accomplishments and aims 
of the new Aluminum Division also were discussed. 


Bryant Awards Contest Winners 


Syracuse, N. Y.—The “Mr. ‘B’ Goes to Bermuda” 
dealer sales promotion has been a “complete success,” 
it has been announced by Howard L. Clary, vice 
president and general sales manager of Bryant 
Division of Carrier Corp. Final results of the contest 
show that 564 expense-free vacations to Bermuda 
have been won by 302 dealers. In addition, 48 Ber- 
muda trips have been awarded branch managers, 
distributors and salesmen, Clary said. 


Schaul Mfg. Moves to New Location 


“CLEVELAND—The Schaul Mfg. Co. has purchased a 
new building here at 6300 Rowland Ave. to con- 
solidate all its operations in one central location. The 
move is part of an expansion program that will in- 
clude the addition of several new lines of equipment 
to the present line of plumbing specialties. The new 
building provides more than five times the space pre- 
viously available. 


Kindelan Firm Changes Name 


Provipence, R. I.—The Providence Plumbing 
Supply Co., Inc. has changed its name to the Kindelan 
Piping Supply Co., Inc. Its location, supplies and 
personnel remain the same. 








An interior view of a new 5,000 sq ft warehouse built by 
Josam Mfg. Co. in Dallas, Tex., shows a section of the 
4200 sq ft area devoted to storage of equipment. 





Utah Group Elects Madron 


Satt Lake C1itry—A panel discussion on the re- 
cently adopted National Plumbing Code was featured 
at the annual convention of the Utah Plumbing and 
Heating Contractors here. Vincent T. Manas, execu- 
tive secretary of the National Plumbing Code com- 
mittee, led discussions on the code, which he helped to 
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formulate. At the meeting the association adopted a 
resolution to include refrigeration contractors in the 
group and also passed a resolution to adopt the 
Fixture Stamp Guarantee Plan. 

Newly elected officers of the association are George 
F. Madron, Aaron Plumbing Co., as president to suc- 
ceed Stephen L. Larsen; Carlos Hjorth, Springville, 
vice president, and Kenneth Palmer, Logan, secre- 
tary-treasurer. Vearl J. Manwill, Salt Lake City, 
was elected director on the national association board. 


Baumgartner Gets Oster Sales Post 


CLEvVELAND—The Oster Manufactur- 
ing Co. has appointed Robert C. Baum- 
gartner as general sales manager. A. S. 
Gould, with the company for 44 years, 
will continue as vice president in charge 
of sales. Baumgartner has been with 
the company for 20 years, the last nine 
as export manager. In his new position, 





Baumgartner 
he will direct all sales and sales promotion activities. 


RCA-Whirlpool to Sell Freezers 


St. JosepH, Micu.—Whirlpool-Seeger Corp. has 
nearly completed retooling preparatory to manufac- 
ture of a new line of home freezers. John W. Craig, 
vice president and director of merchandise develop- 
ment, said national retail distribution scheduled for 
January will be under the RCA-Whirlpool brand 
name. Craig pointed out that recent purchase of 
International Harvester’s refrigeration plant and 
facilities in Evansville, Ind. will enable the firm to 
introduce its line of freezers nearly a year in advance 
of original plans. 


Walworth Reports Sales Up 25% 


New York Crty—The Walworth Company has re- 
ported a net income of $1,702,699 for the first nine 
months of 1955. This contrasts with a loss of $233,019 
for the same period last year. Total sales amounted to 
$35,041,610, up 25 percent from 1954. The company 
recently acquired the M & H Valve and Fittings Com- 
pany, the Alloy Steel Products Company, and South- 
west Fabricating & Welding Company, Inc., as sub- 
sidiaries and figures quoted previously include sales 
from these three firms. 


Toledo Desk Expands Plant 25% 


MaumegE, O.—Toledo Desk and Fixture Co. has 
announced plans for a second plant addition this 
year to increase production of its steel kitchen cab- 
inets and bathroom vanities. The new addition will 
provide 25 percent additional plant area, which re- 
cently was increased to approximately 100,000 sq ft. 


Sturtevant Reorganizes Sales Dept. 


PitrssurGH—The Sturtevant Division, Westinghouse 
Electric Corp., has reorganized its sales department 
into seven new regions. Alexander Martin has been 
appointed field sales manager to supervise all regional 
sales activities and Philip Cohen, appointed market- 

(Please turn to top of page 180) 
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Carrier knows 
heating 


Over fifty years of leadership in air conditioning have given 





Carrier unmatched experience in the control of temperature 


-heating as well as cooling. Yes, Carrier knows heating by 


experience 
contributes to the superiority of Carrier Unit Heaters. 


and all this enginecring skill and leadership 


CARRIER GAS-FIRED UNIT HEATERS 


begin with the outstanding 
midget-size Model 46T50/70, 
shown above. Only 23 inches 
high and relatively light in 
weight, this propeller-fan type 
unit heater packs a hefty 
50,000 to 70,000 Btu/hr. in- 
put (according to fan-motor 
size). It is designed for use 
when both space and heating 
requirements are important. 

And for extra-long life, only 
the Carrier line embodies the 
major advantage of 16-gauge 
ALUMINIZED STEEL heat ex- 















Duct-type unit heaters 
embody all the major 
structural and control 
features of the fan-pro- 
pelled model—minus fan, 
By-pass duct application 
shown here permits year- 
round air conditioning 
through the Carrier 
Weathermaker System. 
Available in seven sizes. 





air conditioning 
refrigeration 
industrial heating 


changer. It lasts far longer 
than one of ordinary furnace 
steel of heavier gauge. The 
dozen or more other Carrier 
features are equally impres- 
sive. Six additional sizes. 

Get the complete story 
about the full Carrier gas- 
propeller-fan 


fired line... 
and duct models ranging up 
to 250,000 Btu capacity. 
WRITE or USE COUPON 
for a copy of the 12-page 
folder on Carrier Gas-fired 


Unit Heaters. 


a ee ee 


CARRIER CORPORATION, 336 S. Geddes St., Syracuse, N. Y. 


Please send me the 12-page folder on Carrier Gas-fired Unit Heaters. 


Name 
Firm Name 


Address 


ia Das as Ain“ i Su’ inhi: incl et “en ar te en a 
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| 

4 

| f 

ing service manager, will be responsible for all sup- a 

| porting activities including advertising and market * 

| analysis. Both men will be located at division head- % 
quarters in Hyde Park, Mass. In new regional posts 
are Robert Mercer as northeastern regional manager, z 
with headquarters in New York City, and Hiram W. > 


Rainey, Jr., as central regional manager with head- 
quarters here. 


M-H Opens New Boston Branch 


Boston-—Minneapolis-Honeywell has opened a new 
$300,000 office building here. 

The building will serve as branch headquarters for 
| the firm’s commercial, heating and industrial sales 
and service in Massachusetts, Maine, Rhode Island, 
New Hampshire, and the northern half of Vermont. 
Besides private offices, conference room, engineering 
| and drafting section and lunch room, it contains 4500 
| sq ft of stockroom space. The building features a 
new high-velocity, double-duct blender control unit 
to regulate winter heating and summer cooling. 


ARI Expands Public Relations Staff 


Wasuincton, D. C.—The Air-Conditioning and 
Refrigeration Institute has announced the appoint- 
ment of Chester R. Venemann to its public relations 
staff. He will edit the Institute’s monthly magazine 
and assist in publicizing its activities and promoting i 
the sales of its members. 








« 
_ MEMBER CAST IRON 
SOUL PIPE INSTITUTE 





Philadelphia, signs new wholesaler franchise for Worth- 


ington Corp.s packaged air conditioning units. Shown 
standing (left to right) are Andrew Ward and Mauri Webb 
of Worthington Corp., and Ralph Lambert and Lawrence 
Phister of Elliott-Lewis. 
Armstrong Schedules Factory Schools A 


Cotumsus, O.—A new series of air conditioning / 
TR ONT WORK S repair schools has been scheduled for the first quar- " 

ter of 1956 by Armstrong Furnace at its factory here. 
The schools will provide one week of intensive train- 
| ing on operating models. During this training period, 


—w = So Me Mm ome oe: om ot ee Cl Ct 





GENERAL OFFICES: FIRST AMERICAN NATIONAL BANK BUILDING, 
NASHVILLE, TENN. * FOUNDRY: CHATTANOOGA, TENN. 


SOIL PIPE +» FITTINGS - SPECIALTIES 


students strip and re-assemble the entire air con- 
(Please turn to top of page 183) s 
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NO DRILL TO,BUY 
*Use Any 4" Drill. You_buy GREATER 
only the reduction gear ‘unit 
which slows turning speed of LEVERAGE 
the sngké to 1/12 the speed 
of tne drill, thus increasing \ 
CUES 8 one 
is power DROP-HEAD 
12 times. Goes through the most 
difficult bowls with ease. 
_ VERSATILE 
! l Will handle 1/4 - 5/6 - 3/8 RUBBER BALL PROTECTOR 
ales - 1/2 inch snakes. Fits any liminatleds 
mak nake house 
. wes i yield LEFT BREAKING BOWLS 
ont. WOUND WIRE prevents universal joint of 
ring ONE MAN JOB RUBBER SLEEVE Adds far greater life ‘‘Drop-Head’’ from striking 
Saves two-man charges. Turns Guards against by reducing uncoil- easily damaged internal por- 
4500 right or left — or chipping ing and kinking tions of modern bowis. 
H i Wi, 
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4 
unit NEW HEX BIT ——7 


LY MALL COUPON FOR FREE INFORMATION 


A Maar Improvement’ A flick of the Thumb and the drill! 


















. . ‘ ; f 
is ifstantly attached to the gear shatt and cannot fall off i Flexible Plumbertools, In¢, Dept. DE 
° § 3782 Ourungo Avenue, Los Artgeles 34, California 
t § [] Mail Free Literature [—] Send name of nearest dealer 
PLUMBERTOOLS, Inc. * 

and i Nome ._ i as ees SO 
int- 3782 Durango Avenue, Los Angeles 34, Calif. - Address- 
lions ecg i 
s . a City 
zine FRANK DONOVAN COMPANY, 9 So. Clinton St., Chicago, Il. 5 (acai Jobber, 
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AMERICA’S LARGEST MANUFACTURER OF PIPE CLEANING TOOLS AND EQUIPMENT 





GREATEST VALUE AT THE LOWEST COST 
IN WATER SOFTENER HISTORY! 


the exciting NEW 


Thrift-Masters 
from $79°° 


..NOW DESIGNED AND BUILT BY 


Monann Yooomanes 











Peak Performance Year After Year is Your 


Guarantee when You Specify Haas 


[ . 
| Haas Fixtures ive peck 
performance year after year. Guar- 

anteed frostproof closets with cast-iron 


H-1 or china hoppers, frostproof yard hy- 
rg mae d d tank closets re- 
i tron Bow! rants and pressure tan 
osm great names now merged to bring Thr elie: ten tne ank “aene Sonben: 
ee ee — : Specify Haas for bigger profits and 
Beautiful, practical Thrift-Masters are also $47.60) more satisfied customers. 


tagged to sell! How unlike other lines whose 








scarey prices frighten customers out the exit. , 
Inc. Display and sell Thrift-Master’s 3 great mod- Write for the New Haas 
rth , els now. gem soften water a Livewe wt d P P Li | 
- iron, stop sediment . . . pay for themselves 
own pe Bowie A soap. water, — time and | H-2 Catalog an rice ist: 
effort. Cost little to run, need next to no at- . 
Tebb tention. Real quality too, as these features MAKE MORE ev ote For Over 58 Years, Leading Schools, In- 
ence prove! BUILT-IN BACKWASHING ® AUTOMATIC MONEY Closets dustries and Institutions Specify Haas. 
RINSE CONTROL (OPTIONAL) ® THRIFTEX HIGH- | (Plumber's 
CAPACITY MINERAL ¢ NUMBERED VALVES @ PLAS- Price 
TIC-LINED TANKS ® ONE YEAR WARRANTY. | $39.80) 









NOTE: A splendid opportunity awaits you. saa 
We’ve something big in the wind. Hoos Cast tron Hoas 700 














Automatic 
i Washdown Bow! 
yls A HONEY [Plumber's Price $45) Pressure 
OFA LINE Tank Closet Haas 
1in ¢ es | A (Plumber's Frostproof 
& Price Yard Hydrant 
—_ ° $48.00) (Plumber's 
= wa D Price 
ere. $11.00) 
ain- Water Systems « Submergible Pumps « Softeners « Filters » Hydrants + Faucets + Water Heaters « Laundry Tubs 
‘iod, 





on- MopeERN- WOoODMANSE 


Sales Division George Getz Corp. Dept. DE, WEST CHICAGO, ILLINOIS 








’ THE PHILIP HAAS} COMPANY » DAYTON 2, OHIO 
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Make the right move... 
switch to new Spartan Convectors —and win! 


Examine any Spartan convector... Notice that its offset 
header allows plenty of working space, its “lift-up, lift-out” 
cover eliminates screws and tight clips. 

Spartan Convectors’ exact working dimensions permit 
accurate roughing-in and assembly line production. Their 
carefully designed fin protective plates allow handling of coil 
element in installation, yet are unusually quiet in operation. 
Spartan Convectors are built in a variety of styles to 

rigid specifications.* From their low-resistance, steam and 
hot water headers (an exclusive design), to their aluminum 
fins, Spartan units are made for trouble-free heating life. 

* All Spartan Convectors are ‘“‘code-rated"’ under CS 140-47, a 


joint standard of the Convector Manufacturer's Association and 
the United States Department of Commerce. 


SPARTAN 


CONVECTOR COMPANY, INC. 
Division of Spartan Shower Stall Co. 
19 CLAY STREET, BROOKLYN 22, N. Y. 


SING eS Ne — 2 
Now York, #. 7. 
Chicage, Hil. y 


Spartan Coast-to-Coast 
Warchouse Service 

















FREE! Get your 
illustrated folder 
containing complete 
technical data on new 
Spartan Convectors. 
Write today! 





PES a= a CO ER OR RE SS 
gosssevenset t SPARTAN CONVECTOR CO., INC. D.E. 125 t 
[| 19 Clay St., Brooklyn 22, N. Y. i 
i Gentlemen: Please send me your free, illustrated 7 
folder containing complete technical data on new 

t Spartan’ Convectors. t 
i My nome i 
i Firm i 
t Street ‘ 7 | 
j City Zone _ State a 
of 








Thee BUYER 


with the least worries is 
| the one who supplies his 
| trade with these 


Srant !/ilson 








PRODUCTS 


ASBESTOS AIRCELL PIPE COVERING: 


For low pressure steam, hot water and vapor system pipe lines 
see low cost, fuel saving! Pre-shrunk. Complete with canvas 
| jacket and bands. Three foot lengths fit all standard pipes. 4%” 


| and 1” thick. 


WOOLFELT PIPE COVERING: 

| For cold water and return lines , . . no 
| sweating, rusting. Pre-shrunk. With uni- 
} versal liner, canvas jacket, bands. Standard 
| shiek. lehgths fit all pipes. %”, %” and 1” 
thick. 


| 
| 
|ANTI-SWEAT PIPE GOVERINGS: 
A special moisture-resistant felt in tele- 
scopic construction ... no sweating or 
dripping. Three foot lengths fit all standard 
pipes. %” and \%” thick, single shell. 1” 
thick and up, double shell. 





Also Frostproof Pipe Covering: 


| 86” sections split longitudinally. Easy to install. Combines 14” 
Hairfelt, %” Woolfelt—saturated tar liner. Complete with canvas 
| jacket and bands. 


| ASBESTOS INSULATING CEMENT: 


Insulation for all boilers, fittings and tanks. Increases boiler effi- 
ciency . . . saves fuel. Easy to apply . .. drys to smooth white 
finish. Comes in 10, 50 and 100 Ib. packages. 


| ASBESTOS FURNACE CEMENT: 


Makes an excellent smoke-tight, gas-tight 
and fireproof seal on all types of heating 
upits. A high temperature refractory in 1, 
2, 5, 10, 25, 50, 100 Ib. metal containers— 
also half Bbls. and Bbls. 





ASBESTOS INSULATING FELT PAPER: 


Use in every basement . . . ideal for wrap- 
ping furnace pipes and casings, for fire- 
proofing combustible constructions, making 
gaskets, etc. 18” and 36” wide. 25, 50 and 
100 Ib. rolls in all standard paper weights. 





| ASBESTOS MILLBOARD: 


| Fireproof + «+ can be sawed, die-cut, 
| punched, nailed and painted. Standard 
| sheets 42x48” (other sizes to order). All 
| thicknesses 1/16” and up. 


aes 
LU 


COMBUSTION CHAMBERS: 
| Range of sizes (.75 to 12 G.P.H.) and shapes 


op for every job. Thin-wall and tongue-and- 


groove construction efficient, long- 

lasting! Easy to handle and set up .. . 
} See Your Grant Wilson Wholesaler or Write Today for 
Bulletin 1255-D 


individually packaged with everything neces- 
sary for installation. 





| 
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News .. . continued from bottom of page 180 


ditioning unit. Studies of heat gain calculation and 
installation procedures will be included in the classes 
to be held Monday through Friday on weeks 
beginning: Jan. 15; Jan. 29; Feb. 5; Feb. 19; Mar. 11 
and Mar. 18. 


Detroit Brass Moves Chicago Offices 


Cuicaco—Warehouse facilities of the Detroit Brass 
and Malleable Co. have been greatly enlarged here 
to provide for expanded inventories of malleable 
plumbing fittings and brass valves. The second floor 
of the warehouse has been modernized to accommo- 


date the company’s newly-moved Chicago offices. 


Rheem Fetes 30th Anniversary 


Sout Gate, Cautir.—Three Southern California 
plants of the Rheem Manufacturing Co. recently 
observed the Corporation’s 30th year as a manufac- 
turer in the plumbing and heating industry at an 
open house and luncheon here. W. S. Rheem II, 
vice president and general manager, and Gordon W. 
Mallatratt, newly elected secretary and treasurer, 
greeted government officials and military leaders who 
were invited to the ceremonies. 


Hajoca Sales Show Increase 


PHILADELPHIA—Directors of MHajoca Corporation 
have announced that net income for the firm was 
$214,774 for the first nine months this year, compared 
to $109,547 for the same period in 1954. Sales through 
September, 1955 amounted to $30,322,134, for an in- 
crease of nearly $342 million over last year for the 
nine month period. 


Mackin Leaves Internat’! Heater 


Utica, N. Y.—lInternational Heater 
Co. has announced the retirement of 
_ T. Reid Mackin, formerly in charge of 
* the Chicago office and warehouse opera- 
~ tions. Mackin joined the company’s 
Chicago sales force in 1920. Since then 
he has covered various territories in 

Mackin the Middle West, in the Chicago area 

and Wisconsin. In making the an- 

nouncement, I. C. Barber, sales service manager, said 

Mackin has established himself during his 35 years 
with the company as an authority on heating. 





Air Conditioning Firms Merge 

Cuicaco—The merger of two major manufacturers 
of room and packaged air conditioning equipment 
recently was revealed by J. W. Alsdorf, president of 
Cory Corporation, who announced his firm has pur- 
chased all capital stock of the Mitchell Mfg. Co. 
Purchase price was not disclosed but Mitchell assets 
were estimated to be in excess of $3 million. 

The wholly-owned subsidiary will continue to op- 
erate as it has in the past under the same management, 
sales, distributor and dealer organization. A. N. Pritz- 


(Please turn to top of page 184) 
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Ee easy way of installing underground pipe. 
































CUT COSTS ON UNDERGROUND 
PIPING INSTALLATIONS WITH 
GREENLEE PUSHER 4 









Save hours of time, cut job costs with this 


ith a Greentee Hydraulic Pipe Pusher, one 
man pushes pipe under streets, walks, tracks, 
lawns, floors, and other obstacles. No costly 
tearing up of poring . . eliminates extensive 
ditching, as just a short trench accommodates 
the Pusher. No tedious tunneling, backfilling, 
tamping, repaving. Compact, portable, power- 
ful. Often pays for itself on first few jobs. 
Thousands in use for big savings of time and 
labor. Two models: one for 34 to 4” pipe, one 
for larger pipe, concrete sewer pipe, drainage 
ducts. Write for facts today. 


POWER PUMP 


For all models of GREENLEE Pipe 
Pushers and Hydraulic Pipe Benders. 
Makes the toughest pushing jobs simple, 
fast. Average pushing performance: two 
feet per minute. Rubber-wheeled under- 
— available as extra equipment, 
provi cs convenicnt, casy way to trans- 
port aod move about on job location, 


edi. 


iin ii aa oars 


z= 
GREENLEE 


Greenlee timesaving tools for plumbing and heating work: Hydraulic 
Pipe Pushers * Hydraulic Pipe Benders * Tubing Benders * Pipe Bits 
Auger Bits * Spiral Screw Drivers * Chisels * And many more 
Greenlee Tool Co., 2372 Twelfth Street, Rockford, Illinois 
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TINICUM 


METAL PRODUCTS | 
Increase Your | 
Profits | 
TINICUM | 

HANGER STRAPPING 


in E-Z Pull Cartons E-Z to Carry 
E-Z to Use .. . PREVENT WASTE. 
Available in %” by 20 gauge bright, enam- 
eled, hot dipped galvanized, copper coated 
steel—also in solid copper—50 ft & 100 ft 
coils. 


TINICUM SOLID 


COPPER TUBE , 
STRAPS Beaded for Extra SS 
trength—Quickly Installed— f° 














SAVE LABOR 
Available In 1, 34”, Yo", Ye sizes, 
with or without coppered nails; packed 
100 straps per box. 


TINICUM LAUNDRY TRAY STANDS 


Well Built—Easily Set Up— 


PRICED RIGHT 
Available for 1-part and 2-part 
cement or porcelain trays, with or 
without self-leveling legs. 


STURDY SOIL 
PIPE HOOKS 
Constructed to hold, 
‘align and support soil 
jpipe. Sizes: 2”, 3” 

»/ and 4”. 











SEND FOR CATALOG PRICE SHEET 
TINICUM METAL COMPANY, INC. 


8Sth ST. & TINICUM AVE PHILADELPHIA 42, PA 








=aESS ‘‘revelation”’ 
a close coupled 
reverse trap 
combination 
@ Finest white vitreous 


china 
Oversize trapway 
Peerless 4-bolt tank 
connection—strong, 
safe, simple, most 
durable 
@ Easy to install—no 
parts to misplace 
Quick, easy alignment 
@ Rubber gasket and 
resilient washers 
for leakproof 
cushion fit 


Peerless | 
4-bolt 
tank connection 








No. 5100 — 10” roughing in ~ 
No. 5200 — 12” roughing in 
No. 5300 — 14” roughing in 


rc — = a 





Send for the Peerless Catalog 


PEERLESS POTTERY, INC. . 


Evansville 12, Indiana 
High Quality Vitreous China since 1902 
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ker, chairman on the Cory board of directors, has 
been appointed to a similar position for the subsidiary; 
Alsdorf will be president of the two firms while B. A. 
Mitchell will step down as active head of his firm but 
will serve Cory in an advisory capacity. 


Kohler Opens New York Showroom . 


Kouter, Wis.—A new showroom has been opened 
by Kohler Co. at 99 Park Ave., New York City. 
Interior decoration is of modern decor and features 
displays of the six colors in the company’s line of 
fixtures and a selection of plumbing fixtures against 
movable panels and partitions. Among the display 
room highlights are replaceable photo murals show- 
ing production operations and Kohler Village scenes. 


Williamson Heater Changes Name 


Crncinnatl1, O.—The Williamson Heater Co. has an- 
nounced its name has been changed te The William- 
son Co. W. L. McGrath, president, said in recent 
years the firm has entered into production of central 
residential cooling equipment in addition to other 
products not related to heating and cooling. The 
company feels its name should no longer emphasize 
only one of its products, McGrath explained. 


Youngstown Adds New Department 

Warren, O.—Youngstown Kitchens has added a 
sales relations department to its merchandising di- 
vision. Ted Berndt, on the public relations staff since 
1950, has been named manager. Purpose of this de- 
partment will be to produce sales aids, develop com- 
munications media to keep distributors and dealers 
better informed, and to handle general company 
relations with the field organization. 


Opens A-C Equipment Museum 


Los ANGELES—A new Recold Museum of Air Con- 
ditioning and Refrigeration Equipment has been 
opened here by Hy Jarvis, president of Refrigeration 
Engineering, Inc. Purpose of the museum, Jarvis 





Hy Jarvis, president of Refrigeration Engineering, Inc., 
gingerly handles an antique compressor, one of the 
collector’s items in the newly formed Recold Museum of 
Air Conditioning and Refrigeration Equipment. 
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reports, is to collect and preserve ancient air condi- 
tioning and refrigeration equipment which will be 
h made available to the industry upon request. Some 
> of this equipment, he said, was on display at the 
idiary; recent American Refrigeration Institute show in. At- 
> B. A. lantic City. 
rm but 
Bryant Plans New Headquarters | GENUINE B A oa | NE S 
INDIANAPOLIS, IND.—Bryant Division of Carrier 
am Corp. soon will start construction on an administra- fF} PECUTTER S 
pened tion and engineering research building here. The 
| City. company will move its headquarters offices from Lead The Way In Today's GREATEST 
atures their present location upon completion of the build- 
ine of ing which is scheduled for occupancy by July, 1956. : . : 
gainst The expansion includes a complete remodeling of Pip e Line Undertakings 
lisplay the office building now on the site and addition of Cutting pipe to specifications on myriads 
show- a new wing to provide 30,000 sq ft of space. The of jobs all over the country, actually 
enes. building will serve as national headquarters and will means thousands of miles of pipe cut 
house management, sales, engineering and financial annually for the advancement of big 
personnel. business. And cutting pipe with a GENL- 
a were INE BARNES is big business in itself 
ties. Ruud Completes Move to Michigan backed by the noted, 3 small, sharp, 
recent KaLaMazoo, Micu.—Ruud Mfg. Co. recently con- expertly tempered cutter wheels, Tops 
entral ducted a national sales meeting and open house at for cutting wrought, steel and cast iron 
other its new general office building here to mark comple- pipe. 
The tion of its transfer of offices from Pittsburgh. The new 
hasize building provides 15,000 sq ft and is adjacent to the GENUINE 
company’s 200,000 sq ft water heater and residential BARNES THE BARNES TOOL CO., Inc. 
boiler manufacturing plant. The sales conference The 
was conducted by A. B. Cameron, president, ‘and Dependable NEW HAVEN6 CONN. 
ent ’ 
ae F. A. McFerran, general sales manager. Pipe Cutter! 
ed a ; ise SANA Sa 
aa Noland Adds 29th Branch 
is de- Mempuis, TeNN.—Noland Co., Inc., distributors of CROWN - NATIONAL OFFERS 
com- plumbing and heating equipment, recently acquired 
ealers its 29th branch here through purchase of the Memphis a C Oo M P L E T E L I iN E 
npany Plumbing and Heating Supply Co. The new branch OF QU ALITY STEEL SINKS 
will carry a complete line of plumbing, heating and 
industrial supplies to provide greater and more con- “ re Apc 
centrated coverage of the company’s mid-South ter- 
ritory. James L. Kerr, formerly manager of the 
Con- Richmond, Va. branch, will assume management of ; 
been the new organization to be succeeded in Richmond ) 
ration by H. George Longaker. 
Jarvis 
Kelvinator Reports Sales Gains 
Detroit—Kelvinator has announced that sales for SIZES 
the recently ended fiscal year were 37 percent greater 2? TO FIT te. 2192 
than the previous year. Laundry equipment sales YOUR NEEDS 
led all products with a 58 percent gain over 1954. : 
Refrigerators, which accounted for the largest unit Whether the job calls for a single or double com- 
volume, were up 41 percent and ranges 39 percent partment, with or without ledge, Deluxe or Standard 
4 eee cA r ae ‘ design, stainless steel or porcelain enamel, there’s 
A new combination refrigerator and upright freezer a. CROWN-NATIONAL sink to fill vour needs! With 
represented over 10 percent of total refrigerator sales $9 sisse to select tem CROWN-NATIONAL simpli- 
the company states. fies your job of installation . .. helps you make more 
A money. See your jobber or write today for free copy 
Oster Produces Educational Film of our new illustrated catalog. 
CLEVELAND—A new sound movie film, in full color, 
has been produced by The Oster Manufacturing Co. 
Titled, “Portable Parade,” the film covers the proper CROWN-NATIONAL COMPANY 
Inc., selection and use of portable pipe threading machines, 137 SOUTH WATER MARKET, CHICAGO 8, ILLINOIS 
f the both in the shop and on the job. The company has Telephone TAylor 9-4041 
um of (Please turn to top of page 186) 
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NEW LOW PRICES on 
COLE-SEWELL DRAFT CONTROLS 


f / 


SULLIVAN STABILIZER 


Gate control with or without uni- 
versal sleeves. Open check type. 
Top or side mounting. Perfectly 
counterbalanced. Ball bearings. 

Stock sizes from 14” to 36”. Special 
MODEL 730 


sizes on order. 
, ruday R 
DRAFT KOREKTOR 
Low price, positive action gate control 
designed specially for oil burners and 
stokers. Exclusive friction-free, knife- 
edge bearings. Stock sizes 7” to 12”. 4” 


to 6” sizes for stoves and space heaters. MODEL 909 


LAUND-R-VENT 


For any automatic clothes 
dryer. Vents moisture, lint, 
odors, etc., to outside. Eas- 
ily installed. Friction free. 
Rust proof. Won’t freeze. 
3” and 4” sizes. Standard 
and special kits. Snap Lock 
Pipe or new flexible tubing. 


COLE-SEWELL ENGINEERING CO. 
2288 UNIVERSITY AVE. + 8ST. PAUL 14, MINN. 










ALL ALUMINUM 
FITS ALL DRYERS 
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BY NAME 
“It Sticks On The Job’’ 


SULFLO No. 1 

For Hand Threading, Tapping and Brush On Jobs. 

SULFLO No. 2 

_ — Use Lighter density than No. 1. Has same properties as 
jo. 1. 

SULFLO Machine-Kut 

For Pipe Threading Machines and for the machining of high alloy 

steels. Machine-Kut is a sulphurized fluid type cutting oil, trans- 

parent on work. 


Sulfio Products are sold by selective Distributors 
(If you don’t know who your local SULFLO Distributor is, write us—we'll be | 








giad to send you literature and put you in touch with him.) 


SULFLO, INC. 


186 


ELIZABETH 4, N. J. 





News « » » continued from bottom of page 185 


basis to such organizations as trade associations, fore- 
man groups, contractors and engineers. The film has 
been cleared for television use. 


Unarco Previews °56 Products 

Cuicaco—At a two-day “shirt-sleeve” seminar 
held here recently, Union Asbestos & Rubber Com- 
pany previewed its 1956 line of heating and air con- 
ditioning products for approximately 40 mid-western 
sales representatives. The meeting was the first of 
three regional gatherings. Others were held in New 
Orleans and Atlantic City, N. J. 

A number of new products, including residential 
and commercial water chillers and a five-ton package 
unit were introduced. Besides the new products, re- 
designed baseboard radiation and industrial air con- 
ditioning units were displayed. 


Hotpoint Launches Sales Promotion 


Cuicaco—A new sales promotion consisting of a 
waterproof newspaper bag has been developed by 
Hotpoint Co. for use by its appliance dealers. Called 
a “rainy day newspaper bag,” the sales tool is supplied 
free by dealers to their local news agency or news- 
paper-magazine store with the dealer’s sales message 








Distributors of Weil-McLain Co.’s products are shown 
with company representatives embarking on a recent 
two-day visit to the firm’s plant in Michigan City, Ind. 





imprinted. The bags are then handed out to news- 
paper customers on rainy days as a free extra service. 
The bags are 16 in. long, 3% in. wide, 1% in. thick, 


F. E. Myers Forms Canadian Firm 


ASHLAND, O.—The F. E. Myers & Bro. Co. (Can- 
ada) Ltd., has been established in Kitchener, Ont., 
as a wholly-owned subsidiary of The F. E. Myers & 
Bro. Co. Officers of the new company are C. Ginn, 
Jr., chairman of the board; J. C. Myers, Jr., president; 
F. E. Myers II, vice president and secretary; M. G. 
Moses, treasurer; S. C. Miller, sales manager and as- 
sistant treasurer, and J. H. Schofield, assistant sec- 
retary. Named as directors of the company, in addi- 
tion to Ginn, are J. C. Myers, Jr., and Schofield. 

The new subsidiary will offer for sale in Canada 
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products now manufactured by the parent company. 
New manufacturing and warehousing facilities soon 
will be built for production of equipment in Canada. 
A sales training program for Canadian distributors 
and dealers also will be set up along with increased 
advertising, sales promotion and public relations. 


Kelvinator Offers Installment Plan 


Detroit—Kelvinator Division, American Motors 
Corp., has announced its dealers will offer special 
Christmas terms on installment purchases to en- 
courage appliance sales during the holiday season. 
The special installment plan permits the purchaser 
to select as the due date of the first monthly install- 
ment, any day within two and one-half months of 
the installation date. Only condition is that the con- 
tract must be dated between Nov. 15 and Dec. 24 
inclusive, and purchase of the contract by the com- 
pany’s sales financing subsidiary, Refrigeration Dis- 
count Corp., be dated no later than Jan. 15, 1956. 


Busser Supply Goes to Fair 


LewissurG, Pa.—Busser Supply Co., wholesale dis- 
tributor firm, reports over 6500 prospects were at- 
tracted to its display at the Bloomsburg Fair recently 
held in Bloomsburg, Pa. A drawing on a water system 
helped to lure consumers to the firm’s two booths, 
each separately devoted to plumbing and heating 
products. The company said great interest in the dis- 
play also was shown by its dealers. 


Reading Tube Sales Hit New Peak 


New York City—Reading Tube Corp., manufac- 
turer of copper and brass tubing, reports its sales for 
the first nine months of the year have set a new 
record. Sales for this period amounted to $16,481,634, 
an increase of 29.6 percent. Net income totaled 
$682,786 compared to $661,160 for the 1954 period. 


Carrier Builds New District Hdqrs. 


Datias, TeEx.—A new office building will be con- 
structed here by Carrier Corp. to house district head- 
quarters for its Machinery and Systems and Unitary 
Equipment Divisions. The new single-level structure 
will provide about 11,000 sq ft of office space and 
9,009 sq ft for light assembly work and storage. 
Carrier broke ground in mid-November. 


General Controls Completes Merger 


GLENDALE, CA.ir.—Integration of the Perfex Di- 
vision into overall operations of General Controls 
Co. has been completed. 

Additional executive appointments have been made 
since purchase of the Instruments and Controls 
Division of the Perfex Corp. last April. Maurice 
Eastin has been named manager of sales for the 
division with headquarters in Skokie, Ill. Also ap- 
pointed were Ray Horan, merchandising manager 
of field engineering, and Harold Welnitz, assistant 
manager of service engineering. 

The former Perfex plant in Iron Mountain, Mich., 

(Please turn to top of page 188) 
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DUST) magnet 


filter is a 
superior product 


says Albert J. Mattes 
General Manager 
J. M. Oberc, Inc., Detroit 





Mr. Mattes, as general manager of one of Michi- 
gan’s largest refrigeration and heating equipment 
jobbers and manufacturers’ representatives, care- 
fully analyzes a product and its market before 
deciding to handle it. Here is what he says about 
the Dust-magnet filter: 
“I chose the Dust-magnet filter because it is truly 
permanent and easy to clean. It’s a superior 
product, the price is sensible, and the company is 
reliable and cooperative.” 

The Dust-magnet electrostatic filter is made 

of patented woven white plastic installed 


under spring tension in a galvanite steel 
frame. Ask for literature. 


STODDARD INDUSTRIES, INC. 
1545 Kingsbury St., Chicago 22, Illinois 








a 
ORIGINAL © PHiLups = 


$7-% 


EXPANSION SHELL 
THAT 
DRILLS IT’S OWN 


HOLE... 





ORIGINAL 
PHILLIPS 
Self-Drilling EXPANSION SHELL 
REQUIRES NO SEPARATE DRILLS 


ALL STEEL — Fireproof — SAFE! 


Assures Fast, Economical An- 
choring in concrete, brick or 
stone. Install with your present 
power hammer or by hand. 


Send for FREE Bulletin 
PHILLIPS DRILL CO. 


DEPT. 22, MICHIGAN CITY, INDIANA 













187 








NEW-REVOLUTIONARY 


J. AcAP | 
2. a bisc | 
ef | 


3. A BODY 








Only moving part, a hard- 

ened Solid Stainless Steel 
| Disc, practically wear-proof! 
| 2134-F 





STEAM TRAP 


defeats 
wear-corrosion! 


This NEW Sarco Thermody 
namic Steam Trap virtually 
eliminates maintenance 
Stainless steel throughout 
Only one moving part. 

No valve-closing mechan- 
isms to wear or stick. Not 
affected by superheat, water- 
hammer, vibration, corrosive 
condensate. No critical clear- 
ances to choke. No gaskets to 
leak. Same trap for all loads 
and pressures 10-600 psi. 

Write for bulletin 255-44 
or a TD trap for a 60-day 
trial installation. Specify 
size and application. 


SARCO COMPANY, INC. 
EMPIRE STATE BLDG., N.Y. 1, N.Y 





SEVERAL 
MAN HOURS 
LOST DAILY 


... until a 


Della 
OIL 
UNIT 
HEATER 


Weel dtil-te| 





PROBLEM: 


form to work 
weather. 


up this 


easily moved 


loading 


platform! 


Send for 


selected because heat output is high while fuel 
costs are extremely low. Installed fast and 





It was impossible for loaders 
at this open warehouse plat- 
more than short shifts in cold 


A Delta Oil-Fired Unit 
Heater was installed. It was 


wherever else needed as the 


weather gets warmer. 


. | Loaders can now work a full 
RESULTS: day comfortably in any 


weather. Number of trucks loaded per day has 


complete new doubled. Operating costs of the Delta Unit 


catalog D 


Heater are negligible. 


This is only one of hundreds of jobs that a Delta 


OIL Unit Heater can do better and more economically. 


DELTA HEATING CORPORATION 


TRENTON 8, NEW JERSEY 
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will continue under General Controls operation to 
manufacture the line of controls. Engineering and 
development activities will remain in Milwaukee. 


Trane Exec. Speaks at A-C School 


LaCrosse, Wis.—Ted W. Ernst, manager of the 
coil sales department of The Trane Co., spoke on 
technical aspects of coil design at the 1955 Air Con- 
ditioning Institute recently held at the University 
of Wisconsin. The Institute was sponsored by the 
University Extension Division and the College of 
Engineering, in co-operation with the American 
Society of Heating and Air Conditioning Engineers, 
the American Society of Refrigerating Engineers and 
the Instrument Society of America. Purpose of the 
Institute was to impart latest information on various 
phases of air conditioning and instrumentation to 
contractors, designers and engineers. 


Depperman Resigns as Nelson V.P. 


St. Lovis—O. F. Depperman has resigned as 
executive vice-president and director of the N. O. 
Nelson Co. wholesale firm to become a sales and 
management consultant to manufacturers and whole- 
salers. The announcement was made prior to pur- 
chase of controiling stock by the Bellanca Aircraft 
Corp. Over the past thirty years, Depperman has 
served with the Kohler Co., Briggs Manufacturing 
Co. and Nelson in management, sales, advertising and 
sales promotion. 


F& W Opens New Warehouse 


KENDALLVILLE, Inp.—F lint & Walling Mfg. Co., Inc., 
has opened a new branch warehouse at 107 Tenth 
Ave., N., Nashville, Tenn., bringing its total number of 
branches to six. The new branch will maintain a 
ccmplete stock of the firm’s pumps and repair parts. 
An intensive radio, newspaper and direct mail pub- 
licity program has been prepared. 


Names in the News 





Servel, Inc., Evansville, Ind.—Robert K. Eskew 
has been promoted to product director. Appointed 
as distributors are the Servair Heating & Cooling 
Corp., Indianapolis, Ind., and the W. V. Alton Sheet 
Metal Co., Marysville, Calif. 


Gas Appliance Manufacturers Assn., New York 
City—Herbert Luoma has been appointed director 
of technical services. 


Peter Healey Brass Foundry Co., Evansville, Ind. 
—Appointed as manufacturers’ representatives are 
James L. Foster in Indiana and Kentucky, and Erwin 
C. Rohr in the northern part of California. 


Patrol Valve Co., Cleveland—Named as _ repre- 
sentatives are Thomas Associates in the Buffalo- 
Erie area, Richard Dirkes in western Missouri and 

(Please turn to top of page 191) 
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ae --.fOr Sweat Soldering and linning 
2e, * 
Fluxolder Solder Paint 
: Does 3 jobs in 1 Operation 
the 
en FLUXOLDER SOLDER PAINT is a uniform mixture containing 
ey cleaner, activated flux and powdered solder—all in one can. { | 
rsity 
the 
2 of 
ican 
ers, 
and 
the 
ious 
1 to 
1. Apply Fluxolder by 2. Assemble tubes and 3. Heat, touch ends of joints 
brush to tube and fittings. with wire solder to check 
as fitting. correct heating. 
1. 
a4 elites WRITE FOR FREE SAMPLE 
pie- 
and Address of Nearest Jobber 
yur= SOLDER PAINT 
raft am FLUXOLDER 
has § IT $o 
os yor Slee (DER. PRODUCTS CO. 
and ee: 511 West Larned St., Detroit 26, Mich. 
NOT ENOUGH DRAFT? | wwrsmsoson. 
- 
7 . . 
4 . . Get a firmer grip on your work 
> i f o 
e jenn und Mies Tors 
og =~ Special feature TOOLS 
val DRAFT INDUCER We 
Solves that Problem | Muiti-Duty PLIERS 
for Good! design mniptios mead GUISE 
: power 10 times. 4 posi- ( : 
Poy wo per S 
ew INSTALLS IN MINUTES WITHOUT REMOVING iawn. % cn 
ed ANY SMOKEPIPE! ae we 
ing : 
Faulty stacks? Undersized chimneys? Downdrafts? Re- 
~ strictions in the heating plant? Laugh at ’em now, thanks P Bh, tra VISE PLIERS 
to Tjernlund Auto-Draft. Lotsaaetth 1 ton ori, 
k Just cut a rectangular slot in the smoke pipe and band the releases instantly, gently 
oe unit on. Adjustable mounting straps provided fit sizes 5” with touch of the finger. 
tor through 18”. Adjustment paw] allows variations of draft Five tools in one. De- 
up to 50%. 3 sizes cover range from 1 gal. to 12 gal. oil. signed to do more work 
From 100 to 1600 c.f.h. gas. Venturi principle assures cool ae —_ faster for the ae te 
nd. running. Approved and recommended by leading furnace eS 
ere and boiler manufacturers. Gripso-Matic PIPE WRENCH 
vin Sold through wholesalers. Write for catalog sheet. A flick of the wrist, a tap \ ies 
of the a — // Bes, 
stantly, perfectly. Stream- 
A lined-lightweight, works a 
re- ern u " d AUTO oni as fast as — Pipe > 
lo- wrenches. A brute for 
ind MANUFACTURING CO DRAFT strength. All tools guaranteed 
: See your dealer or write H. R. BASFORD CO. 
2142 KASOTA AVE.,$T. PAUL 14, RAE Dept. DE-12, 235-15th St., San Francisco, Calif. 
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fue BIG Le} Gy & Ba 


LEE 





Cast Brass FITTINGS 


LEE, a fine old name that can be relied on for high quality 
and friendly, sincere service —always! For nearly 40 
years this name has stood for the finest in fittings (CAST 
Brass — Drainage — Soldered — Screwed) — Gas Stops, 
Stop and Wastes —Unions—and allied products of 
Brass, Bronze and Copper for the Plumbing and Heating 
trade. Only satisfaction and satisfactory dealings can 
Sustain a reputation that long. Try LEE—and see! 


o> 


LEE BROTHERS 
FOUNDRY CO.:, Inc. 


ANNISTON, ALABAMA 


Write todav for our large, illustrated catalog 
No. A-1-A-3. Any questions? Remember, LEE 
means QUALITY. 




















for year ‘round 
protection 


install VOGEL 








Frost-Prooft 
CLOSETS 


The Vogel NUMBER 15 
Frost-Proof closet with 
vitreous china bow] il- 
lustrated here is a great 
convenience installed in 
an outbuilding or on the 
rear porch of a residence. 
The Number 15 is a neat 
durable outfit plus a real 
water saver. No mech- 
anism in tank to get out 
of order 





Over TOP FlusH 





Over 1,000,000 Vogel frost- 
proof closets and hydrants have 
been installed. Not one has 
ever frozen! 








Joseph A. Vogel Company 
WILMINGTON 99, DELAWARE 
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SEPT SOG oS 


WATER HEATER 


@ EXTRA heavy galvan- 


ized or glass lined tank, 
REMOVABLE. 


@ Sectional combustion 


chamber. Taken in and 
out of inspection door. 


@ Use No. 2 oil, same as 


in your furnace. 


@ Wide public acceptance, 


26 years making good 
oil water heaters. 


@ Also a complete line of 


large heavy-duty oil or 
gas fired water heaters. 
For schools, apartments, 
and public buildings. 


BOCK 


CORP. 


110 S. DICKINSON ST. 
MADISON 4, WIS. 





4” x 5” 


NO-SOL 
Toilet . . . 





quired. 





} 
' 


O 


Your specite Prob- (iJ/ Pam WUML IE -MNa blo A 


S 
Dp 


years. 


lem Will Receive Our 
Prompt Attention 
Write Today! 





We have been manu- 
facturing quality floats 
exclusively for over 47 


3047 WN. ERIE STREET, 





Patented spud 
attachment. Gasket 
securely seamed 
between two halves. 


E specialize in copper and brass 
floats for open tank applications. 
Spherical, oval, cylindrical, pan- 
cake and other types... all in various 
sizes and with attachments as re- 








TOLEDO 11, OHIO 
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northwestern Kansas; Tom Carmon in southern Kan- 
sas and Oklahoma, and Thomas Harper in Phila- 
delphia. 


Preway, Inc., Wisconsin Rapids, Wis.—Henry F. 
Shea has been appointed advertising and promotion 
manager. 


General Electric Co., Bloomfield, N. J.—R. R. 
Routh, Jr., has been named manager of advertis- 
ing and sales promotion in the home heating and 
cooling dept., and Norman R. Austin has been ap- 
pointed distribution planner of marketing for the 
department. Mayo & Lytle Inc., Metuchen, N. J., 
has been named distributor in Somerset, Middlesex 
and Union counties, New Jersey. 


Barnes Mfg. Co., Mansfield, O.—Paul E. Finical 
has been appointed advertising and sales promotion 
manager. 


Connor Engineering Corp., Danbury, Conn.—Ap- 
pointed as representatives are Samuel S. Neide & 
Associates in Maryland, Delaware, Virginia, West 
Virginia, and North and South Carolina, and Sam- 
uel T. Polk, Jr., in Mississippi and southern Loui- 
siana. 


American Gas Assn., New York City—Lyle C. 
Harvey, senior vice president of Carrier Corp., has 
been elected a director, and Bruce A. McCandless 
becomes assistant managing director. 


Union Asbestos & Rubber Co., Heating and Cool- 
ing Div., Chicago—William G. Huston has been named 
western regional sales manager. F. J. Hearty & Co. 
has been appointed representative in southern Cali- 
fornia. 


Wolverine Tube Div. of Calumet & Hecla, Inc., 
Detroit—William M. Robertson has been appointed 
representative in New York City to replace William 
Bothwell who has assumed new responsibilities in 
the aluminum department. Jack Sheehan is rep- 
resentative at new offices in Louisville, Ky. Don F. 
‘Zimmerman has taken on new responsibilities in 


the advertising department. 


Kritzer Radiant Coils, Inc., Chicago—J. L. Myers 
Co. has been appointed sales representative in north- 
ern California and northern Nevada. 


_, Airtemp Div., Chrysler Corp., Dayton, O.—James 
Hughes has been named supervisor of advertising 
and promotion for residential air conditioning and 


heating, and J. Carl Brigance becomes district man- 
ager in Chicago. 


Kelvinator Div., American Motors Corp., Detroit 


—R. G. Alexander has been named sales manager 


(Please turn to top of page 192) 














. " OUT FROZEN WATER PIPES! 
A Lig __ ELECTRONICALLY 


“TH 
Ouproced Rend! 


THERM-O-TRON 


FOR THAWING frozen pipes in homes, factories 


INDISPENSABLE and on the farm... THERM-O-TRON saves time 
EQUIPMENT FOR . .. labor ... money. It is the dependable eco- 
nomical safe method of meeting winter emergencies, 

PLUMBERS eliminating property damage as there is no open 
STEAM FITTERS flame. No digging into frozen ground or tearing 


. out of walls. 
spe ease FOR COMMERCIAL installation in plants requir- 
STOCK RAISERS ing a steady flow of liquids THERM-O-TRON 
HOTELS will thermostatically control the temperature of pipe 


. lines carrying such fluids, thereby releasing the con- 
HOSPITALS gealed area. 

FACTORIES INDUSTRIAL PLANTS where brazing and solder 

° ing applications are a major requirement in main 

INSTITUTIONS tenance, THERM-O-TRON once again effects 

countless savings, proving itself invaluable for di- 


MAINTENANCE MEN 


versified repair jobs. 


Works on IRON PLUMBERS report bigger profits due to faster 
COPPER and LEAD handling of emergency freeze up calls. FARMERS 

PIPES save valuable time and expense handling emergen- 
cies on the farm. 


e SUPER INDUSTRIAL ARG WELDERS @ 





Trindl manufactures a complete line of electric are welding equip 
ment. “A WELDER FOR EVERY REQUIREMENT" . . ranging in 
sizes from 75 AMPS to 400 AMPS Cap. Trindl Welders, Welding 

and A are d dable. They Save You Time and 


Money! 
WRITE US TODAY—JOBBER & DISTRIBUTOR INQUIRIES INVITED! 


ILE LULGEMEEM cHicaco te Ili 




















Carton ASSORTED 
PIPE NIPPLES 


SIZES 
Ye through 2” 


Packed in Cartons 
of 25's or 100's 
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FUsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA 











MAKE INSTALLATIONS EASIER WITH 


: Ingersoll 4 





—_— die-formed measurements plus 
light, extra durable porcelain-on-steel reduce 


installation time and cost to a minimum. 
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More Sales— More Profit. os with 
SPEED-€ MATIC ELECTRIC - GAS 


WATER HEATERS 


Engineered for Performance and Economy 
A size for every need and purpose—from 6-gal. 
fast recovery—to 82-gal. storage type heaters. 
SPEED-O-MATIC Water Softeners—with 
patented fool-proof solo type valve and built-in 
by-pass—extra heavy stee] tank—available in 
nine sizes: from 32,000 to 104,000 grain capacity. 
“GENERAL” ICC Approved 20 Ib. 
and 40 lb. Gas Tanks 












The high quality 
line of 
SPEED-O-MATIC 
products are in 
year-’round demand 
—no slack season— 


an assurance of 
greater profits. 










for literature 


and prices today 


MANUFACTURING & DISTRIBUTING CO 
QUINCY MICHIGAN, U.S.A 







GENERAL 











it’s Sak BROTHERS 


A dependable filler and relief valve tor control- 
ling pressures in hot water heating systems. All 
bronze construction. Factory settings 12 Ibs. 
delivery and 30 Ibs. relief. 







SALL Fittings greatly im- 
prove efficiency of entire 
hot water system. Only one 
fitting on return line is 
ameeded. This directs free 
flow of water through ra- 


Wy diator. 


BROTHERS | COMPANY 


2324 Kishwaukee © Rockford, Illinois 











| 


Names . . . continued from bottom of page 191 


of the commercial wholesale department to succeed 
E. G. Haight whe has been appointed sales engineer 


in the contract sales department. 


J. A. Zurn Mfg. Co., Erie, Pa—J. M. Palframan 
has been appointed vice president-finance. 


Lennox Furnace Co., Marshalltown, Ia—Martin G. 
Beline has been appointed manager of industrial 


sales. 


Whirlpool-Seeger Corp., St. Joseph, Mich.—Ap- 
pointed as distributors are Eddy & Co., Providence, 
R. L, to replace Capitol Distributing Co. in Rhode 
Island; RCA Distributing Co., Buffalo. N. Y., to suc- 
ceed Cladco Distributors. Inc.. in eleven counties in 
western New York and Pennsylvania, and Morris 
Distributing Co., Syracuse. N. Y., to succeed B. H. 
Spinney Co. Inc. in central New York and two Penn- 
sylvania counties. 


The H. B. Smith Co., Inc., Westfield, Mass.—Lauren 


E. Seeley has been elected vice president, engineer- 


ing. 


Westinghouse Electric Corp., Sturtevant Div., Hyde 
Park, Boston, Mass.—E. N. Foss has been appointed 
manager and P. J. Zilles sales manager of the new 
air cleaning products department. The Forslund 
Pump and Machinery Corp., Wichita, Kan., has 
been named as distributor for ventilating sets and 
general purpose industrial fans. 


Drayer-Hanson, Inc., Los Angeles—Leonard Alpert 
has been promoted to personnel manager. 


John Wood Co., Heater & Tank Div., Consho- 
hocken, Pa.—Frank H. Schneider has been appointed. 


director of engineering. 


General Controls Co., Glendale, Calif—S. Alfred 
Walker has been appointed public relations repre: 


sentative. 


Worthington Corp., Harrison,~N. J.—George F. 
Habach has been elected vice.president -in charge 
of engineering to succeed’ Harry A. Feldbush, who 
will continue on the technical staff as consultant on'- 
special engineering problems. Ralph G. Griffin has’ 
been appointed manager of the ‘Cincinnati office to 
succeed Early W. Vinnedge, who*has* been’ named 
special representative on larger’ negotiations. ‘John 
E. Lancaster has been named manager of engineer- 
ing in the Air Conditioning and ,Refrigeration Div. 
F. A. McConnell replaces Laritaster as , fulet engi- 
neer, heavy material section. 


Iron Fireman Mfg. Co., sa a aaa H. 
Kibbe has been reappointed sales training director. 
Stanley F. MacMichael has been named sales man- 


ager in the eastern half of Ohio, and Howard Mis- 


(Please turn to top of page 195) 


Domestic ENGINEERING, December 1955 








4 


oH 




















eed 


eer 


nan 


rial 


ice, 


las 


ort 








REACTION’ Youu 


i) : ; The Peerless line Mey 

/ wy is your gilt edge investment in customer satisfaction 

} > that earns dividends far beyond the profits of a single sale. Your % 
= dividends continue in future sales . . as 

astounding profits. 

Peerless heaters can be sold with utmost confidence as their is no equal to their 






cans 








a chain reaction that pyramids 


New 1955 designs are vastly improved and innovations are being constantly 


styling, quality, performance, economy and old fashioned customer satisfaction | 
tested in our modern Gas Engineering Lab for your future sales advantage. | 
| 


| 


peyreger’ "LITERATURE 
pircenel? 


TLL 
TAREE SS COMPLETE 






‘CRerkeoo UNIT HEATERS | | 


PEERLESS MANUFACTURING CORP., LOUISVILLE 10, KY. 











rf 
i The 


WIGWAM- 
THERMCAP 


‘limi 


“@ DOWN DRAFT 

@ SLUGGISH DRAFT 
@ DAMAGING ACIDS 
@ CARBON 

@ CREOSOTE 


@ RAIN MOISTURE 
@ FUEL GAS CONDENSATION 





give my customers 
the BEST/ 

















The WIGWAM-THERMCAP improves combustion — thus saves 
fuel. looks good — is good. Keeps entire chimney dry. Has 
no maving parts to wear out. Saves costly oe. Poor draft 
is dangerous; good draft meons y- t d prin- 
ciple_@f -WIGWAM-THERMCAP creates a » Prods at the chim- 
ney top. ADAPTABLE TO ALL CHIMNEYS. 

Special WIGWAM-THERMCAP representatives’ contract available 


te qualifying. dealers. --Weite-for . zomplete information, literature 

















& instruction sheet. 


Mle WORKS COMPANY 


O:! Heating Supplies Division, 7-17 Willow St., Lynn, Mass. 
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MANUFACTURERS OF 


= BOILER TUBE 


os <> > & BRUSHES 


™ TUBE BLOWERS 
PACKING TOOLS 


* 


ELLIPTICAL SCR Arr 











FINE WIRE BRUSH 


Ama in Send for catalog 


ABRAM BRUSH and discount sheet 


A.W.CHESTERTON CO. 


ESP AW Dea EVERETT 49, MASS. 








~ COMBINATION INGALLS 


PLUMBING AND 
HEATING 


WHOLESALERS Ppa theotery 


Attention Za ov 


a" Mpeeg errs te Pay a 


SOK 










Published in 
Two Editions 
the MASTER and 
SUPPLEMENT Copy 


QUICK AND 
EASY WAY! 





Here are two beautifully bound, loose-leat price data books 
for the Plumbing and Heating Wholesaler. Fully illustrated. 
24 sections of vital information. The MASTER COPY keeps 
you up-to-date on market changes, etc. Size 842” x 11” x 1%". 
The SUPPLEMENT COPY is designed for wholesalers or jobbers 
who find it necessary to have a tailored price set-up to meet 
their own ‘individual needs. Adaptable as a price service book 


to the customer. Size: 8% x 11 x 1% or 2'4 inches. Published 
The the publishers of the Bradford Price Book. 


Write for Full Information Today 











hei EWAN MARKET MANUAL” 


QUINCY 69, MASSACHUSETTS 
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WHAT MAKES A SUMP PUMP FAIL? 
DIRT?—LACK OF LUBRICATION?—RUST? 


Specify the pump that is built to survive these hazerds 
—The Marine Products Fully Automatic Electric 





@ COMPLETELY SELF-CLEANING 
@ COMPLETELY SELF-LUBRICATING 
@ ALL RUST-PROOF 

MARINE PRODUCTS PUMPS ARE 


“Built for the Sea” 


The Marine Products Sump Pump is designed and produced to high 
end cti tandards. It is built the only way a SUMP PUMP 
should be built—to provide the best possible sanitary protection ot the 
least cost and inconvenience. — 











datsl, 


sanitation service and at the 
same time completely orate the need for periodic cleaning end 
lubrication. 





SOLD THROUGH JOBBERS ONLY © WRITE FOR FREE LITERATURE 


MARINE PRODUCTS CO. 


DETROIT 14, MICHIGAN 











Fhe Inside GOOF o4- 


APCO 


CAST IRON SOIL PIPE 


@ The startling face of life about 
APCO is its longevity. Its natural 
granular structure is like granite— 
and this pipe is practically ever- 
lasting when used as a soil, waste 
or vent line, house drain or build- 
ing sewer. So you can bet it won't 
rot, decay, disintegrate nor rust 
away. (Any thin coat of rust on its 
surface acts aS a protective agent). 


YOU DON’T HAVE TO TAKE 
OUR WORD FOR IT — cast iron 
pipe laid 288 years ago in France 
is still in use. Over a century in 
U. S. is commonplace. Our word 
for it is APCO! 


Sorlastingly Young | 


APCO Waste and Revent Fittings 
and Stringer Fittings, too. Specify 
them and you specify satisfaction. 


District Sales Offices in 

New York, Chicago, San 
Fransisco, Portland, Los Angeles, 
Kansas City, Seattle and Denver. 











A TIP to Goulds Dealers 


Here’s a Christmas present 
that means years of comfort 
and convenience to a whole 
family! 

Feature the Balanced-Flow 
—and the other dependable 
Goulds pumps — now / For 
you, it means—extra Christ- 


mas profits this year. 
GOULDS Balanced-Flow JET 


Goulds Pumps Inc. 
for Shallow Wells 


GOULDS Water Systems 












FLARING DIE WITH 
COMPRESSOR “iiins” 


Tubing 
Compact, Fast and Simple. 










Flares 
end of copper tubing quickly and 
correctly. Seven flaring dies %g¢” - 
M4" - Ye” » %” - Ko” - %” - %”. It 
does a speedy job without the aid of 
loose dies or a vise. 





Compacthy made for more 
efficient use. 


Price 
$4.15 


DISTRIBUTORS WANTED—WRITE TODAY! 


TOERMAN CLARK MFG. CO. 





JACKSON MICHIGAN 








BOOST YOUR OVERALL SALES WITH 





A COMPLETE, quality line with overall de- 
sign features helps sell those extra fixtures. 
Let Ingersoll help your sales. 

















Wholesalers and Manufacturers: 
THIS IS YOUR SLOGAN! 


Use it in your advertising and 
stationery. 


i, 


[oresult 





Page 154 
tells you 
how to get 
logotypes 
and stick- 
ers. 


WA CVEIAIER, 
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: Names * + + continued from bottom of page 192 

feldt becomes district sales manager in Nebraska 
and South Dakota. Appointed as representatives are 
William H. Schrum in eastern Pennsylvania; Donald 
O. Spicer in Indianapolis, Ind., and William D. Burk 
in Alaska and the Yukon Territory. 


Hotpoint Co., Chicago—Named as section man- 
agers are James E. McCarthy in the Midwest; Floyd 
B. Williams, South; Vincent E. Koch in the West 
and John S. Hicok in the East. Six product depart- 
ments have been added: distribution planning under 
management of George W. Westfall; national adver- 
tising under Philip L. Crittenden; special marketing 
under Edwin J. Sorensen; product service, Walter 
G. McNeal manager; visual designing, Raymond C. 
Sandin manager, and laboratory under Oliver G. 
Vogel. 


James B. Clow & Sons, Chicago—Kent S. Clow, 
Jr., William Clow Douglas and Hulburd Johnston 
have been added to the board of directors. 


Fairbanks, Morse & Co., Chicago—Robert D. Brown 
has been elected assistant secretary and assistant 
treasurer. Henry J. Barbour has been appointed 
manager of advertising and public relations. 


The Humphryes Mfg. Co., Mansfield, O.—Harold A. 
Davis has been appointed representative in north- 
ern California, western Nevada, Washington, Oregon 
and Hawaii. 


Commercial Products Div., The O. A. Sutton Corp., 
Wichita, Kan.—Charles V. Fisher has been named 
assistant sales manager. 


Dominion Poly-Products Corp., New York City— 
Appointed as representatives are Miles, Nagel & Co. 
in North and South Dakota, Nebraska, Iowa and 
Minnesota, and James E. Fitzgerald in New England. 


Walworth Co., New York City—Jos2ph E. Mihm 
has been appointed assistant vice president in charge 
of West Coast operations to be succeeded by George 
W. Newland as central division sales manager. 


Lewyt Air Conditioner Corp., Brooklyn, N. Y.— 
George Berk has been named sales promotion man- 
ager. 


Berger Furnace Corp., Pittsburgh, Pa—Don C. 
Zinter has been appointed general sales manager. 
Appointed as field representatives are H. G. Riley, 
Jr., and H. G. Riley, Sr., in Indiana; William Schon- 
feld in Michigan, and Harold D. Steffy in Ohio. 


Westinghouse Electric Corp. Air Conditioning 
Div., Staunton, Va.—Bruce D. Henderson has been 
named operating vice president and division man- 
ager to succeed H. E. Seim, vice president, who 
has been in charge of both the air conditioning and 

(Please turn to top of page 196) 
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KOHLER Gramebd on 
TWIN-DRAINBOARD SINKS 


Models to meet every need or installation problem, 
One-piece, without joints. Utmost utility is afforded 
by the continuous, self-draining work surfaces. Kohler 
enamel, acid-resisting clear through, is protected from 
strain by a base of nonflexing cast iron. Full line of 
undersink cabinets available. 


Kohler Co., Kohler, Wisconsin + Established 1873 


KOHLER o-r KOHLER 











“BEEKMAN” 


4 For Buildings 6 to 10 


— a . Stories High 


4to 6 
+ and 


Stories High =" Municipal 


PEPPERMINT 
T ACHINE Applications 


EST M 
Available in 3 Sizes 











Write — for This 
FREE CATALOG of 


SPAN 


COPPER TUBE 
FITTINGS 


One, of fhe" Corr ‘s largest pinventories a / 
ua Copper Tul ings, manu- 
factures 4 it. M ie rd today f tal [> = 
pment. Mail cai lor catalog — 
and price list. = 


SPAN BRASS ~uneedr nee COMPANY 
700 Wilson Street Otsego, Mich. 





rn, 








Dy f us im > a0 e Hl —_— a 




















} OUR name, and the name of Borg-Warner, 
stand behind each of your Ingersoll installa- 
tions. It’s protection you'll always enjoy. 
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BOILER CLEANER 







Contributes fo Cleans All 

Greater Boller - Sieam and 

Efficiency Hot Water 

and Life! Systems! 
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MADISON NEW JERSEY 





Makes AnyFireDoor 


A “SAFETY VALVE"! 


INLAND Safety Door Closer 
For Gas and Oil Conversion 
BURNERS 


Used by Thousands of Utility Companies 
and Contractors for Years 
Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you have an extra 
“Safety Valve’’ on the job. Gentle spring 
tension allows door to swing open on slow 
or a ignition of burner and then close. 
Wedge holds door open when necessary. It’s 
easy to install with the NEW SPRING 

HOLDER. 
MADE IN 3/16”—1/4”—5/16”—3/8” 
DOOR PIN SIZES AND PRICED AT 
$1.15—$1.20—$1.25—$1.30 


See your jobber or write us. 


Pat. 2£2.605.097 


INLAND MFG. CO. i120 NW. cicero, CHICAGO 51, ILLINOIS 





SURE CURE FOR 
NEW! WATER HAMMER! 


GENERAL Perma-Cushion Water Ham- 
mer Silencer stops “hammer” instantly 

- noiselessly. Absorbs the wallop in 
tough neoprene cylinder expanding 
against cushion of trapped air. Can’t fill 
up. Installs in any position on pipe or 
copper tubing. Write for folder. 


G€ AL FITTINGS 


COMPANY 















¢ Copper plated steel 

e Drives easily and accurately 
e Will not split or damage Joists, si Inquiries 

e Will not pinch or bend copper tubing 

e Avoids expansion friction ACTUAL SIZE 
* Quick, easy and accurate to drive 

e Available in %” and %” tube sizes now 


For a complete Line of Hangers for Copper Tubing contact 
WESCO MANUFACTURING CO. 
P.O. BOX 175 WELLSVILLE, OHIO 





We Solicit 
Jobber 
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Names - » « continued from bottom of page 195 
Sturtevant division. Seim will now manage the 
Sturtevant division exclusively. John A. Gilbreath 
becomes manager of the packaged products depart- 
ment of the division. 


Williams Div., Eureka Williams Co., Bloomington, 
Ill.__J. M. Gleason has been appointed sales man- 
ager. Named as regional managers are Frank Mills 
in the Rocky Mountain region; Pete Obee in the 
West and C. G. Branch, Midwest. 


Ohio Brass Co., Mansfield, O.—Named as repre- 
sentatives are C. S. Bigelow & Associates in South- 
ern California and southern Nevada, and the Asso- 
ciated Valve & Engineering Co. in San Francisco 
and Reno. 


Century Engineering Corp., Cedar Rapids, Ia.— 
F. Lowell Curtis has been appointed Greater New 
York district sales manager. 


National-U. S. Radiator Corp., Johnstown, Pa.— 
Russell T. Walker has been named treasurer. 


Thatcher Furnace Co., Garwood, N. J.—Richard 
E. Heaven has been appointed regional sales man- 
ager in eastern Pennsylvania, Washington, D. C., 
Virginia, Maryland, North and South Carolina and 
Delaware. 


Penn Controls, Inc., Goshen, Ind.—A. W. Barr 
has been promoted to eastern regional sales man- 
ager in Boston. 


Mueller Co., Decatur, Ill.—Russell L. Jolly has 
been promoted to Midwest section sales manager 
to be replaced by Paul B. Watts as representative 
in Chicago. Dan Gannon has been appointed West- 
ern section sales manager to be succeeded by Richard 
D. Kitchen as Southwest section sales manager. 
Robert J. Thomas has been named representative 
in Louisiana and Mississippi to replace Kitchen. 
Other newly appointed representatives are Robert 
J. Ott in Mississippi and a major portion of Ala- 
bama; J. K. Potts in Los Angeles and F. R. Seevers 
in Colorado, Wyoming and Montana. 


York-Shipley, Inc., York, Pa.—C. Adrance Mon- 
tague has been named manager of residential air 
conditioning sales. 


Beautycraft Kitchens Div., Miller Metal Products, 
Baltimore, Md.—Philadelphia Distributors has been 
appointed as distributor in Philadelphia and parts 
of New Jersey and Delaware. 


United States Air Conditioning Corp., Minneap- 
olis, Minn.—F rank D. Klein-and Henry Rollens have 
been appointed southwest and northeast regional 
sales managers, respectively. Harry F. Haldeman, 
Inc., Los Angeles, Southern California distributor, 
has named R. E. Gray as vice president. END 
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sith, per sq. ft. of face area 
am Cou Less Air Friction , 
ml with the New AEROFIN Type B 


Smocth- Fin Heat Exchangers 







pre- 

uth- i 

ss0~- By eliminating the air resistance and turbulence caused by the wrinkles in the old- 

iad type coils, it is now possible to use almost twice as many fins per inch with no 
increase in air friction. These new coils therefore offer you: 

la.— Greater capacity per square foot of face Less weight — easier handling The new smooth fin is ta- 

New phe Better water drainage from water coils; pered, with a wide contact 
Lower airway resistance—less power needed improved venting and drainage for heat- base which conducts sufli- 
to deliver the required C. F. M. ing coils. cient heat to make the en- 

“ Smaller face area, due to the practical use Compact, sturdy design a fin Pk ites gris 

— : hg Ee ‘ . urface. is no longer 

of higher air velocities Standardized encased units arranged for necessary to crimp the fin 
Fewer rows of tubes for a given B.T.U. quick, economical installation. to provide the required 
transfer in a given area comtact anes. 

ard 

lan- 


Cc Aerofin is sold only by manufacturers 


and place niesinaiieans A EROFIN CoRPoRATION 
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Barr -TIMER 
an- 6 httce / peauiee there's never a doubt 
Q A — when it's a 
M handle the toughest venting job 
as 
ager ge VARIVALVE 
tive ae gets heat fast to hard-to-heat 
ite ; radiators list $3.45 | 
ard MAIN VARI-QUICK WEG ~ 
ger. eliminates air faster from mains 4 2 DRAFT CONTROL 
tive and risers list $10. 
1en write for detailed literature . FIELD CONTROL DIVISION 
<M - 657 BROADWAY of H. D. CONKEY & COMPANY, Mendota, Iilinoi 
bert HEAT-TIMER corporation mew YORK 12, N.Y. aaa taiiili a cay 
\la- Mfrs. of Heat-Timer Electronic Weather Activated Heating Control — Heat- Affiliates 1 pore Materials Handlies Division vy ny aoe 
Recorder Totalizer — Motorized Valves — Varivalve — Therm-O-Valve — Main ‘ 
yers Line Quick Vent Valve — Smoke Indicator and Alarm — Smoke-Recorder. 
SEARS WaN Ta 
‘on- Poh) x A 
ae = BRUSHES and SCRAPERS x L 
*& For Cleaning [* Tubes and Flues S QUALITY 
icts, D4 3 4 — °o a 7 
een wr YBOILERS © FURNACES 35| THE Standard of QUALITY 
AY Pe for Over 30 Years! 
arts “S CHIMNEYS y There's always less oolting 
= | iiitestttae acer eet, 
ie WORCESTER BRUSH AND ever 30 years, has signified the 
> in heating spec . New 
ap- x SCRAPER CO. : a Governors sent upon 
ave ox ' 4sk Your Jobber About C-3 
nal ey ™ MASON-WORCESTER The KAINER LINE! 
1an, 3 ,, BRUSH CO. 76) LEXINGTON STREET 
tor, Ni % ~ 38 AUSTIN ST. WORCESTER 1, MASS KAINER & CO. CHICAGO 7, ILLINOIS 
1D . 
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SITUATIONS OPEN 





TO AN ENGINEER, 28-34, 
HEADED FOR TOP LEVEL 
PLANT MANAGEMENT: 


Here is your chance to enter our man- 
agement development program at a 
much higher than usual leve 

We are a midwestern major appliance 
manufacturer. This opportunity is open 
to you now only because our growth has 
been so swift, profitable and sound that 
there hasn’t been time to staff our or- 
ganization completely from within. We 
follow the policy of appointing men of 
ability to top = as early in their ca- 
reers as p ber of our key 
management nce are in their early 
thirties. 

You must have the mark of a man going 
places—in your college engineering 
studies, your personal and family inter- 
ests, and your business career. As a per- 
son you must have drive, confidence and 
vision. 

Your business experience has already 
carried you to supervisory level and you 
value association with a well established 
company that is on the move. 

Salary will be $10,000 to $12,000 plus a 
bonus of about 25%. Replies. strictly 
confidential. Send brief but complete 
resume of personal, educational and 
business background. Address Key 727- 
E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 











WANTED 
DISTRICT SALES MANAGER 


to represent national manufacturer of 
important and well known plumbing and 
hardware wholesale line in the state of 
Texas. Wholesalers only. Salary. Ex- 
P and b Must travel territory 
and have car. Age—30-45. Experience 
in hardware and plumbing or related in- 
dustry essential. 





Earning potential easily $10,000.00 to 
$20,000.00 yearly. Send complete descrip- 
tion of background, present position and 
personal information. All replies confi- 
dential. Our employees know of this ad- 
vertisement. Address Key 723-E, “DO- 
MESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





OLD ESTABLISHED 


manufacturer of plumbing products 
wants a salesman to sell and promote 
complete line to wholesale jobbers in St. 
Leuis and surrounding area. Not inter- 
ested in manufacturers’ reps. Send com- 
plete resume and photo to: Address 
Key 731-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 
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RATES FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including 
heading and address. For keyed address count seven words. 
Minimum advertisements, $3.00 per insertion. Rates for bold 
face advertisements, $6.00 per inch. Address all advertisements 
to Classified. Advertising Department, DOMESTIC ENGINEER- 
ING, 1801 Prairie Ave., Chicago 16, Illinois. All Classified Adver- 
tisements are payable in advance! Closing Date: Fifteenth of 
month preceding publication date. 
















SITUATIONS OPEN 


SITUATIONS WANTED 





SALESMEN 


Excellent territory available in both 
north and south New Jersey with a 
manufacturers’ representative selling 
agency. Substantial salary plus commis- 
sion. Unlimited opportunity with top 
lines for right men. Address Key 712-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


NATIONALLY KNOWN MANUFAC- 
turer of plumbing fixtures requires 
two salesmen—one for the city of Chi- 
cago, and one for central and southern 
Indiana with headquarters in Indian- 
apolis. Age 25-30. Address Key 734-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


WATER HEATER SUPERVISOR 


Man wanted, experienced in the com- 
plete manufacturing of water heaters. 
Good opportunity and salary. Give full 
particulars and experience. Confidential. 
Address Key 679-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


PURCHASING AGENT 


For large plumbing and heating firm. 
Must be thoroughly experienced. Salary 
and opportunity good. Confidential. Ad- 
dress Key 678-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


GOOD JOB OPEN —- WHOLESALE 

plumbing supplies for counterman— 
order desk, inside sales & paper work; 
substantial independent non-chain 
house, lovely college town central Cali- 
fornia. Requires definite knowledge & 
experience w/rough & finish plumbing 
materials, pipe valves, fittings. This 
position is starting point for fine secure 
future for capabie ioyal, clean, inteili- 
gent, reliable man. Write confidentially 
full working history, references, family 
status, availability, present sal- 
ary. Address Key 737-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


SITUATIONS WANTED 


MAN UNDER FORTY—CAPABLE OF 

performing any administrative phase 
of wholesaler business desires position 
as manager. Prefer east. Can furnish 
excellent references. Twenty years ex- 
perience, Address Key 722-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 




















TEN YEARS WITH ONE D.T.U. STORE 

in the position of manager. Have com- 
plete buying and selling knowledge of 
bathroom fixtures, kitchens, flooring, 
wall tile and well pumps. I am 32 years 
old. Prefer to locate in the west or 
southwest. Address Key 717-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


WOULD LIKE POSITION AS MANU- 

facturers’ representative for plumb- 
ing and heating materials of all kinds 
in the southern Michigan area. Have 
been closely connected with this busi- 
ness for the past 27 years, the past 11 
years with a southern Michigan whole- 
saler. Am 48 years old and have late 
model car. Can furnish best of refer- 
ences. Address Key 732-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


COMPETENT, EXPERIENCED PLUMB.- 

ing sales director in Texas for short 
line manufacturer of fixtures, desires 
connection with manufacturer of full 
line. Am producer of high volume, best 
of references, good following, available 
immediately. Address Key 724-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 











REPRESENTATIVES WANTED 





WANTED 


Full-line plumbing fixture manufacturer 
requires representatives for several 
areas. Our present sales force is aware 
of this advertisement. Give complete de- 
tails in first letter. All replies will be 
held confidential. Address Key 718-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


PLUMBING SPECIALTY 
SALESMEN 


Profit sharing plan—If you are now 
selling plumbing specialties to plumbing 
contractors we have a new profit shar- 
ing sales plan. Full time or side line. All 
territories open. Our company estab- 
lished thirty-five years. Give full resume 
first letter. ECONOMY SUPPLY 
— Box 229, Yonkers, New 
or 











FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 200, 202 AND 204 
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Sump Pump Sales. 





per hour. 


DETAILS! 


response. Capacities over 4000 gal. 
WRITE FOR FULL 


NEPTUNE propucts 


SUMP PUMPS 
Pick Up Profits for You! 


Let the rains come! And praise be 
to the new homes going up. For it 
is here where many a plumber picks 
up those extra profits in NEPTUNE 
Yes sir, there’s 


nothing like NEPTUNES .. . 


A recent addition to 
the NEPTUNE line is 
the Laundry Tray 
Pump. Excellent for 
rural market and year 
‘round sales. 





NEPTUNE Laundry Tray Pumps! 


Engineered and manufactured to the same high 
standards as the NEPTUNE Sump Pump Line, 
long the NEPTUNE Laundry Tray Pump meets the 


lasting, efficient and dependable long-sought pumping requirements of thousands 
operation. They’re rugged . . . brass of rural and small town homes where no sewage 
and bronze throughout. Engineered is available or where laundry trays and washing 
with great precision. Automatic machines are below the sewer line. 1 hp G.E. 


WRITE FOR FUR- 


or Westinghouse motor. 


THER DETAILS! 


NEPTUNE 





PUMP MFG. CO. 








4912 North 6th Street 





it Top Quality Assured Throughout 








1S YOUR ASSURANCE 
OF TOP QUALITY BALL 
COCK PRODUCTS! 


For quiet, smooth performance—long- 
lasting, efficiency and dependability 
you can be assured top quality oper- 
ation in SHERWOOD BALL COCKS. 
The No. 86-A is well known for its 
protective anti-syphonage and water 
saving features. Buy SHERWOOD! 


Sw 








ORDER FROM YOUR WHOLESALER 


SHERWOOD BRASS WORKS 














6331 E. JEFFERSON DETROIT 7 
FLEXIBLE 
A P O L L SUPPLIES 





Lead the Way to... 


FASTER INSTALLATIONS, MORE 
SAVINGS & GREATER PROFIT! 


OU will be pleasantly surprised at the 

speed, convenience and labor-saving 

factors found in Apollo installations. 
Supply Lines, Brass Fittings, Stops, Nip- 
ples ani Escutcheons are all designed and 
manufactured to make your installations 
a primer cinch—at a profit. 


APOLLO INDUSTRIES 





2831 JESSAMINE STREET Ld 
as, CINCINNIATI 23, OHIO ‘Mp inch 


inch 
eines Female Straight Femaie 
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PHILADELPHIA 20, PA. 








Reversible Ratchet 
STOCKS and 
Adjustable DIES 


Exceptionally convenient where space 
is limited, this stock simplifies pipe 
threading close to walls, in corners and wher- 
ever operating room is restricted. With adjust- 
able dies (cut exact, over or under size 





Write for Catalog _ 
threads) it is an ideal tool where valves and rte See Pee” 
fittings are being installed or maintained. Tools.”” 


ARMSTRONG BROS. TOOL CO. 


5223 W. ARMSTRONG AVENUE CHICAGO 30, ILLINOIS 


PEP-UP YOUR PROFITS WITH 











F EATURE a Choice of five desirable colors for 
easier sales: Venetian Rose, Tunisian Tan, 
Capri Cream, Riviera Green, Mediterranean 


Blue. 
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REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


LINES WANTED 





MANUFACTURERS’ REPRESENTA- 

tive wanted to call on legitimate 
plumbing and heating jobbers in North 
Jersey for a first line manufacturer of 
plumbing and heating specialties. Ad- 
dress Key 721-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





Manufacturers’ representatives wanted. 
All territories open, to handle old estab- 
lished line of competitive sump pumps 
on commission basis, to wholesale 
plumbing and hardware jobbers. Ad- 
dress Key 687-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





MANUFACTURERS’ REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, 
excellent commissions, exclusive terri- 
tories open. Write full details in confi- 
dence. Box DE 1299, 221 West 4ist 
Street, New York City. 





EXCLUSIVE PROTECTED TERRITO- 

ries open for nationally distributed 
unique washer replacement plumbing 
specialty item packaged for sale to 
piumbing supply houses, hardware dis- 
tributors and retailers. Unique demon- 
stration sells 8 out of 10 on first call. 
Address Key 598-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Lllinois. 





Manufacturers’ representatives. to sell 
on commission basis our good competi- 
tive line of plumbers’ brass goods, oil 
burner valves and specialties in the 
following territories: 

Eastern Pennsyl- West Virginia 


vania Upper New 
Southern New York State 

Jersey Florida 
Maryland Georgia 
Virginia Connecticut 


Northern New Jersey 
Address Key 639-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





ALL AREAS OPEN FOR’  ESTAB- 
lished representatives by leading 
manufacturer of electric and gas auto- 
matic water heaters. Complete line de- 
luxe and competitively-priced models. 
Replies confidential. Address Key 656- 
E, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Lllinois. 


MANUFACTURERS’ 
REPRESENTATIVE 
to handle fast moving plumbing special- 
ty item on commission basis. Most ter- 
ritories open. Address Key 725-E, “DO- 


MESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 








WANTED: MANUFACTURER’S REP- 

resentative calling on plumbing and 
heating trade to represent us selling 
cast iron plumbing specialties in the 
following territories: (1) Omaha and 
Des Moines (2) Miami, Florida (3) St 
Louis, Missouri (4) Denver, Colorado 
(5) Ft. Worth and Dallas. Address Key 
713-E, “DOMESTIC ENGINEERING," 
1801 Prairie Ave., Chicago 16, Lllinois. 
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BSTABLISHED SOIL Pils MANUFAC- 

turer needs a Capable Saies represent- 
ative to Call on the plumbing and sup- 
ply jobbing houses, to sell a nign grade 
of cast iron soil pipe, soil fittings, as 
well aS gray iron speciailies. Wwe are 
looking tor a man approximately 30 to 
40 years of age, one who Knows the 
jobbing supply houses, Shouid have at 
least 10 years experience calilng on 
supply houses to assure us that he fits 
in the program. Man shouid be married, 
aiso have his Own Car, abie to typewrite 
his daily reports would heip, aithough 
typing not necessary. College back- 
ground, although not necessary. Willing 
to serve anywhere in New England, 
New York, or metropolitan New York. 
Address Key 740-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





REPRESENTATIVES WANTED CALL- 

ing on plumbing and hardware job- 
bers. We manutacture a new flush vaive 
plumbing speciaity and builders hard- 
ware item. Both are quality items com- 
petitively priced. Various territories 
open on commission basis. State lines 
now carried. Men able to introduce new 
lines desired. Address Key 706-E, ““DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





REPRESENTATIVES WANTED 


for nationally advertised established 
line cellar drains (conventional sump 
pumps) good commission proposition, 
modeis in brass, aluminum and iron. 
Most territories except Connecticut 
open for exclusive rep. Answer describ- 
ing present firms represented, length 
of time on each and other experience 
and background. Address Key 735-E, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 





WANT MORE SALES—PROFITS? SELL 
the warm air gas or oil automatic 
furnace characterized by simplicity of 
design, excellent trouble-free construc- 
tion, less expensive operation. Repre- 
sentatives selling to the dealer trade 
(not jobbers) and contractors should 
consider our 5-point plan: (1) unique 
commission allowances (2) higher dis- 
count plan (3) account protection (4) 
personalized sales co-operation (5) sales 
assistance (catalogs, engineering data 
avaiiable), Write now. List lines and 
territories now covered. Address Key 
729-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 





OLD ESTABLISHED PUMP MANU- 
facturer wants representatives to 
handle new patented automatic laundry 
tray pump. Pump has unlimited possi- 
bilities and pays high commissions. 
Only real aggressive representatives 
need apply. Give us complete informa- 
tion on lines you now handle and ter- 
ritory covered. Address Key 736-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





AAA-1 MANUFACTURER HAS THE 

following territories open for exclu- 
sive representation on plastic pipe: 
Western Pennsylvania, Virginia, West 
Virginia, North and South Carolina, 
Connecticut. Write giving details. Ad- 
dress Key 738-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 
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ADDITIONAL LINES WANTED 


by experienced manufacturers’ agency 
covering Texas, north Louisiana and 
Arkansas to plumbing, heating and air 
conditioning jobbers. Warehousing fa- 
cilities available. Address Key 620-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
SALESMAN, COVERING ONLY NORTH- 

ern New Jersey, seeking additional 
line. Full coverage of this limited area 
and many years experience assures 
sales to well rated accounts among the 
plumbing and heating wholesalers and 
jobbers, Will consider stocking your 
product. Address Key 698-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


ENTIRE STATE OF OHIO 


M. M. MATHES & SON 


3494 Lee Road 
Shaker Heights 20, Ohio 
Serving the plumbing wholesaler 


THE SCHUTZE SALES CO. 


1999 North Snelling Ave., 
St. Paul 12, Minn. 
Manufacturers’ Agency Selling 
Important Mid-Northwestern Jobbers 


STUART W. MEEHAN 
P.O. Box 228 Mansfield, Ohio 
Over 10 years sales experience, two 
years manufacturers agent, limited num- 
ber lines. 
Northern 14 Ohio—western Penn- 
sylvania 


BOSTON 
manufacturers’ representative, with long 
successful experience selling to New 
England plumbing and heating supply 
jobbers, can give personal aggressive 
representation to additional quality line. 
Address Key 592-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


FRANK MORRIS & CO. 
424 S. Cheyenne St., 
Tulsa, Oklahoma 
Kansas, Oklahoma, western Missouri, 




















and Arkansas 


CONTACT 
LONDON WHOLESALE 
PLUMBING SUPPLIES 
1052 Brydges St., London 


Serving Fast Growing Western Ontario 
A Good Outlet for Your Products 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 198, 202 AND 204 
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THE NEW Ber@aly TANK 


WITH AIR CONTROL swovnes so 


6 gallon operation which gives .8 gallon draw 
between 20-40#. Price includes tank, air con- 
trol and prime plug. 


—and priced surprisingly low! 





Check these outstanding features: 


| Guaranteed for 1 year a Inside galvanized sur- 
against defects. face coated with new 


2 Light weight permits plastic finish. 


mounting on dis- 7 Extra inside joint ring 
charge line. of zinc coated steel. 

3 Tanks tested at 8 Heavy bronze weld 
200# pressure, around circumference. 
hydrostatic. 9 Longer life and more 


efficient operation. 


4 Save as much 


as 50%. 10 Ideal for installation 
§ Formed from ZINCGRIP where space is 
galvanized steel. limited. 


BRADY AIR CONTROLS, INC. 





YOU'LL LIKE THIS 


SUMPTROL 








FLOAT OR 
WEIGHT OPERATED 


Works on Any Sump Pump 


e Easy to install and inspect e Two-pole construction 
for safer operation ¢ Visible, vertical action contacts 
e Attractive, rugged metal enclosure 


Wrile tor Sumptrol Bulletin. Address Square D Company, 
4050 North Richards Street, Milwaukee 12, Wisconsin. 


ASK YOUR ELECTRICAL DISTRIBUTOR FOR SQUARE O PRODUCTS 


SQUARE J) COMPANY 
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Contact ™ water pressure 
your SUPPLIER Ta 3 
or PUMP for ank 
MANUFACTURER On sgt 


NOW! 


1000 East 18th St., ¢ Muncie, Indiana 






easiest to... 


if they want.. 


RETAIL 


- Diamond Jr., gives you the 
— answer to low-priced com- 
petition with a GUARAN- 
TEED 30,000 GRAIN 
WATER SOFTENER THAT 
RETAILS FOR ONLY $88. 

50,000 grain size 
ONLY $132. 


Diamond Jr., is shipped com- 
plete ready for installation and 
is backed by a written guaran- 
tee from one of the oldest 
manufacturers of water treating 
| equipment. 


£> 
s 
h 
f 


+ 
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Sold through Plumbing Supply 
Wholesalers. 


f For complete details and prices 
write . . 


HKOSH FILTER and SOFTENER CO. 


7° 3 & Cie et 
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LINES WANTED 








LINES WANTED 





L. ©. FOOTE 
221 Hurlburt Rd., 
Syracuse 3, N. Y. 
Wholesale Trade Only 
New York State 





M. L. QUEEN 
61 Glenstone Road, 
Dexter, Missouri 
Established with plumbing jobbers in 
the states of Missouri and Arkansas, 


giving prompt coverage to manufac- 
turers represented. 


NORTHERN OHIO AND 
WESTERN PENNSYLVANIA 
Aggressive representative with 10 years 
experience desires top line. Proper at- 
tention and results assured, warehous- 
ing available. Address Key 682-E, “DO- 
MESTIC ENGINEERING,” 1801 

Prairie Ave., Chicago 16, Illinois. 








MANUFACTURERS’ SALES REPRE- 
sentative with many years experience 
in territory, very well acquainted with 
all plumbing wholesalers and good re- 
utation with them. Represent one ma- 
or line, desires one or possibly two ad- 
ditional volume lines such as brass 
lumbing fixtures, tubular goods, seats, 
fron specialties etc. for northern Call- 
fornia. Position to give vigorous and 
aggressive sales effort Replies strictly 
confidential. Address Key 715-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
, Chicago 16, Illinois. 


TOPS IN REPRESENTATION 


Desire “top lines” to sell to wholesalers 


of plumbing, heating and mill supplies— 
Virginia, District of Columbia, 


ary- 
land. Address Key 602-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 








MANUFACTURERS’ REPRESENTA- 

tive established in the state of Flor- 
ida, ca.ling on all plumbing and heating 
jobbers, desires a few more lines to 
promote. Located at St. Petersburg, 
Florida. Address Key 460-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





D. H. McDONALD 


1671 California Ave., 
Cincinnati 37, Ohio 
Lines wanted in plumbing, heating and 


air conditioning. Have had many years 
of experience in Cincinnati area with 


jobbers, contractors and engineers. 


REPRESENTA- 


radstreet. Long ex- 





MANUFACTURERS’ 


tive rated Dun 


erienced in selling jobbers New York- 
ew Jersey. Have warehouse facilities. 
Interested in one additional line. Ad- 
dress Ke 71 zl, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 
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FLORIDA 
Manufacturers’ agents—covering only 
that state, with complete and detailed 
coverage. Excellent warehousing facili- 
ties. We desire to represent one such 
manufacturer who is looking for capa- 
ble and honest efforts with definite re- 
sults. Operating in one state only en- 
ables us to give the type of representa- 


tion you want. 


LEWIS M. KIEFF, ATTY. 
5433 W. Berks Street 
Philadelphia 31, Penna. 





JED DISTRIBUTING COMPANY 
112 Roosevelt Avenue 
West Orange, New Jersey 
Representing quality manufacturers 
throughout New Jersey 





ADDITIONAL LINE WANTED 


Experienced manufacturers’ agenc y 
wants one more high quality line in 
plumbing and heating field. Headquar- 
ters Phoenix, covering Arizona, New 
Mexico, western Texas and southern 
Nevada. Address Key 710-E. “DOMES- 
TIC ENGINEERING,” 1801 Prairie 


Ave., Chicago 16, IIlinojs. 
ALABAMA-GEORGIA 


Newly established representative calling 
on wholesalers in Georgia and Alabama 
wants additional top plumbing, heating 
or industrial lines. Address Key 719-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


LINES WANTED 


Capable and aggressive manufacturers’ 
representative sires lines selling the 
jobbing trade in Florida and Georgia. 
Past records prove guaranteed results. 
Address Key 720-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


WISCONSIN-NO. ILLINOIS 


(excluding Chicago area). Regularly con- 
tacting more than 200 plumbing/heating 
jobbers. Showing substantial sales in- 
creases for present accounts. Can use 
one more line dress Key 726-E, 


Addre 
“DOMESTIC “ENGINEERING, ” 1801 
Prairie Ave., Chicago 16, Illinois. 














AGGRESSIVE REPRESENTATIVE IN- 
terested in one good volume line for 


Wisconsin, Tilinols and northern Indi- 
OMESTIC 


Ke “Dp 
ENGINEERING,” 801 Prairie. + eg Chi- 
cago 16, Illinois. 





“SALES ENERGY WILL 
OUTLIVE ATOMIC ENERGY” 


Increase and maintain your sales in a 
competitive market. Aggressive, hard 
hitting representative with a successful 
sales record for 15 years prefers top 
quality lines for excellent foRewing I in 
New York, New Jersey and New Eng- 
land. Address Key 685- E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


VIRGINIA AND CAROLINAS 


Manufacturers’ representative with 18 
years experience in the plumbing and 
heating industry wants competitive 
lines in one or all of the above states, 
contacting the wholesaler only. Address 
Key 696-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 








R. P. WILEY COMPANY 


616 West 26th 
Kansas City 8, Mo. 


Selling jobbers throughout Iowa, Ne- 
braska, Kansas, Jlahoma and Mis- 
souri. Warehouse service available if 
requi 





MISSISSIPPI, 
ALABAMA AND LOUISIANA 


Manufacturers’ representative with 
many years experience in plumbing and 
heating i dustry wants tive lines 
in one or all of the above ‘states, con- 
tactine wholesalers onlv. Address Key 
695-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 








MISSOURI-KANSAS- 
IOWA-NEBRASKA 


Striking out on my own, good follow- 
ing, know market and what it takes to 
get sales results. Need line or lines to 
sell and promote. Will give thorough 
and complete coverage. Address Key 
716-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 











FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 198, 200 AND 204 
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It Costs No More To Give More— 
If You Give The Bonus In Savings Bonds! 


If your company is one of the more than 45,000 com- OnSeptember 30, 1955, approximately 70.3 % of the 
panies that have the Payroll Savings Plan you know matured bonds were retained by their owners under 
what your employees think of Savings Bonds — they the automatic extension plan. With additional in- 
spell it out for you every month in their Savings Bond terest earned since maturity dates ($560 million), 
allotments. cash value of the matured bonds held by individuals 


amounts to approximately $13.7 billion. 


If you don’t have the Payroll Savings Plan, and are 


wondering whether your people would like to receive 
their bonus in Bonds, here are a few significant facts: 


—on September 30, 1955, the cash value of Series E 
and H Bonds—the kind sold only to individuals— 
totaled 39.7 billion dollars, a new high. 

—every month, before they get their pay checks or 
envelopes—8,500,000 men and women enrolled in 
the Payroll Savings Plan invest $160,000,000 in 
U. S. Savings Bonds. 


To the Payroll Saver, and to the man who buys his 
Bonds at a bank (because his company does not pro- 
vide the Payroll Savings Plan) a One Hundred Dollar 
Savings Bond looks bigger and better and is bigger and 


—Payroll Savers hold their Bonds: From May 1, better, than a check for $75. Make this a merrier 
1951, to September 30, 1955, approximately $18.7 Christmas for every employee. Give the gift that keeps 
billion E Bonds reached 10-year maturity dates, on giving. 


The United States Government does not pay for this advertising. The Treasury Department 
thanks, for their patriotic donation, the Advertising Council and 
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*Ar 
FOR SALE: LONG ESTABLISHED PLUMBING, HEATING, APPLIANCE, | “LABOR AND MATERIAL.” ESTI- C 
wholesale plumbing & heating supply air conditioning and sheet metal shop | mates for plumbing and heating. *Ar 
business in Detroit, Michigan area. Do- in Kansas doing $32,000 yearly. Want | Adaptable for making estimates for 
ing a gross business between $300,000.00 reasonable offer. KASHFINDER, Wich- | any type of residence or multiple-story 
Sie Sontesees "OE Sali prel sclee | Samamea because of bide that arevcither tom high An 
side salesman, at a nice profit. Sales : sause § , 4 FP 
could be easily increased many times. | or too low. This book gives you all the 
Will wall os fh fmm padiaane. will sell | WANTED TO BUY facts you need to make the right bid. *xAm 
the mnveutery ot a cost. oe e+ ot ro aves ryt ag oad of co om thy 
for gc wi y ease office and | abor and ma al costs that frequent- 
showrooms and warehouses at reason- CASH PAID | ly mean the difference between — wArI 
ab é 4 2¢e g imately : . . ee ss. é araw sc - 
$100,000 00. Retirement. is the object, | for surplus inventories of plumbing and | fy "the installations discussed. Charts aes 
Address Key 733-E, “DOMESTIC ENGI- | heating supplies . . . boilers, radiators, | show labor, time and materials re- *Ay! 
| NEERING.” 1801 Prairie Ave, Chicago | valves and Sittings, ete. All replies con- | auired. Use it to determine overall costs 
Pe aaa | fidential. Address Key 730-E,“DOMES- | pases eine 5 i,” x 8%". Price postpaid 
- HEATING, PLUMBING | TIC ENGINEERING,” 1801 Prairie $2.50. Rook Department, DOMESTIC 
RN ee eee ace auiae and | fy ee ak Miles. ENGINEERING, 1801 Prairie Avenue, Bac 
water pumps and appliance sales and | ’ ’ | Chicago 16, Tilinois 
service. Located close in on one Ee ’ : *Bar 
main highways of Flint. Large building. 
One —— of nes. a ror, ~— —- WANTED masietions: wine ann - *Ba1 
ment in good condition. his is a long “Pp y} 4U} NG” GIVES YOU 
established good paying eee ia nea PIPE COUPLINGS AND the short cuts ~ 3 all of your plumbing Ps en 
gross approximately 0,000 in 1955. installations. Makes your job easier ez 

i You ve oe ee tr reese vay THREAD PROTECTORS | Helps you do a better job in less time. *Bea 
encouraging. ERB REALTY CO} NY, ‘ . Many drawings, illustrations, charts, 

i 106 Flint Arcade Building, 1200 North We pay highest prices, turn your ac- graphs simplify the use of this book, *Bel 
Saginaw Street, int, Michigan. Phone ° t | 66 tables have pipe sizes and weights 
CE 4-4616 or CE 5-6696 Mr. Devereaux. cumulation of surplus couplings and tank capacities, etc. All material pre- *Ber 

thread protectors into cash! | sented = an easy-to-understand man- *Bla 
7 3 On 7 2 J . P |} ner. 6 big sections and 27 chapters 

! Pease oF Gianna we pai Pe You can ship to us by truck or rail— | cover every phase of plumbing, includ- Boc 
zaged in mechanical contracting cover- freight collect—we will all charges. | in& the drainage system, hot and cold 
ne plumbing, heating and air condi- . ees sunt ° ng water supply, miscellaneous services, Bor 
tioning fields and maintaining a modern Write us for shipping tags and simple special installations, electricity in 
show room and parts Sperianest for packing instructions. VALLEY STEEL gti ES gg Ms Biss tinea ol er *Bos 
retai) business. Modern shop equipment é and me als. § a s, 5% 3 
including sheet metal shop. a our PRODUCTS COMPANY, 124 Sidney + Bee  Depectncnt, DOMESTIC *Bov 
‘ity and surrounding territory for past . . ° $350. : @ . MES : 
twenty years. Excellent opportunity for Street, St. Louis, Missouri. | ENGINEERING, 1801 Prairie Avenue, *Bra 
person seeking established business. | Chicago 16, Illinois. Bra 
Address Key 728-E, “DOMESTIC ENGI- 

NEERING,” 1801 Prairie Ave., Chicago SHEET METAL PLANT *Bra 
AS, SEnEees. Want complete operation on manufac- Th a Bri 
FOR SALE, BY PRINCIPAL, WHOLE- turing level to fabricate metal pipe and Use These Pages 
sale electrical plumbing and heating fittings for hot air and air conditioning. To Get 
supply business, located in Virginia. Address Key 680-E, “DOMESTIC EN- *Ca 
Give complete resume as to experience, GINEERING,” 1801 Prairie Ave. Chi- What You Want F 
age and finances in first letter. Address 16, Ili A 4 *Car 
Key 714-E, “DOMESTIC ENGINEER- cago 10, illinois. ee wink tethbed ters eciiiah dn- 
ING,” 1801 Prairie Ave., Chicago 16, “> g as Car 
Mlinots. WATER HEATER agp ie Car 
° . © you contemplate changing posi- « 
PLUMBING AND HEATING BUSINESS, re ae se Nagy tions? se 
thriving Pennsylvania town. Property wan - Give complete information. - ? ) 
60 x 220, warehouse and storeroom. Ten dress Key 677-E “DOMESTIC ENGI Do you have a patent for sale? *Cha 
| room house on ymain, highway, | fully uEmRinc, 2 saan i rm : Do you wish to buy or sell a plumbing Cc 
equipped metal shop. eceipts ,000. a 1 Prairie Ave Chicago d heati fail 7 
Established in 1946. Excellent future ae ™ ane Heating Susimess : 

; and profitable returns assured. a - 16, Illinois. Are you a manufacturers’ representa- " 
ably priced. Ill health reason for sell- ° ° ens A 4 e 
ing. Address Key  692-E, {DOMESTIC FREE SERVICE 0: seeking nen lines? . _ Chi 
=NGINEERING,” 1801 Prairie Ave., Chi- re you a manufacturer seeking ad- 
cago 16, Illinois. oars ameaone! — a now. ditional representation ? Chi 

anufacturers gency Service main- . * 
PLUMBING-HEATING, ESTABLISHED | tained for years by DOMESTIC EN. rs ae pa “= 
oe ene tte cated in one of the | GINEERING Magazine is for your | “**Cucaton & fines epee He 
high net profit. Located in one of the 3 you in touch with the people you desire Cla 
very best small towns in entire state of benefit and if you have not already t ach 
egg iit ee wellington Ea registered, write today for necessary aig va sidan ata ' *Cla: 
snop w ma e Oo zh 1e ) Oo . . ° 1 -fac adave e 
completely pay out in six months or registration forms and complete details ‘. rd ay seid cin a oa h. a Col 
less. This is a wonderful opportunity of assistance available to agents. As a is only 15 cents a word and the mini- Con 
and could be the very one you have clearinghouse of information for the mum advertisement is only $3.00 per & 
— geen ie gen ct = — manufacturers’ agents of plumbing insertion. Fs 
yictures mailed, no obligation whatso- “ = ai ‘ . , o 
! orar on your part. C-5752 Continental, heating and air conditioning equip- Bold-faced advertisements are $6.00 Con 
804 Grand, Kansas City, Missouri. ment, DOMESTIC ENGINEERING per inch. Address your advertisements Con 
Magazine has proven invaluable to to Classified Advertisine Department. T 

j Plumbing and heating business show- many leading representatives in the DOMESTIC ENGINEERING, _ 1801 Cra 
room, garages, apartment above located past, and if you have not as yet taken Prairie Avenue, Chicago 16, Illinois. 
in fast growing New Jersey town. Less advantage, get the details today. There 
than a mile from new large home de- is no charge. Attach this advertisement 

} velopment. Owner retiring, reasonable. and mail it together with your letter- FOR ADDITIONAL CLASSIFIED 

Address Key 674-E, DOMESTIC EN- head for full information to Manufac- ADVERTISEMENTS 
GINEERING,” 1801 Prairie Ave., Chi- turers’ Agency Service, 1801 Prairie SEE PAGES 198, 200 AND 202 
cago J6, Illinois. Avenue, Chicago 16, Illinois. 
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Kinkead Industries, Inc 
Kohler Co 
*Koven & Bro., Inc., L. O 
*Kritzer Radiant Coils, Inc 
*Kuhns Brothers Co., The 


Lamb Industries, Inc., White Products Corp. Div..... 
Lamneck Div., Clayton & Lambert Mfg. Co., The.... 
*Lawler Automatic Controls, Inc 
*Lawndale Enameling Co 
Lee Brothers Foundry Co., Inc 
Lennox Furnace Co., The 


%*%MacEwan Market Manual 
*Maid-O’-Mist, Inc 
Marine Products Co 
*Mason-Worcester Brush Co., Worcester Brush & 
Scraper Co., Di 
*McDonnell & Miller, Inc 
McGraw Electric Co., Clark Div 
*Mid-States Rubber Products, Inc 
*Modern-Woodmanse Sales Div., Geo Getz Corp. ....181 
*Modine Mfg. Co 
*Morse-Smith-Morse Co., 
Mueller Brass Co 
Mueller Co 
Mullins Mfg. Corp., Youngstown Steel Kitchens 
Murray Corp. of America, The, Eljer Div. ........... 13 
«Murray Mfg. Co., D. J 
* Mutual Mfg. Co 


National Electrical Manufacturers Association 
National Supply Co., The, Spang-Chalfant Div 
Neptune Pump Mfg. Co 

Northern Indiana Brass Co 


Oshkosh Filter & Softener Co 


*Peerless Mfg. Corp 
Peerless Pottery, Inc 
*Penn Controls, Inc 
Phelps Dodge Copper Products Corp 
*Phillips Drill Co 
*Pittsburgh Nipple Works, Inc........................ 
Polar Ware Co 
*Powers Regulator Co., The 
Price Pfister Brass Mfg. Co 


~T9e See Our Catalog in DOMESTIC ENGINEERING CATALOG DIRECTORY _ 
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*Sall Brothers Co 
*Sarco Co., Inc 
*Selfridge Co., The 
Sherman Products, Inc 
*Sherwood Brass Works 
Sloan Valve Co 
Smith Co., S. Morgan 
*Somerville Iron Works 
*Span Brass Mfg. Co 
Spang-Chalfant Div. of The National Supply Co..... 
Spartan Convector Co., Inc., Div. of Spartan Shower ‘ 


Square D Co 

*Sterling, 
Sterling Tubular Products, Inc 
Stewart-Warner Corp., U. S. Machine Div 
Stoddard Industries, Inc 


Surface Combustion Corp., Janitrol Heating & Air 
Conditioning Div 


POO ET ERE LOT CTT TROT eT 67 
*Thrush & Co., H. A 

Tinicum Metal Co., Inc 

Tjernlund Mfg. Co 

Trane Co., 

Trindl Products, Ltd 

Tube Bends, Inc., The Connecticut Stamping & 

Bending Co., Affiliate 


Union Malleable Mfg. Co., The 
U. S. Machine Div., Stewart-Warner Corp 
U. S. Treasury Dept., Savings Bond Div 


*Vogel Co., Joseph A 


Walworth Co 
*Waterfilm Boilers, Inc., Div. of L. O. Koven & Bro., 


*Watts Regulator Co 
*Wesco Mfg. Co 
*Wheatland Tube Co 
* Wheeling Machine Products Co 
White Products Corp., Div. of Lamb Industries, Inc. 174 
* Wilson, Inc., Grant 
*Windmaster Corp 
*Worcester Brush & Scraper Co., Div. of Mason- 
Worcester Brush Co 


*“X” Laboratories, Inc 


Young Radiator Co 
Youngstown Sheet & Tube Co., The 
Youngstown Steel Kitchens, Mullins Mfg. Corp 


*&Zoerman Clark Mfg. Co 
Zurn Mfg. Co., J. A., Plumbing Div 
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IN THE BILL OF MATERIALS 


Here is a truly distinctive feature in 
home sanitation—a tank cast in one 
piece of 100 percent Vitreous China. 
Available in white and five beautiful 
shades of pastel colors to match all of 
our other bathroom fixtures. 

Present day home requirements in- 
creasingly demand a pRI-TANK installa- 
tion. If you have not already made 
arrangements for distribution of this 
modern fixture, please contact us 
promptly for full particulars. 


exclusive in Design—Manufacture—and Sales 


CHICAGO POTTERY COMPANY 
1920 Clybourn Ave., Chicago 14, Ill. Established 1911 
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finest valves made... 


CADWELL 


relief valves 


There is no substitute for the su- 
perior design and craftsmanship 
which goes into each Cadwell valve. 
It may cost a few pennies more to 
produce them as we do, but it is— 
and always has been—our policy to 
produce the finest valves made. 
Insist on Cadwell relief valves and 
know your installation is safe. 
Details in Domestic Engineering 
Catalog Directory or write for a 
Cadwell catalog. 


ESTABLISHED 1894 


THE BEATON & 


-CADWEL 


MANUFACTURING CO. 


NEW BRITAIN, CONN 


FOR 


WATER 
HEATERS 


CADWELL NO. 25 


Self-Closing temperature and 
pressure relief. Easy inspection 
and cleaning without upsetting 
temperature and pressure set- 
ting. With or without test de- 
vice and extension bulb. 850, 
000 BTU capacity. A.G.A. 
listed. 


CADWELL NO. N-105 TL 


Self-closing temperature and 
pressure relief. With.or without 
test lever. 400, BTU ca- 
pacity. A.G.A. listed. 


FOR 
HEATING 
& WATER 
SYSTEMS 


CADWELL NO. 50 


Pressure Reducing Valve con- 
trols amount of pressure re- 
leased. Settings from 3 to 100 
ibs. For low initial pressure 
systems as in radiant and con- 
vection heating. 


CADWELL NO. 250 


A.S.M.E. Rated Pressure Relief 
Valve. Releases over-pressure. 
Discharges water pressure or 
steam exceeding valve setting. 
Gives large capacity relief. 
Prevents “runaway-boiler’. 
Available 30, 60, 90, 125 Ib. 
settings. 


POPPET 
PRESSURE 
RELIEF 


CADWELL NO. 75 


Adjustable 25 to 175 Ib. pres- 
sure relief, with or without fu- 
sible plug for temperature re- 
lief. 


CADWELL NO. 105 


Pressure relief with or without 
fusible plug for temperature 
relief, test lever and extension 
tube. 


Perfection 


Floor and Ceiling Plates. All 
types and sizes to give a neat 
and finished app to all 





piping jobs. 
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